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The Year was 1886 


—when a million people hailed the unveiling of the Statue of Liberty 
on Bedloe’s Island in New York harbor. That was the year that 
Patrick Fitzgibbons, experienced journeyman boiler builder, an- 
nounced the formation of the Fitzgibbons Boiler Company. 


The sixty-three years between then and now have seen many 
industrial organizations come and go—but in the case of Fitzgibbons, 
it has simply meant better and better Fitzgibbons Steel Boilers, 
constantly improved manufacturing methods, and a consistently 
increasing Fitzgibbons reputation among architects, heating con- 
tractors, building owners and engineers. 


The selection of a Fitzgibbons Steel Boiler has always been a wise 
choice—and will continue to be. 


“4007 SERIES ~* “80” SERIES: *. “DOD” TPB 
“Dd” TYPE 





A.S.M.E. CODE BUILT * HYDROSTATICALLY TESTED 
S.B.1. CODE RATED * HARTFORD INSURANCE INSPECTED 





(SBI) Fitzgibbons Boiler Company, Inc. 
big, png * 101 PARK AVENUE, NEW YORK 17, N. Y. 


Manufactured at: OSWEGO, N. Y. Sales Branches in Principal Cities 


FITZGIBBONS 


THE RIGHT NAME IN STEEL BOILER HEAT 
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VQGE 


NUMBER £0 SEAT-ACTION CLOSET 


FOR SCHOOLS, INSTITUTIONS, FACTORIES, 
FARMS AND COMFORT-STATIONS 


These durable, seat-action closets 
are simple in construction, with few 
moving parts and no mechanism 

in the tank to get out of order. 

Only materials of the best quality 
are used in their manufacture. 

They represent the ultimate in 
economy ... both in water 


consumption and in upkeep. 


For extra years of satistactory service 


specify the VOGEL NUMBER 10 





JOSEPH A. VOGEL COMPANY 
WILMINGTON 99 - DELAWARE 
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92.5% of all Hospitals” 
are SLOA N- equipped 


a J ese, 68.7% are equipped 


\ with SLOAN 
\ exclusively 
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SLOAN VALVE COMPANY «+ CHICAGO «+ ILLINOIS 
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There’s no excuse for a manual thermostat. When your customers realize that 
fuel savings will pay for Chronotherm—sales resistance is nil. So tell them that 
they are paying for a clock thermostat, through wasted fuel anyway, and that 
they might as well enjoy the added comfort and convenience of Chronotherm. 


Every day the proportion of clock thermostats sold is growing. When you 
sell Honeywell clock thermostats, you gain in three ways—first, satisfied 
customers; second, greater profit; third, less sales resistance. 


Remember, Honeywell’s Chronotherm is the finest electric clock thermo- 
stat ever built. Sell the standard Chronotherm for all new installations. Sell the 
sensational new “Plug-In” Chronotherm to replace manual thermostats—a 
tremendous market in which Honeywell’s hard-hitting national advertising is 
creating a ready-made demand. And to meet the demand of limited budgets, 
sell the Da-Nite Acratherm, hand-set at night with automatic morning pickup. 


Write today for displays, direct mail and promotional material. Address 
Minneapolis-Honeywell, Minneapolis 8, Minnesota . . . In Canada: Leaside, 
Toronto 17, Ontario. 


Honeywell 


On Tee SYSTEMS 





73 BRANCHES FROM COAST TO COAST WITH SUBSIDIARY COMPANIES IN; TORONTO * LONDON © STOCKHOLM © AMSTERDAM © BRUSSELS © ZURICH * MEXICO CITY 
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AN Lay TOU 


HERE’S 





| 1 
| arket: 
h warm air furnace aa 
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AN ELECTRIC 
WATER HEATER ; 









@ NO NEW WIRING NEEDED 





@ ONLY 2 PIPE CONNECTIONS 








@ DESIGNED FOR ANY 
5 TO 30 GALLON TANK. 








THE NEW CADY ELECTRIC WATER HEATER Offers you a worth 
while opportunity to get an added share of business in the 
warm air furnace market. It’s fast-selling because it’s low-cost, 
clean, odorless, trouble-free, dependable and economical. A 
money-maker, because it’s so easy to install. All you do is 
connect two 1/2” pipes to the range boiler, and plug it into any 
110-120 volt A.C. wall outlet. 

The Cady Water Heater is a quality product throughout. 
Heating element approved by Underwriters’ Laboratories. 
Copper and brass waterways throughout. Fiberglas insu- 
lated metal jacket. Positive, built-in automatic control with 
temperature adjustable 80° to 180°. 1000-watt element re- 
covery rate 71 gallons per hour, 60° rise. 1500-watt element, 
1014 gallons per hour. 6-foot plug-in cord. Size 412” x 1614” 
overall. Write for full particulars. THE CADY COMPANY, 
Dept. N, 123 Georgia Avenue, Providence 5, R. I. (Subsid 
iary of General Fittings Co.) 


ELECTRIC 
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Cadell 


No. 35 


Pressure Relief 
Valve. Diaphragm 
Operated. % or 
34” 1.P.S. Pressure 
Setting as Desired. 


No’s. 35, 75 and 105 can be furnished with fusible plug. (They 
are not self-closing on temperature relief.) 




















Cahalt No. 10 AIR VALVE 


Thermostatic type valve. Assures 
maximum heating efficiency. Pop- 
ular for both new jobs and re- 
placements. Stock up now! Avail- 
able in either adjustable or non- 
adjustable types. 


Specialties 


Cadwell Cadwell 


No. 75 No. 105 





Adjustable Poppet 
Type Pressure Re- 
lief Valve. Set with 
visible pressure 
markings. 2” 1.P.S. 
75 to 150 Ibs. 


as Desired. 


your supply today! 


Poppet Type Pres- 
sure Relief Valve. 
V2” 1.P.S. Pressure 
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Perfection FLOOR & CEILING PLATES 


Give a neat appearance to all piping jobs. Sup- 
plied in nickel-plated and chromium plated. Order 


ENGINEERING 








Cabell 


te 
No. 25E 


SELF-CLOSING 
TEMPERATURE 
AND PRESSURE 
RELIEF VALVE 


The CADWELL No. 25E is used 
where it is necessary to allow thermo- 
static element to extend into tank 
through insulation. Fully protects 
tank by having thermostat in hottest 
water. The 25E has all the features 
of the CADWELL No. 25 plus the 
6” extension thermostat. Pressure: 
Factory sealed or set as desired be- 
tween 50 and 175 lbs. Temperature: 
Standard 210° setting. Sizes: 14 

-34,—1” I.P.S. Male inlet. Female 
Drain: 4” LPS. 






Colla 


No. 25 


The Automatic 
RE-SEATING 
TEMPERATURE 
and PRESSURE 
RELIEF VALVE 














FOR USE WHERE THERMOSTATIC ELEMENT MUST EXTEND INTO TANK 


Diaphragm Operated. Thermostatic Element 
is out of water except when discharging. Se/f- 
Closing. Only One Valve Seat which re- 
leases by pressure within system. Easily Taken 
Apart. Easily Cleaned without disturbing tem- 
perature or pressure adjustment. 
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The CADWELL 
No. 25E Assures 
Your Customers 
Adequate Protec- 
tion like all of 
the CADWELL 
LINE. 






























ESTABLISHED 1894 iw Wsritain, Conn 
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Accepted as au 


ANTISI-HON 
FIXTURE 


By The City of Los Angeles 
and The Western Plumbing 
Officials Association 













An especially designed 
diverter unit within the 
faucet prevents hack 
flow due to siphonage. 







T rgy ab TO CITIES AND COUNTIES HAVING CROSS-CONNECTION 
N 0 I ICE CODES — The new Price-Pfister “GEM” swing spout ledge 
type faucet with hose and spray meets the rigid requirements 

of, and is ACCEPTED by, the Western Plumbing Officials 

Association and the City of Los Angeles because of two 


UNIQUE features: an especially designed diverter unit, 
and a 214” critical level. 


TO THE PLUMBING TRADE— FOR YOUR PROTECTION, 

do not let your supplier sell you an unapproved substitute. 

DEMAND the Price-Pfister “GEM” with the letters ‘“M.F.” 

on the spout holding nut, signifying acceptance as an 
, instin anti-siphon fixture. 


| 
0 ole 


Rickz- 
FISTER 


BRASS MFG. CO., 3011 Humboldt St., Los Angeles 31, Calif. 
Sold Through Plumbing Wholesalers © Write for Catalog and Price List 
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Tassos for automatic starting and stopping, these 
motors have the starting and accelerating torque and speed 
characteristics especially suited to jet pump service. 


The new capacitor start single phase jet pump motors are 
built to NEMA standards of performance and dimensions. 
Three phase and direct current motors have identical 
mounting dimensions—making them interchangeable. 


Century Jet Pump motors are ruggedly constructed and 
carefully balanced to assure a long life of dependable 
operation, under the frequently abnormal conditions sur- 
rounding pump installations. 


Century builds a complete line of motors in a variety of 
kinds and types—in sizes from 1/6 to 400 horsepower. 


Specify Century motors for all your electric power re- 
quirements. 
Popular types and standard ratings are generally 


available from factory and branch office stocks. 
Century '/, horsepower 


jet pump motor with threaded shaft 


CENTURY ELECTRIC COMPANY 
1806 Pine St., Saint Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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The swing is to electric water heaters—to the tune of 
more than a million sold in 1948. Compare this with the 
125,000 sold in 1940 and you'll see what we mean. 
Special low rates for electric water heating have caused 
thousands of homeowners to switch to the safe, clean, 
completely automatic way of water heating. The 1949 
Westinghouse line will help you get your share of sales. 
It will give you a big “plus” in satisfied customers and 
another big “plus ” in the prestige of a great name. 


TUNE IN 


ITama( ) 


Name 





Firm Name 


WESTINGHOUSE ELECTRIC CORPORATION 
Plants in 25 Cities — Offices Everywhere 
Water Heater Plants in 
Mansfield, Ohio and Sunnyvale, California 


SURE 


WESTINGHOUSE ELECTRIC CORPORATION 
Kitchen Utilities Department, Mansfield, Ohio 


I am interested in hearing more about Westinghouse Water 
Heaters and their sales possibilities. 


-Street and No. 


City and State 


Westinghouse 


WATER HEATERS 





Only Westinghouse has the Booster Button, the patented 
feature that gives plus gallons of hot water, over and 
above normal tank capacities. Add to this the Tank- 
Guard, magnesium corrosion protection ... add the 
scientific baffle . . . add the famous Corox immersion- 
type heating element... add Fiberglas insulation ... add 
the incomparable 10-Year Purchaser’s Protection Policy 
... add the Westinghouse name and the sum total is an 
unbeatable combination for water heater sales. 


Ted Malone... every morning, Monday through Friday... ABC Network 


plumbing contractor. (_ ) jobber. 


Westinghouse 
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LEADERSHIP 
IS ALWAYS LONESOME 


The 1947 Specifications Book” ("Fueloil & Oil Heat’’) shows twice as many 
makes of oil burners as there were in 1935-36. BUT the manufacturers mention- 
ing low pressure in connection with atomization have increased four times. 


AFTER OVER 30 YEARS OF PIONEERING THE LOW PRESSURE PRINCIPLE, 


we welcome the others who adapt the idea because we know it will benefit the industry. 


Those who are now coming into the field with low pressure burners are not hidebound by 


old specifications or by old tools .. . they are shrewd businessmen who have examined 


the field and know what is selling best, what will burn the oils of the future, what has the 


best sales appeals. 


(They know too—why with 30 years of experience, the leader is alone... out in front.) 











i|-O-Matics 

90.4% of Oil 
installed in last 20 years 
are still on the job. 

we 
With Hundreds of Makes om 
Choose From Every 8th i 
Burner is an oil-O-Matic. 

& 

i ler has the 

oil-O-Matic Dea 

vat Franchise in the industry- 
















COMPLETE UNITS 


For homes of 
All Sizes 


Warm Air 


Hot Water a 
Steam 


















} (iomatlC ae 


Check the FACE 


AND YOU'LL FIND 


OIL-O-MATIC’S LOW PRESSURE 
PRINCIPLE MEANS: 


More heat per gallon of fuel oil 
Less gallons of fuel oil per season 
Burns any home-heating fuel oil 
Absolute minimum of service worries 


Efficiency at low firing rate 
(as low as 2 qts. per hr.) 


The World’s Leading Oil Burner 


“ 


lo *d on the 
Prince t@t8ure | 
ciple j 


The World’s Leading Oil Saver 
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 hé Boston STANDARD -DRAF1= CONTROL 


How Important is... 


DRAFT CONTROL ? 


Ordinary chimney drafts fluctuate from .02 inches 
to .25 inches or more, due to varying winds, atmosphere 
conditions and temperature changes. A draft control 
should compensate for all of these changes and hold a 
constant pull on the heating unit correct for that 
particular heater. 









































1. If the draft pull on the heater is greater than 
it should be, because of no control or an inefficient one, 
the heat travel through the heater is greater than it 
should be, hence the heating unit does not have a chance 
to absorb the heat before it is through it and up the 
chimney. 


2. Without a good draft control, every variation 
in the chimney draft causes a change in CO, reading. 
For example: If the desired CO, is obtained on a heat- 
ing plant for .03 inches and the chimney draft increases 
to .08 or .10 inches, due to a change in wind velocity or 
atmospheric condition, much greater air delivery from 
the burner fan takes place, greatly reducing the CO, 
and resulting in increased cost of operation. Models Ready for Shipment 


223-C300—7” GATE FOR 5”, 6”, 7”, 8” PIPES 
223-C301—9” GATE FOR 7”, 8”, 9’, 10’ PIPES 


Larger sizes on request 


THE BOSTON STANDARD DRAFT CONTROL 





From the above facts, it is apparent that good draft 
control is most important. 





The World's Most Accurate Draft Control Over a Range of .02 to .25 inches 
Though chimney drafts can vary from .02 to over .25 inches, the Boston Standard Draft Control, with its patented CENTER 
: MOUNTED GATE, will hold the actual draft on the heating unit con stant. We know of no other draft control that can make this claim. 
BRONZE PIVOTS DIRT-PROOF STAINLESS STEEL BEARINGS S ? 
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HEATING PRAFT CONTROLS HEATING = PRAFT CONTROL | 


UNIT UNIT 


For Quality Installations 


* APTHORP “TRUE ALIGNMENT” OIL BURNER NOZZLE * BOSTON CHROME STEEL “HANG-DOWN” BAFFLE 
* INSTANT-GLO COMBUSTION CHAMBERS * CLEARVIEW OIL TANK GAUGE * IDEAL NOZZLE EXTRACTOR 








WRITE FOR COMPLETE INFORMATION 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division 
BOSMAco 7-17 WILLOW ST., LYNN, MASS. 
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Fre Mectineg 


Thanks to the heating contractor who recommended *Convection Heating .. . and 
Tuttle & Bailey Recessed Convectors! 


A combination that meets every requirement home owners demand from heat 
distribution equipment . . . efficient heat transmission that means real comfort... . 
economical operation that saves on fuel costs . . . appearance that harmonizes with 
modern furnishings. 


And a plus value to you, Tuttle & Bailey Standardized Convectors (Recessed 
or Cabinet Types) are stocked for quick delivery . . . conveniently packaged for 
easy handling on the job. 


ALL-COPPER HEATING ELEMENT 
MAKES A DIFFERENCE! 


Fins, tubes, headers ... Tuttle & Bailey heating elements 
are constructed entirely of copper. With conductivity 
approximately seven times faster than iron, twice as 

fast as aluminum, copper means quicker transmission of 
heat from boiler to rooms, raising room temperature 

levels faster. Elements are light in weight, durable, 

sturdy ... engineered for minimum resistance to air flow, 
maximum contact with fins. 






“Inside facts” that mean better heating... assure 
lasting customer satisfaction. 


TUTTLE AND BAILEY, INCORPORATED 
NEW BRITAIN, CONNECTICUT 





ASK YOUR JOBBER TODAY 


eB 


STandardized COPPER CONVECTORS 
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NOW! Highest Quality 
Solder -Type Fittings 
AT NEW LOW COST! 


Here’s a new opportunity to boost profits—with a 
line of top-quality, solder-type fittings at an amaz- 
ingly low price. With GENERAL Testite Solder- 
Type Fittings, you get these big advantages, plus: 


ALL BRONZE CASTINGS... produced in a 
modern foundry by the latest scientifically- 
controlled methods. 


ALL CASTINGS “Wheelabrated” to insure per- 
fectly clean surface—attractive exterior finish. 
ALL CASTINGS machined to precise tolerances 
for easy installation. 


EVERY FITTING individually tested for tight- 
ness... rigidly inspected. 





What's more, these new fittings are produced in a 
completely modern plant with ideal working con- 
ditions, by a company nationally-known for qual- 
ity products. 
TESTITE FITTINGS are available for prompt deliv- 
eries from adequate inventories... in popular sizes 
up to 2”... Ells, Tees, Adapters, Couplings, Unions, 
Reducing Fittings. 

Sold only to plumbing and heating wholesalers. 
Rigid sales policy. 
WRITE TODAY for prices and complete details. 
General Fittings Co., 118 Georgia Ave., Providence 
5,R.1. 


TANKLESS AND INDIRECT 
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WATER HEATERS AND HEATING SPECIALTIES 

















GRABLER 


Air Tested! Contents, 85% copper. Faster heating 
and cooling, reducing installation cost. Reamed to 
close tolerances. Chemically cleaned —fit and ready 
for duty. 

Packaged in small cartons at no additional cost to you. 


Order them by name from your wholesaler—order 
Grabler Rapidseal Fittings in small cartons. 


THE GRABLER MANUFACTURING COMPANY 
6565 Broadway * Cleveland, Ohio 


The Square "Gee" Line Includes: Malleable Fittings 
AAR Fittings © Unions ¢ Rail Fittings ¢ Cast Iron Steam 
and Drainage Fittings © Patented Drainage Fittings 
Brass Fittings and Unions © Steel and Brass Nipples 
Hapgers © Copper Tube Solder-Joint Fittings. 


costs on copper tube installations 


SQUARE 





“GEE” 
Rapidseal Solder-Joint Fittings 


Grabler Rapidseal Solder- 
Joint Fittings in small car- 
tons don’t cost you a penny 
more... Order 
your next lot of 
solder-joint fit- 
tings in small 
cartons, 
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HAMMOND VALVES 


The exclusive Hammond system of color identifying boxes for 
individual types of valves still leads in modern valve packaging. 


The colors identify the valves: 


* BLUE BOXES ~GLOBE VALVES 
* RED BOXES ~STOP & WASTE VALVES 
* GREEN BOXES— GATE VALVES 


A simple system for fast filling of orders from jobbers stock —a 
convenience for the plumbing contractor. 


HAMMOND VALVES — standard of value with the trade for over 35 years, 


HAMMOND BRASS WORKS HAMMOND, INDIANA 
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CUT YOUR MAINTENANCE 


“DOWN-TIME” 
WITH 0-B’s 


SELF LEVELING DISC 


f 


Shutdgwns of your pipelines are 
neceésary for regular maintenance 
of flow control valves. But extra 
ghut downs to make emergency 
valve repairs or replacements can 
cause costly, unscheduled _pro- 
duction stoppages. Just a few 
leaky valves that fail to live up 
to service expectations can cause 
maintenance bills to rocket out 
of sight. 

Worn discs, gouged out by the 
seat of the valve, just can’t shut 
off tightly. This kind of wear is 
kept to a minimum with the self- 
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leveling disc in the Ohio Brass Number 11 line screw-over bonnet valve for all 
150 W.S.P.--300 W.O.G. services. Long ribs on the disc holder guide the disc 
to a perfectly level, leak-proof contact with the entire seat surface as the valve 
is closed. This self-leveling of the disc, combined with its full swivel on the stem, 
prevents any twisting and cutting of the disc by the seat. 


On your next order for general-purpose, maintenance valves, specify O-B 
Number 11 line for long-wearing service from your local Ohio Brass distributor, 


OHIO BRASS COMPANY, MANSFIELD, OHIO 
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any flush valve and "an 
quickest and easiest to 
repair. 











With this outstanding feature of the DELANY 
VALVE—the “Free Fitting Guide” (Illustrated right), 
the inefficiencies of close moving reciprocal parts, 
particularly in hard water, are eliminated. 

Why continue these constant annoyances and 
failures from freezing, sticking, squealing and ham- 
mering, plus the consequent expensive upkeep? 

Definitely the employing of this ‘Free Fitting 
Guide” and our simplicity of design with only 6 


working parts that are renewable and accessible, FREE FITTING | 
GUIDE , 





result in the incredible performance and the lowest Exclusive with 
cost upkeep of DELANY VALVES. ‘aa 
Available thru all leading supply houses. VALVE 


SINCE 1879 


BROOKLYN 
FLUSH VALVES - VACUUM BREAKERS - PLUMBING SPECIALTIES 


IN CANADA: THE JAMES ROBERTSON COMPANY, LIMITED © MONTREAL © TORONTO ¢ ST. JOHN, N. 5. 

















Adjust slides on under side to 
right width. Tighten lock nuts. 
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Lower one side to engage slide. 
Force other slide inward. 





Press down cover with both 
hands— installation is complete. 


From a Top-O-Tank Cover to a Brass 
Closet Bolt—Buy Scovill 


Up on top where all can see is the brass, chrome plated Top-O-Tank 
Cover to replace old china tops—and added shelf room where it’s 
needed. Carry one under your arm on service calls. To show it is to 


sell it. 


Inside, out of sight, is a dependable Scovill M-VB Ballcock or a 
leakproof solderless copper Float. Look to the right for a selection of 
Scovill quality closet tank fittings. Each is specially designed for its 
job. Each will give years of trouble-free service. 


Your jobber has all in stock, now. Match your good workmanship 
with Scovill quality fittings. It pays. 


Manufacturing Company 


WATERVILLE DIVISION, WATERVILLE 48, 


CONNECTICUT 




















1. M-VB Balicock-"’S”’ 
Line 
2. No. 18 M-VB Ball- 
cock 


: _ 3. No. 38 Cast Brass 
Lever—Horizontal 
Compound Action 

/ 4. No. 36 Cast Brass 
Lever— Single Acting 
5. No. 1130 Tank Sup- 
ply— Flexible and 
Rigid 

6. No. 230 Spud Flange 
7. No. 1124 Tank Sup- 
ply—No Stop 

8. No. 266 Copper Float 
— Solderless 
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11.No.1192 Brass © 
Closet Screw ; 
12. No. 2410 Brass 7 
Closet Washer No. 2414 © 
—Oval 
13. No, 992 Nuts for = 
ClosetScrews and Bolts © 


14.No. 1016 BrassSlip © 
Nut : 


















15.No. 206 Closet Elbow 4 


16. 2400 Brass Friction ~ 
Washer g 
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OW Meet ANY Modern Kitchen Requirement /tuf 
, ° \ , 
with Aliliancé\Vare Sinks 
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OOD profits for yourself and economical 

installations for your customers — these are 

the opportunities offered by the new line of 
AllianceWare sinks. 


Here’s what the AllianceWare liné gives you: 

(a) Sinks formed from 14 gauge steel and finished 
with superior wet-process procelain enamel, 
noted for its smooth, chip-resisting, stain- 
proof surface. 


eS 
~ 


Single-bowl and double-bowl types in the 
popular sizes, with or without faucet ledge. 


(c) All bowls full 8” depth. 


(d) Design permits continuous tile or linoleum 
drainboard to run flush with edges of rim. 


(e) Sinks with faucet ledge provide added con- 
venience of shelf for soaps and other cleaning 
equipment as well as provision for spray 
connection if desired. 

Make AllianceWare sinks your profit and prestige 

builders. Write for catalog sheets giving complete 

details and dimensions. 


ALLIANCEWARE, INC. ¢ Alliance, Ohio 
Bathtubs + Lavatories + Sinks 
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hot wal. 





the NEW improved /949 
Old Faithful’ 


SADA he Bal 


HERE’S THE REASON WHY! 


A great new improvement on the BRAD- Fraay Dambers | 
FORD °'49 Automatic Gas Water Heater seid 
—a new scientifically engineered Bunsen 
Slot-Type Cast lron Burner—gives in- 
creased Recovery Rate—makes More hot 
water Faster! 


High Recovery is an important factor for 
supplying large amounts of hot water for 
washing machines on Wash Days, a must 
for guaranteeing all the hot water needed 
for any and every occasion. 


BRADFORD ’49 Model is the result of the 
BRADFORD policy of constantly endeavor- 
ing to make the finest automatic gas 
water heater that scientific engineering 
methods can devise—your assurance that 


for outstanding performance, outstanding 
profits, outstanding sales and turnover 


' “Sie Gaaisalim: [ 
e APPROVED: BRADFORD'S THE BUY! 


by the American Gas Association. For Complete Information 
Phone - Write - Wire TODAY! 


WONG vie 
Manvfactured by 
Fiantyloania RANGE BOILER COMPANY 24th & ELLSWORTH STS., PHILADELPHIA 46, PA. 





ss 
lowest costs 





WO LB. SUBD 


, eB Ge 


SATISFACTORY 
750* WATER 
300* STEAM 


iph of several DAS 750 

Beted at random, being 

ure of 10,000 pounds 

+ that this is hard to believe, 
and witness this test 
union of your own 


Your Wrench can’t slip on a DAS Union 
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® You can always depend on your Spang CW Pipe 
Distributor for a square deal. He prides himself on 
making no under-the-counter deals. And whenever 
he gets pipe, you can be sure that you will get a 
fair share of it. 


Just as your Spang Distributor is backing up your 
efforts, we are backing up his. We are trying to 
produce more and more Spang CW. In spite of 
this, we are unable to keep pace with the tremen- 
dous demand for pipe. 


Keep in touch with your Spang CW Pipe Distributor. 
Place your orders as far in advance as possible. 
That way you can help your distributor to help you 
get pipe on the job on time. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; 
Houston; Los Angeles; New York; Philadelphia; Pittsburgh; 
St. Louis; San Francisco; Tulsa 





QUALITY 


that 18 


wheleVvel, 
1s USE 


ype 


WINCKLEY 
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delivers the same amount of oil, regardless of 
viscosity. Hence, the fuel-air ratio remains 
constant. 








j The exclusive Winkler FUEL METER always 
” 





The exclusive FUEL AERATOR (a ‘‘Rollator”’ 
) type pump) intimately mixes exact amounts 
of air and oil and forces this oil-saturated 

@ vapor to the nozzle. 7 


WHY THE WINKLER a 
NEW ECONOMY RECORDS! | 


*LOW PRESSURE 









V2 
are 








A new approach to the science of oil 
combustion enables the Winkler LP* 
Burner to set an astonishing standard 
of economy and performance. This 
burner perfects low pressure operation 
—eliminates old service troubles and 
the extravagant waste of oil so com- 
mon with conventional oil burners. 
At left are shown a few of the design 
improvements which are exclusively 
Winkler developments. They are the 
The adjustable FLAME CONTROLLER delivers | reasons Winkler LP* Burners are sell- 





secondary air in 3 concentric zones, produc- ; H ios 
ing air patterns to suit exactly the capacity ing at sight to both new users and to 
@ of the Fuel Meter. present owners of oil burning equip- 


ment. 

The Winkler LP* achieves its econ- 
omy in four ways. It can be sized to 
burn as little as 4 GPH—ending over- 


sizing waste in the small heating plant. Tare . : 
It saves service expense because of its This Winkler LP* Demonstrating Unit 


utter simplicity and clog-proof nozzle. convinces prospects! Right in your 
It ends the inefficient short runs usual own showroom it burns crankcase 


— 
/ ) with oversized burners . . . and, it is drainings—mixed oil and water— 
\ not critical of oil. i sas 
: Vieute tikes 1 ae h f hard-cracked’’oil—heavy,unrefined 
Pressure Nozzle Winkler Nozzle Don't delay in getting your share o 2 itis 
ial ' Winkler LP* profits—write today for °***% WMmev — a ee oan 
The extremely large opening in the Winkler full information on this burner you amazing proof of Winkler superiority. 


TURBA NOZZLE does not become clogged by , 
can sell now! 

















dirt particles nor is the rate of oil flow 
@ through it affected by changes in viscosity. 


Ww K L E R: S. MACHINE CORPORATION 
Dept. O-F2 


Automatic Heating Equipment Lebanon, Indiana 
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...@ new idea in heating 
units...a new sales dimension 
for your business. This package 
is a natural for impact on a 
large and growing market— 
the low-priced home. Here’s 
a real time saver. There’s no 
measuring, cutting, bending, 
biala-tlellaleMmmoliteliliale ME comms (oMmela| 
the job. Installation is simple; 
it has been done in a day and 
@ quarter. 

Write for catalog and addi- 
tional information on this new 


profit-maker. 


+ 
: 
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That’s what you want to know be- 
fore you accept any new product 


Everybody agrees—the sensational PANELOX 
Stainless Steel Combustion Chamber is a swell 
idea. Those who’ve used it know how good it 
really is. 

But for any who may question its ability to 
stand up, let’s look at the facts. 


FACT 1—FINEST STEEL. The PANELOX is made of 
the finest heat-resistant stainless steel. Highest in chro- 
mium content to withstand temperatures higher than 
are experienced in domestic oil burner operation, and re- 
sistant to corrosion. Not affected by sulphur-bearing oils. 


FACT 2—EXPANDS, CONTRACTS. The PANELOX 
is scientifically designed to allow for expansion and con- 
traction. The interlocking seams, an exclusive feature 
of PANELOX, take care of this— prevent warping and 
buckling. Four thicknesses of metal at the seams add 
“stand-up” rigidity and structural strength. 


FACT 3—THE RECORD. When the proper size 
PANELOX has been installed according to directions, 
no PANELOX Combustion Chamber has ever failed 


to give satisfactory service. 


These are facts! Add ’em up and you’ ve got the 
answer to PANELOX, “‘Jt will stand up!” 

Interested? Hustle that coupon off to us for full 
details and prices. 


STAINLESS STEEL CHAMBER IS HERE TO STAY! 


More than forty leading manufacturers are now 
furnishing stainless steel chambers as standard 
equipment on their 1949 models, because they 
stand up! 


WHOLESALERS—We help you sell! Write for 
details of new sales program. 


STEFCO STEEL CO. 


Heating Equipment Div. ¢ Michigan City, Indiana 


HEAT-RESISTANT STAINLESS STEEL 


PANELOX: 


COMBUSTION CHAMBER FOR OIL BURNERS 


STEFCO STEEL CO., Dept. D. 
Heating Equipment Div., Michigan City, Ind. 


(© Send full details and prices on PANELOX Stainless Steel 
Combustion Chambers 
© Enter our order for___ PANELOX Chambers———G. P. H. 


Firm Name——— ee ee a 


Address———__ 


City... 2 Zone. —State— = 
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REPRESENTATIVES 
IN PRINCIPAL CITIES 
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FOR BIG PROFITS’ 


BECAUSE THEY'RE QUALITY - PROVEN © 








KWIK-HEAT C¢ 





No: 
ness 
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bring home and 




















Church wr 


No seat can be compared with Church Mol-Tex for rugged- 
ness, toughness and durability. Master Plumbers every- 
where endorse Mol-Tex as the only choice for hotels, public 


buildings, schools, factories and institutions. Never need C. F. CHURCH MFG. CO., HOLYOKE, MASS. 
replacing. ‘The first cost is the last cost. Division of American Rapiator & Standard Sanitary corporation 


ving home and industry: AMERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS © DETROIT LUBRICATOR © KEWANEE BOILER © ROSS HEATER * TONAWANDA IRON 
g ndustry 
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You can offer your customers a real value and long life 
with Scaife Range Boilers and Hot Water Tanks, because 
of the Scaife Fellowship at Mellon Institute of Industrial 
Research. For example, we are conducting there a 
continuous study of corrosion-resistant materials and 
galvanizing methods. This is only one of our research 
programs—and as results are obtained, they are put 
into practice in actual plant operations. 


Such research assures you of highest quality tanks for 
your trade. That’s why you can always rely on Scaife 
products to help you build a sound business, with steady 
profits through satisfied customers. 


COMPANY 


OAKMONT (Allegheny County), PA. 


HYDRO-PNEUMATIC 
TANKS 


ATTIC EXPANSION 
TANKS 


BASEMENT EXPANSION TANKS 


HOT WATER STORAGE TANKS 
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How to Make FOUR Profits 
Instead of ONE 


When you install a faucet washer, 








don’t be satisfied with the profit on 
that alone. Also put in a new “Good” 
XXX Top Washer, a Bronze Bibb Screw 
and Bonnet Packing. Then the faucet 


will be as good as new. 


You’ll make a profit on three addi- 
tional items and better satisfy your 


ee Moreover, you won't be called back 


to replace washers your customer 
thought wore out too fast... not if 
you put in a “Good” Neoprene Concave 


Cushion Washer. 





They outwear ordinary washers 
several times because their inecurved 
shape provides four times more sealing 
surface than flat washers, so less force 
is needed to close, which means less wear 
on the washer and valve stem threads 

. also because they withstand hot 


water about 50% better without soften- 





ing or losing resilience. 


GOOD MANUFACTURING CO., Inc. 


191-197 Lincoln Avenue New York 54, N. Y. 











“Good” Neoprene “cx Washers 
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CONTROLS 
TEMPERATURE 
OF LIQUIDS OR AIR 






for 


WATER HEATERS 
FUEL OIL HEATERS 


HOT WATER LINE 
CONTROL 








FLEXIBLE 
TUBING 





DRINKING WATER COOLING 


DISH WASHERS 





TEMPERATURE 
ADJUSTMENT 
60° F. ranges 
available 








STEAM TABLES ¢ COFFEE URNS 
COOKING KETTLES 


STORAGE ROOMS 





UNSURPASSED FOR 
DEPENDABILITY 
and LONG LIFE 






CONTROLS 
HEATING 
or COOLING 
MEDIUMS 









4 Use 3 


No. 11 REGULATORS 


Self-Operating @ Easy To Install e Economical 















THERMOSTATIC BULB” 





VALVE SIZES 
%" to 6” incl. = 
Var a SIMPLIFY your temperature control prob- : 
0. s — dae 
oe el oe — REGULATOR lems with Powers No. 11 Regulators. They . Ss 
Regulator can be supplied with Dial OUTLET mene chats = =: 
Thermometer—c feature pioneered prevent over-heating—save steam and labor = =: 
by POWERS back in 1930. ensue. 2 STEAM —often give 10 to 25 years of dependable : = 
HOT WATER control and pay back their cost several times : =. 
yess w? a year. Just the regulator for many applica- =a 
STRAINER tions requiring a constant temperature. Sold On 
@ Phone or write our nearest office ing whe 





ONE OF MANY USES for Bulletin 329 and prices. 


CHICAGO 14, ILL., 2720 Greenview Ave. NEW YORK 17, N. Y,, 231 East 46th Street 
LOS ANGELES 5, CAL., 1808 West Eighth Street e TORONTO, ONT., 195 Spadina Ave. 


THE POWERS REGULATOR CO. 


OFFICES IM 50 CITIES e SEE YOUR PHONE BOOK 


Over S55 Years of Temperature and Humidity Control 
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WHY USE A 
PRESSURE REDUCING VALVE 


IN A HOUSE ‘ += 


Let’s be frank, not all homes in all communities need or should have — 
pressure reducing and regulating valves. But, homes located in areas 
which are hilly, where high city water pressures are required to pump 
water to them at the top of the hill, DO need pressure reducing and 
regulating valves. 7 
WHY? 

Because high pressures are hard on plumbing equipment... they cause 

damaging water hammer...high pressures cause noisy toilets and 

splattering faucets. Eliminate these troubles, 


HOW? 
By the installation of the popular ALL BRONZE Type E Pressure Reducing 
and Regulating Valve with the in-built strainer. wii 















Write for your free copy 
of our new 1948 Catalog 
for complete details on 
CASH-ACME Products. 
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ure; } Sold ONLY through plumbing and heat- 
ing wholesalers. See them... ask for 








Type "EY 


A.W.CASH VALVE MANUFACTURING CORPORATION 


6661 EAST WABASH AVENUE DECATUR, ILLINOIS, U. S. A. 
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Steel pipe is first choice 


i da 














—for vital hospital services 


Among the great institutions of mercy there are 
few that can surpass the renowned Los Angeles 
County Hospital in beauty and utility. In it, as in 
many other modern hospitals, everything that pro- 
motes the health and comfort and sustains the life of 
ill humanity, has been incorporated. 

Primary and vital in the operation of this hospital 
is the maze of stee/ piping that transmits water, 
heat, steam, electricity, chemicals, and compressed 
air to implement the ministrations of the “‘men and 
women in white.” 

In the selection of materials and equipment for 
such services . . . where only the most suitable is 


COMMITTEE ON STEEL PIPE RESEARCH 


good enough ... it is not surprising that stee/ pipe 
is the first choice! Architects, engineers, and con- 
tractors know, from more than half a century of satis- 
factory experience, that stee/ pipe combines the 
qualities of serviceability, durability, adaptability, 
and economy. 

The fact that the overwhelming predominance of 
pipe used for plumbing and heating purposes is stee/ 
pipe, proves conclusively that steel pipe is first 
choice! 


The interesting story of ‘Pipe in American Life” 
sent upon request. 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 
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QUICK HOOK UP AM 
TINGS — With heavy 
copper tubing for easy 
sturdy installation. 














GENEROUS ROOM —For 
working connections within 


~< 0x 


HEAVY REINFORCE 


Pure copper float 


POSITIVE \ ) 
SWITCH ACTION 

New surge snubbing 
float chamber design 
tends to stabilize 
water line to effect 
positive switch action 





COVER VIEW 





Simple Rugged Foolproof 
MERCURY SWITCH 






a Two easily removed 
plug buttons for con- 
venience 






Heavy harrier pre- 
vents any inter- 


Lk ference with switch m ( & Strong posts to hold 
ARGE operation | ra) : 8) ‘ icine forminal 


MUD SPACE ee Se - 
Simple friction free Ss | 
Float chamber bow! no switch’ echeslae * < Aes F iicary is doe 

oa vee MERCURY SWITCH 


ledges for mud accumulation with precision die 


Mustrated formed actuator 
WATTS No. 89A parts 


Into these low pressure series low water cut-offs have Wiring terminal 4 
gone every possible refinement of mechanical design. page ag sc 


Float chamber design, new mercury switch operation, switch parts 
other mechanical improvements make these the most out- 
standing cut-offs on the market today. 


Send for Folder 
, 4898 
WATTS No. 93A 


This Low Water Cut-off has the same float 
switch assembly as 89A, but is designed 
for boilers provided with a 2!» tapping 
and is becoming increasingly popular. 


ATT. REGULATOR COMPANY 
LAWRENCE MASSACHUSETTS 


MANUFACTURERS OF 
Sf lutomatic * TEMPERATURE and PRESSURE REGULATING SAFETY DEVICES > 
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PIPE CUTTING 


FI GzA1b Cutter assures 


clean cuts, fast, with least effort 


@ Slap this sturdy Rimarp cutter on a pipe 
and roll it right through in a few easy 
turns, with surprisingly little effort. Efficiency- 
balanced, it handles easily. The tool-steel thin- 
blade cutter wheel sinks cleanly through pipe 
and conduit, leaves practically no burr— 
every Ritaip cutter is factory-tested to make 
sure it tracks perfectly. Your choice of 5 sizes 
to 6” pipe; 4-wheel cutters to 4." Buy Rimaips 
at your Supply House. 


me 
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WORK-SAVER PIPE TOOLS 


PIPE WRENCH ECONOMY 


No pipe wrench housing 
repair or expense with 


Ribzalb 


this Housing ever 
Breaks or Distorts we 
will replace it Free 


@ The famous Ritarp guarantee is just one 
of the features that make rimarip the out- 
standing favorite of millions. You also like 
the free-spinning adjusting nut, handy pipe 
scale on the hookjaw, the comfort-grip I-beam 
handle with flared end that keeps your hand 
from slipping off. For real efficiency and guar- 
anteed economy, buy Rit@aip wrenches, 6” to 
60," at your Supply House. 
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MATURE 
“a : CON TROL- 4 


Pa ' { 
ayer | \' 
ed settin : 

etting This handle controls 
the flow — does 
not change the 
temperature. 


|, @ INSTITUTIONAL SWING sPouT MODEL FOR 
LABORATORIES, BEAUTY SHOPS, HOSPITALS, 





The Cole Faucet is a revolutionary new forged brass 

mixing faucet that incorporates independent handles for 

temperature and flow, THUS PERMITTING TEMPERATURE 

CONTROL INDEPENDENT OF. VOLUME. This faucet has 

’ one handle which regulates and maintains within 2° any 

- } required temperature setting. The temperature handle 

< can be left set in any desired position as it has nothing 

: “4 to do with the flow. The flow handle alone regulates the 

: ves volume of water. . 

e LAVATORY MODEL — ILLUSTRATEO ABOVE Because only the amount of water is used which is 

actually needed, and since the temperature is closely con- 

@ SWING SPOUT FOR KITCHENS SS ZSTAURANTS trolled, savings are realized in both water and fuel bills. 
It actually pays for itself by saving hot water. 

The faucet is provided with an anti-splash feature, thus 
eliminating splashed clothing and floors. The sanitary 
method of washing in a running stream of tempered water, 
particularly in public lavatories, is one of its most favor- 
able features. So finely adjusted is this faucet that it may 
be opened or closed at a mere touch—it is ideal for hos- 
pitals, institutions, laboratories, beauty and barber shops. 

TO THE PLUMBING CONTRACTOR 
The Cole Faucet represents real plumbing progress. It 
is designed for convenience, safety and economy, and is 
easily installed by the plumber. It is furnished in the 
models illustrated here. It is made of forged brass, 
heavily chrome plated. Please write for complete details 
and — 


ORDER FROM YOUR JOBBER 


f 








— 
COLE VALVE CO. ‘/o. MUELLER BRASS CO. 


PORT HURON, MICHIGAN 








38 





DOMESTIC ENGINEERING February, 1949 






Not too hot , 
Not too cold 
| I jus-s-st right! 
















: a 

® One handle controls both 
hot andcold water. Simple 
enough for even a child 
to operate. 


You enjoy your shower 
more because you are 
safe from accidental 
scalding with the Josam 
Moderator Mixing Valve! 


e Simple in construction — all 
working parts arecombined in 
a“heart-of-valve” unit —eas- 
ily removed if ever necessary. 


A hydraulic shuttle valve is 
the only moving part—hot 
water shuts off automatically 
if cold water supply fails. 


Why take chances when you can elimi- 
nate the danger of accidental scalding? 
The Josam Moderator Mixing Valve acts 
instantly to shut off hot water when the 
cold water supply fails...assures com- 
fortable water temperature at all times. 
its modern design and durable bronze 
construction provide lasting satis- 
faction and dependable performance. 


JOSAM MANUFACTURING COMPANY 


The Josam Moderator Mixing Valve is 
indispensable in homes, apariments, 
schools, hotels, institutions, factories 
or wherever shower bathing takes 
place. Concealed or exposed design... 
fits any shower installation. For the 
safety of the bather—recommend it for 
every shower. Please send coupon for 
the details you will need ...today! 


Josom Manufacturing Co. 304 Josam Bidg., Cleveland 13, Ohio 


Send literature and details on Moderator Shower Mixing Valve 








Main Sales Offices, Josom Building, Cleveland 13, Ohio NAME 
Menvfacturing Division— Michigan City, indiana FIRM 
Representatives In All Principal Cities a 
JOSAM-PACIFIC CO., San Francisco, Cal., West Coast Dstbrs. ADDRESS 





EMPIRE BRASS CO., LTD., London, Ont., Canadian Dstbrs. 


vases 


CITY and STATE 
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You get all one quality... THE BEST 
when you order 


COPPER AND BRASS TUBING AND FITTINGS 
identified by this trademark... fa 


Was | eu: 


LEWIN-MATHES COMPANY += + SAINT LOUIS, MISSOURI 
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KEENEY TRAPS 







3 
1 GLEAMING 
POLISHED 
NO. 1 GRADE CHROME FINISH 
INSPECTED 
BRASS TUBE <— 
2 a 
HEXAGON 
SMOOTH SLIP NUTS 
ACCURATE IPS THREADS 
BENDS 





QUALITY AT EVERY POINT 


: : All Keeney supplies are: 


seeed 1. made from high-grade selected materials. 

(-—-\H 2. designed and fabricated by skilled workmen using modern 
mt powrase inl automatic machines ... meet on-the-job requirements for 
F ease of installation and customer satisfaction. 

pape 3. made to conform to the highest standards of the plumbing trade. ° 
4. finished according to Keeney’s own “Chrome over Nickel over 
nf Copper over Brass”’ formula for Durability. 
ry | 
LL Tubing P traps, S traps, supply pipes, elbows and offsets, tray plugs, 
ANTI-SYPHON P. O. plugs, floor and ceiling plates, air valves, flanges, crumcups and 
P TRAP flexible supplies . . . these are only a few of the 500 Standard Items in a 


plumbing line known to the trade for Quality and Dependability. 


THE KEENEY MANUFACTURING CO. 


Manufacturers of Plumbers’ Brass Goods 


(K) Sold. through the Plumbing & Hemi Wholesaler 
NEWINGTON CONNECTICUT 
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Volume Water-Heating Contract? 


Handle it easier and better with one 
or more units of the dependable 
and profitable 


SMITHway-BURKAY 


VOLUME-FLOW WATER HEATER 


Hot water offers you big profits... when you figure on 
the versatile SMITHway-BURKAY! Here’s why: 


@) 


I. Expressly designed for the widest variety of applica- 
tions—restaurants, cafeterias, hotels, apartments, schools, 
churches, clubs ...every establishment or institution 
serving food and drink... every application that demands 
volume hot water. 


2. Efficient, low-cost hot water your customers can de- 
pend on...an economical, long-term investment. 


3. Ease of maintenance cuts servicing to a minimum. 
Adjustments, if ever necessary, are simple and quick. 


4.A single unit, installed as a Two-Temperature system, 
assures ample quantities of 180° sterilizing water. At 
the same time, the same unit can supply 140° general- 
purpose hot water if your contract calls for dual use. 


s Get ALL the facts on this greater profit opportunity. Mail 
Height 5 ft. 3 in., diameter the coupon...now... for complete illustrated literature. 
20 in., over-all, 


Merchant Plumbers and Restaurant 

Equipment Dealers! “4 
Proprietors of all leading food and 

drink establishments are reading Q Q 

SMITHway-BURKAY advertisements 


in 5 leading trade magazines. Let this 
advertising make sales for you! 




















Corporation 


A. O. SMITH Corporation, Dept. DE-249, Toledo 7, Ohio 





Send us all the facts on how we can make more profits with the 
SMITHway-BURKAY Volume-Flow Water Heater. No obligation. 
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NEW YORK 17 + ATLANTAS + CHICAGO 4 + HOUSTON 2 ~ SEATTLE) - LOS ANGELES 14 ~- INTERNATIONAL DIVISION: MILWAUKEE 1 
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No. 1050 JIFFY — modernistic design, bright 
chrome handle with zinc lift arm, dichromate 
treated. One-piece design. 


No. 401 ARISTOCRAT — Smart styling, bright 
chrome handle. One-piece design with BRASS 


lift arm. 


No. 1000 UNIVERSAL — preassembled one 
piece design, bright chrome handle, zinc lift 
arm (dichromate treated). 


Biss 
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Can YOU 
resist the 
temptation, 
Mister ?/ 


! 
Siem 
i 





Don’t let customers. talk 
you into it. 


Never sell the accessories 
off of your Gerity board. 





Better to keep a good 
stock of Lifetime Chrome on 


hand. 
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and, Mister, if you don’t have a board at all... 


write today for 
complete catalog and 
price list on 

Lifetime Chrome 


P.S. The Gerity medicine 
cabinet, too, offers top quality 
for top sales power. Perfect 
image mirror. Full length, chrome 
plated, piano type hinge. 

One piece construction. 


Hard-selling display boards for wall, 
counter, window. 

Supported by national advertising. 
Complete line of bathroom accessories. 
Smartly modern designs with all the 
screws concealed. 

Tougher, heavier chrome that won't 
flake or wear off. 

Quicker, better installation with self- 
centering backplate. 
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Gerity- 
Michigan 


CORPORATION 
ADRIAN, MICH. 
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Use this clear through track 
to profits and good will! 


Traxrod is the finest shower curtain rod made, with many built- 
in features. For both new installations and modernization. Here 
is inexpensive luxury that all can enjoy ... homes, apartments, 
hotels, clubs. 

e Auniquely designed concealed track—graceful and beautiful 
—through which hooks slide easily and quietly. 

e Safe . .. No sharp points on the specially-designed hooks to 
injure fingers when changing curtains. 

e Strength and rigidity at corner bends are provided by the 
non-interfering ceiling support, which permits the use of a one- 
piece curtain on corner tubs. 








February, 1949 





e Patented sturdy snap-lock connectors for quick and easy 
installation or disassembly. 

e The bright chrome finish is easily cleaned and requires little 
attention. 

e Traxrod can also be used’as rods for clothes closets. 


For increased profits and lasting customer good will, it will pay 
you to feature Bridgeport products— Bridgeport plumbing 
brass goods—brass and copper pipe, copper water tubing, 
radiator air valves, and copper in strip and rolls. 

*Reg. U.S. Pat. Off. 


BRIDGEPORT BRASS COMPANY 


‘rene BRIDGEPORT 2, CONN. © Established 1865 
co. 


Mills at Bridgeport, Conn., and Indianapolis, Indiana 
In Canada: Noranda Copper and Brass Limited, Montreal 
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SEE US AT 
SPACE 1157 
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RESULT: 


6.9% MORE 
HOT WATER 
WITHDRAWAL 
THAN UTILITY 
REQUIREMENTS 


i 


THIS ACTION 
LETS HOT WATER 
STAY HOT! 


a 


COLD WATER RISES 
IN A LAYER... 
HEATS AS IT RISES 


ti 


AW ATER-HOTTER 
TURNS COLD WATER 
BACK ON ITSELF 
«»»-DOESN’'T MIX! 


- ~ 


READ UP 


».- EASY TO UNDERSTAND 
--- EASIEST TO SELL! 
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GIVES 6 9 J) MORE HOT WATER 
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178 New! 175 Derevenr/ 
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White has turned the old dilution problem into a quick-sales 
asset. With the Water-Hotter, White delivers almost seven 
per cent MORE hot water. Hor water is what people want, 
and White’s EXTRA hot water makes White the heater 
that’s different from the rest in terms of fast, easy sales 
... as White dealers will tell you. 

PLUS 10-YEAR PROTECTIVE PLAN. White has 20 
other convincing plus features, pLUS this written warranty 
which assures customers that their White will keep on 
delivering plus service—a real sales clincher! 

SEE WHAT YOU’RE MISSING! Write now for White’s 
Dealer Proposition, and actual sales records of prospering 
White dealers! Get White’s -- 
fast turnover! r z 


Single and Double Units. 


Cylinder Types in all Con- 
ventional Sizes—20 gal. to 80 s 
gal. Table Tops, too. 























WHITE PRODUCTS CORPORATION e 


Middleville, Michigan 


Specialists in Electric Water Heating Since 1930 
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For those who want 


At last—the perfect shower. Easily 
installed. Simple to operate. Hot 
and cold valves are first regulated 
until water flowing through over- 
rim spout is at temperature de- 
sired. Then “Push for Shower” 
valve is pushed to divert water 
through shower head. When 
water is turned off the Automatic 
Diverter Valve returns to closed 
position. No danger of unexpect- 
ed dousing when valves are re- 
opened. Recommended forhomes, 
hotels, schools, clubs, etc. where- 
ever water pressure is 10 lbs. or 


WRITE FOR COMPLETE LITERATURE 


= 


BRASS GOODS « 


DOMESTIC 
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BATHROOM FIXTURES BY 


rox PROFIT 
ro PRESTIGE 








The modern design, attractive finish, and efficient opera- 


tion of M£Donald Fixtures have been 
bathrooms since 1856. They’re produce 


gracing better 
from heavy 


weight metals with highest mechanical exactness to give 
years of dependable, trouble-free service. You are proud 
to recommend and proud to install MfDonald Fixtures 
because you know—when it’s M£Donald’s you are sure 
of highest quality and lasting satisfaction. 





MSDONALD AUTOMATIC DIVERTER VALVE 


BATH AND SHOWER FIXTURE 


the very best 






A. Y. MSDONALD MFG. CO. 


DUBUQUE, I0WA 





PUMPS 


Diamond Line Auto- 
matic Diverter Valve 
with Over-Rim Spout 
and Shower. Valves 
furnished with 8-inch 
centers. 
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MD ONALDE 












3963-4 — pj 
Concealed pj 1amond Line 
Gisher a — Valve Bath and 
















PLATE £ 


3964-4 — Di i 
Concealed Over-Rim Tub oa" 








PLATE E 363.4 
Di amon d Lia . 
Mbination Lay. 
atory Fixture with 
Pop-Up Drain. 


PLATE E 367 _ 
Diamond Line Lav- 
atory Fixture with 
Pop-Up Drain. 4. 
inch center Set. 
















PLATE 3937.4 4— 
Simplex Trip Ley. 
er Pop-Up Bath 
Drain for built-in 
tubs. 1% inches — 
17 gauge. Patented, 
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THE FIRST BASIC IMPROVEMENT 
IN TRAPS IN OVER 100 YEARS! 


COMPLIES WITH CODES = ACCEPTABLE wherever tubular traps are used 


LZILE MASTER 


Sets! a New Standard in Sanitary Engineering 











N OW — a non-clogging drainage 
system, engineered for Sinks, Lavatories and 
Laundry Tubs 














SERVES AS SOURCE OF - 
— HYDRAULIC POWER 


DRAIN-MASTER 


IS GUARANTEED to keep 
drains open from sink-to- 
stack on vented or revented 
systems. Clears clogging— is 








E HEAD OF WATER 





prevents clogging 





<— AVM SIHL ee 











DRAIN-MASTER is THE PLUMBER'S 


WAY to eliminate clogged drains. Sold only to 
Plumbers, it puts money otherwise spent on 
home remedies, into the Plumber's pocket. 


Because DRrain-Master makes c better installation, 
and because it is more profitable... 


Good Plumbers Always Install 


, DRAIN- MASTER INSTEAD OF AN 








ORDINARY TRAP on every sink, lavatory and 
laundry tub. 
Gen nua SATISFACTION 
Good Housekeeping = GUARANTEED 


Distributed through Plumbing TELMOR PRODUCTS CORP. 


Wholesalers. For information, 
write to the manufacturers: 


1914 W. LAKE ST. CHICAGO 12, ILLINOIS 
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Write Today 


for 


Simplenic 


descriptive price list 
and the name of 
your nearest jobber. 


LA 


DOMESTIC ENGINEERING February, 1949 







Od 


x 


ri 69 ar 


Easy to nber, Easy 


to Use...and, in fact, the convenience and 
simplicity of the entire application of the Simplenio 
System is just as easy as the figuring. This great 
new low-cost forced air system — the first extended 
plenum system in the industry —is providing the 
way to greater efficiency and greater profits for 


enthusiastic heating contractors all over the country. 


CLAYTON & LAMBERT MFG. CO. 
1761 Dixie Highway «© Louisville 10, Ky. 


mS oe ee 


AND FITTINGS 
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What this new PETRO offers: 


High Heat Transfer: Assured by design of fur- 
nace, and by fire box and heat transfer surfaces 
precisely engineered for % gallon flame. 


Controlled Air Circulation: Without drafts or 
wide temperature fluctuations. 


Air Cleaning and Humidifying: In addition to 
heating and circulating. 


Petro ‘’Oil-Miser’’ Oil Burner: Specially de- 
signed for Model A-75, with a Petro burner’s 
traditional knack of squeezing every drop of 
fuel oil heat-dry. Patented Petro nozzle pro- 
duces a hollow cone of finely atomized oil spray 
that ignites instantly and burns completely at 
high heating efficiency. 


Other Burner Features: Safe, reliable, continu- 
ous electric ignition; heavy-duty, long-hour 
motor with automatic overload switch; over- 
sized transformers, radio-shielded and mois- 
ture-proof. 


Fuel Oil Savings: By supplying 75,000 Btu’s 
per hour, Model A-75 meets the need of low 
oil consumption in homes where a larger fur- 
nace output would result in costly, prohibitive 
fuel bills. 
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And nt... the NEW 
PETRO 


Warm Air 


Unit 


MODEL A-75 





ode 


No wonder so many contractors are enthusing over this new 
Petro Model A-75. A small, automatic, warm air heating 
unit, it fills the bill for the thrifty homeowner who needs a 
furnace of 75,000 Btu output... and no more. 


Note the fine craftsmanship throughout, reflecting Petro’s 
45 years’ oil heat experience. Note, also, such traditional 
Petro features as the “oil-miser” oil burner, sturdy long-last- 
ing construction, handsome styling.,Here you have strong 
selling points that help you take advantage of new sales 
opportunities. 

Decide today to get full facts and figures. See the Petro 


heating and plumbing jobber for your wholesale trading 
area, . 


PETROLEUM HEAT AND POWER COMPANY 
Stamford, Connecticut 
Makers of Good Oil Burning Equipment Since 1903 


REFINERIES . . . FUEL OIL STORAGE AND DISTRIBUTION TERMINALS 
NATIONWIDE OIL BURNER SALES AND SERVICE FACILITIES 





= & 
REG. U.S. PAT. OFF. 





OIL BURNERS + BOILER-BURNER UNITS 
FURNACE-BURNER UNITS + WATER HEATERS 
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WITH 
DEUCES WILD 
IT'S A GOOD DEAL 
BUT YOU'RE NOT GAMBLING WHEN YOU DEAL WITH 


“St | ty, m9 


THE KROME-KING BA ae 
S-300 Series 
Center Set Lavatory 
Faucet 





KING SIZE 
Fit for a King 
With Chain and Stopper, 
P. O. Plug or Pop Up Drain 








Every Spout tapped 
to fit a Spring-Flo 
Aerator 
Ask your Jobber 
about this feature 


For Complete Information Contact Your 


STERLING REPRESENTATIVE 


or write direct to 


Slerling Suca ucel pempany 


a | 


# 


Morgantown, West Virginia |Z 
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UNIVERSAL RUNDLE CORPORATION 
Fixturé Manufacture 


Wir Plumbing Sg 


S Sa 
GENERAL ° 


NEW CAST LE.PE 


FFICES 


NNSYLVANIA 


1 Sanitary Manufac turing 


1st, 1949, Univers 
a to form 


effective February 
Company a undle Manufacturiné Company merge 
Universal-Rundle Corporation. 

Camden and 


universal Sanitary Manufacturing Compan 
Redlands, founded in 1901, has been 2 leader 1” the deve 
j ina plumbing ware- 


of Milwaukee and Camden, 


turing Company 
f enameled 


's foremos manufacturers oO 


PLANTS IN NEW CASTLE, PA. CAMDEN, N. 4.3 MILWAUKEE, wis.; REDLANDS, CALIF. 
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RADIANT | 
HEATING 


Here's a good point to remember whenever you install 


coil- or grid-type radiant heating. It pays to use pipe 
that is reliable, of course. But it also pays to use 
pipe that is economical. In both cases, Rayduct steel 
pipe fills the bill. 

Rayduct proves its reliability and economy in radiant 
heating because it’s so tough and rugged, so easy to 
bend cold, so easy to weld, so easy to cut and thread. 
Moreover, it has a coefficient of expansion practically 
identical with that of concrete and plaster. As for 
corrosion in radiant heating, don’t give it a second 
thought, for heating experts are generally agreed that 
in any closed hot-water system which is both properly 
designed and operated, corrosion is no problem. 

Rayduct is made by the continuous-weld process 
from ductile open-hearth steel. It is furnished in all 
sizes from 12 in. to 3 in. Comes in uniform 21-ft lengths, 
too, plus or minus 1 in. Each length carries a longitu- 
dinal gold stripe for easy identification. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Stee! Corporation 


Export Distributor: Bethlehem Steel Export Corporation 


Phen teenrma tere 


Na ai ™ at 


it’s reliabl if’ ical...if’s ideal 
iTS FEOMADIC...1F S CCONOMICH!...1TS 
‘ See é eet NTO an. oe ae 


This attractive two-story brick-and-frame residence, recently completed 
at Bethlehem, Pa., has Rayduct floor coils in both stories, and also uses 
open-web steel joists. Heating Engineers: Bowman &- Montgomery, Bethlehem. 


tu LUCE 





BETHLEHE,y 
STEEL 
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*General Electric's registered trade-mark for its food-waste disposal appliance. 


What every master 


about the Genera 





Homeowners want it! Surveys show Disposall users are 
sold on this up-to-the-minute kitchen appliance. Ninety- 
seven per cent of all users in a recent survey are strongly 
enthusiastic about the Disposall. 

Magazine readership checks show great national interest 
in the Disposall. Every Disposall ad that has appeared in 
Time Magazine has been the.*‘best read”’ by women readers. 

The demand for Disposalls is growing rapidly. In one 
Kansas community every home has a Disposall. The wide 
interest in and enthusiasm for the Disposall make it one of 
today’s most important installations! 
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plumber should know 
| Electric Disposal’ 





Homeowners will thank you for it— Every time a 
General Electric Disposall is installed, another garbage 
can has been banished. Another breeding spot of disease- 
spreading germs has been stamped out. 

By completely eliminating garbage, the General Electric 
Disposall is contributing to cleaner, more sanitary living. 
And this timesaving, laborsaving appliance is making 
work lighter for the housewife. 

Homeowners will thank you for calling this appliance 
to their attention! Appliance and Merchandise Department, 
General Electric Company, Bridgeport 2, Connecticut. 


See how simply the Disposall can be installed! 








General Electric Company, Appliance and Merchandise Dept. 
1285 Boston Ave., Bridgeport 2, Conn., Dept. ES-1 


Please serid me complete information about the G-E Disposall. 


@ The General Electric Disposall can be 
installed in any modern sink with a 34% 
to 4-inch drain opening. 


@ All plumbing and electrical connections 
are visible in this under-the-sink view. 


For valuable information about the Disposall, see 
your General Electric distributor. Or—simply fill 
in the coupon, cut out and mail! 


DISPOSALL 


— means good-by to 
garbage, automatically ! 
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There's construction superi- 
ority .. . with the BRASS- 
O-MATIC made entirely of 
brass and naval bronze, a 
naval bronze shaff, the 
Square-D Sumptrol contact 
switch, the ball-bearing 
Westinghouse motor, and 
the unique water outlet that 
forces water vertically up- 
ward (no necessity for in- 
stalling L in outlet —no 
connection leaks). 
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of each job. 
















Bday s demand for high-speed pump efficiency 
at competitive pricing brings you the BRASS-O- 
MATIC — capable of pumping 3762 gallons of 
water per hour (at a ten foot head). 


There’s know-how in these pumps... NEPTUNE'S 
engineering mastery that primes the pump with 
design features ready for the special demands 
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Isany SS 


THE IRON-MASTER 


New all- 
iron pump, 
most rea- 
sonably 
priced. 


NEPTUNE SUMP PUMPS 


ARE WAREHOUSED IN: 


NEW YORK CITY: Cowan Sales Co., Corlandt 7-6823 














THE 


BRASS - 
MASTER 


Constructed 
throughout of 
bronze and 
brass. 


(Newark, N. J., Waverly 3-9279) 


ATLANTA, GA.: Jeff A. Hedden Co., Cypress 7950 
BOSTON, MASS.: Sands Heater Co., Commonwealth 6-7310 
SAN FRANCISCO, CALIF.: James A. Riordan Co. 


Manufactured by NEPTUNE PUMP MFG. CO., 4912 N. 6th ST., PHILADELPHIA 20, PA. 
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New, sparkling bathroom accessories by 










No. 170 
PAPER HOLDER 





> Here is Hall-Mack Crystalcrome—a completely new and 
_ different conception of bathroom accessories. It brings dra- 
matic new beauty to bathroom decoration and is available 
in designs never before achieved in fixtures of this type. 


Crystalcrome combines the lasting brilliance of polished 
chrome on solid forged brass with the added beauty of crystal 
that is perfectly clear, jewel-like—and unbreakable. It is mod- 

- erately priced to meet a wide range of needs and takes its 
place as an important addition to the complete Hall-Mack line 
—bathroom accessories for every building budget from mil- 
lionaire’s mansion to modest cottage. 

Find out now how profitable new Hall*Mack Crystalcrome 
can be for you... how its instant appeal will help increase your 
sales. Write today for the new Crystalcrome Catalog which 
describes the Crystalcrome line in full detail! 








% ; , g 
No. 120 Qa ee TUMBLER AND 
SOAP HOLDER “AGS dé TOOTHBRUSH HOLDER 


HALL-MACK COMPANY 


1344 WEST WASHINGTON BOULEVARD, LOS ANGELES 7, CALIFORNIA + 7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS 
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MAID-O'-MIST PUTS THEMC 
9n Announcing hein NEW Automatic boi. 
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CUTAWAY VIEW 





No. 567 Water-Boy Feeder Only 


The Ne. 567 Water-Boy is 
the same in every respect as 
the No. 577 except the low 
water cut-off switch, box and 
levers are omitted. How- 
ever, the low water cut-off 
switch and box may be added 
at any future date by simply 


ordering these parts. The No. 
567 comes complete with 
quick hook-up fittings, strain- 
er and blow-off valve as de- 
scribed for the No. 577 Wa- 
ter-Boy. Both the No. 567 
and the No. 577 can be in- 
stalled in the vestibule of the 
modern boiler. 


No. 568 Water-Boy Feeder and Low 
Water Signal 


The No. 568 Water-Boy is 
the same in every detail as 
specified for the No. 577 ex- 
cept it is also equipped with 
a signal light mounted on the 
top of the switch box cover. 
If the water supply to the 


feeder should be shut off, the 
signal light would flash on if 
the water in the boiler would 
drop to 1%” in gauge glass. A 
warning bell may also be at- 
tached to switch to ring a 
bell. 


NO. 577 WATER-BOY 


















No. 577 Water-Boy Feeder and Low 
Water Cut-Off 


The No. 577 Water-Boy Combination Feeder and 
Low Water Cut-Off is a compact and streamlined 
unit weighing only 5 pounds. Its small size and 
weight allows close installation to the boiler itself 
without unsightly fittings. 

The No. 577 Water-Boy is designed for automat- 
ically-fired low pressure steam boilers up to 5000 
sq. ft. capacity carrying 25 lbs. maximum steam 
pressure. Switch rating % h.p. 110 v. A.C. and 1% 
h.p. 220 v. A.C. circuit. It comes complete with quick 
hookup fittings, consisting of two boiler nipples, two 
14” tees, two union connectors and 1%” O.D. copper 
tubes which are formed for easy installation. The 
blow-off valve is of the built-in type. 

The float chamber and lever box cover are at- 
tractively finished to conform with the Modern 
Boiler. The switch cover and strainer are nickel 
plated. This combination of finishes adds to the re- 
finement of the modern boiler. The piping to and 
from the feeder can be carried in any direction de- 
sired. The strainer has 10 sq. inches of screen area. 
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vou get thee O EXTRAS 


when you install Maid-O’-Mist Water-Boy Con- 


trols. 


@ MODERN IN 
APPEARANCE 


@ NO CORROSION 


@ EASY TO 
INSTALL 


e@ EASILY 
CLEANED 


@ SIMPLE TO 
REPAIR 


@ LOW IN PRICE 


The new 500 Series of boiler water-line controls mark a new 
departure in design, safety and construction. Only after con- 
siderable research and experience in the field can we say they 
give more satisfactory service per dollar of investment that can 
be purchased elsewhere. 

Only one of the many features is the new switch, used as a 
circuit breaker in the Tow water cut-off. It carries the seal of the 
Underwriters Laboratories and the Hydro-Electric Power Com- 
mission of Ontario. The rapid snap action of the contacts, the 
generous use of silver (to dissipate heat), and the size of the 
switch gap, all make it possible to break large currents without 
pitting or sticking. 

The new 500 Series are available in four combinations, the No. 
577 combination feeder and cut-off; the No. 568 feeder and low 
water signal; the No. 567 feeder only; and the No. 587 low water 
cut-off only. 

*No Corrosion—the use of non-ferrous metals throughout has 
eliminated normal corrosion which usually occurs in Water 
Feeders. 

*Easy to Install—furnished with brass quick hook-up fittings and 
copper tube connections making it easy and quick to install. 
*Easily Cleaned—equipped with built-in quick opening blow-off 
valve of large capacity to flush out sludge accumulation. 
*Simple to Repair—designed for easy access to all working parts 
for easy repair and interchangeable if necessary. 


STOP WATCHING THE WATER LINE 
. . . Use Maid-O’-Mist Water Boy Controls for 
Safer Boiler Protection. 





We cannot give you an adequate word picture of the 
important developments incorporated in these new 
controls. You must see them—try them. Send for 
catalog No. 500A now. 
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AUTOMATIC HUMIDIFIERS 
WATER LINE CONTROLS . 


MAID -O’: MIST,Inc. 


3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 


HEATING SPECIALTIES 


fic FOILER WATER LINE CONTROLS 





No. 587 Boilergard 


The Maid O’-Mist No. 587 Boilergard Low Water 
Cut-off is streamline in design and attrectively 
finished and offers thé maximum in boiler water 
protection. It is designed for automatically fired 
low pressure steam boilers carrying up to a maxi- 
mum steam pressure of 25 lbs. and for motors of 
% h.p. 110 V. A.C. and 1% h.p. 220 V. A.C. 


current, assuring quick, efficient operation. 

The No 587 comes complete as illustrated with 
quick hook-up fittings less water gauge glass. The 
fittings consist of two 4” tees, two boiler nipples, 
two 1%” union connections and 44” formed copper 
tubes for connecting to gauge glass openings. The 
blow-off valve is built-in. 

















No. 857 Water-Boy Feeder 


The Maid-O’-Mist No. 857 Water-Boy Feeder 
built entirely of non-ferrous metals is designed for 
low pressure steam boilers carrying up to 15 Ibs. 
steam pressure. The unit comes complete with 
quick hook-up fittings for feeding through gauge 
glass opening, making an inexpensive installation. 











ee ee ee ee | AUTO-VENTS 
HEATING SPECIALTIES 
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ASK FOR IT | 
BY NAME! | 


FOR YOUR CON- 
VENIENCE THE 
WHOLESALE 
PLUMBING 
JOBBER HAS 
GERBER 
FIXTURES. 
















- op eeaerenats 
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OMPLETE LINE OF 


< 


ine 


RBER FIXTURES! 






: GERBER CJ 
CHROME BATH and SHOWER DIVERTER 


Sleek, good looking and ready for action . . . a sparkling Bath 





and Shower Unit that is a lasting joy in any home. 





NO. 112—11” CENTERS, WITH SPOUT, SHOWER HEAD, ARM AND 
a ; FLANGE. 


NO. 802—8” CENTERS, WITH SPOUT, SHOWER HEAD, ARM AND 
FLANGE. 








ees: 





is 
a 


_ ENTERPRISES), 


232 NORTH CLARK STREET - CHICAGO 1, U.S.A. 


KOKOMO, IND. 
DELPHI, 1N-0. 
' WOODBRIDGE, N. J. 
PLYMOUTH, IND. 
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— 
CLOSET TANK FITTINGS 


and 


PLUMBING SPECIALTIES 


Established 1911 
* 


INDIVIDUAL SECURITY 
INSURES FREEDOM 
AND LIBERTY. 
SOCIAL SECURITY 
LEADS TO 
REGIMENTATION 
AND 
LOSS OF LIBERTY. 





a —_ 
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UNIT HEATER 





WAX TANKS 


97 amen 00 5 | 


HOW SARCO 


SAVES 


‘I've been paying for Sarco Steam Traps and temperature con- 
trols for years in wasted heat. Thought | might as well have them 
and the other advantages too.” 





This statement was made by executives who knew the facts, but 
just “*never got around to it.” 


Take the wax tanks illustrated. Tons of hot wax are stored, and 
poured into 100 Ib. paper bags for shipment. Too cold—it won't 
run. Too hot, it burns or ruins the bags and wastes heat. The 
Sarco No. 9 Steam Trap at the left extracts all usable heat in the 
steam coils before it lets the condensate go. The Sarco Control 
at the right, holds the temperatures within a degree—and again, 
saves steam. 


Unit Heaters start and stop at the command of Sarco Electric 
Controls. Hot water is held at correct temperatures in converters 
and tanks, or blended for wash water. Even fuel oil preheat is 
exact when an All-Sarco job is installed. These savings and many 
more are available through the Sarco Representative near you. 
Ask for Catalogs applying to your special conditions. 


SARCO 


SAVES STEAM 
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HOT WATER TANK 





FUEL OIL PREHEATER 
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LEADS THE FIELD 


















Field Controls have become accepted in the heating industry as the lead- 
er and the standard of comparison. To the well-known line of Field Draft 
and Barochek controls adaptable for hand-fired as well as automatic heat- 
ing, has been added two new controls. These are no less sensational than 
the Field Controls you are familiar with. Again setting the pace, Field 
offers a complete fuel savings control system for hand-fired heating plants 
which provides completely automatic control of the fire. Field also offers 
a safety control which remembers when the operator forgets or when 
electricity fails — a real emergency control. 


FIELD BAROCHEK 


kor Hand-Fired Heating Plants 

control that brings the fuel sav- 
advantages of the famous Field 
Control to the hand-fired heat- 
plant, whether it has manual 
per control or damper motor con- 
with thermostat. Long-life, de- 
Bndable, trouble-free. The regu- 
tor provides all of the advantages 
barometric control, plus a check 
per for banking the fire, both 
ined in one unit. Easy to in- 












Considered by authorities to be the 
most efficient control manufactured 
today. Constructed from  heav 
material to a design which include 
the famous "Rocking Chair Axis Ad 
tion" which eliminates friction at the 
hinges of the gate. The Field quick- 
ly pays for itself in fuel savings, never 
gets out of order, and makes any 
type of heating plant more depend- 
able. Easy to install. 


. VP ory 
os \ a 7} 
LES 





























FIELD Model ‘‘R’’ CONTRG 


For Space Heaters and Ranges 











) 


\a) 
—_ es 
4 These controls bring the fuel saving ad 
> pie Pp of the Field to stoves, space hea 
= cooking ranges. Highly accurate . 














constructed . . . use the barometri 
of automatic control of draft to pr 
losses up the chimney and in the ca 
burning units, to make fires burn lo 
more steadily. Adaptable to either 
or horizontal installations. Easy to install. 


dn a XC 











FIELD FUEL SAVING 
CONTROL SYSTEM 


Amazing new control system puts 
hand firing on the basis of automatic 
heating with respect to the control 
of heat. Automatically operates 
check and draft doors .. . barometric 
check eliminates fuel wasting drafts 













Checks draft and prevents 









cia aa pr naga grad . . « limit control stops overheating, 
current failure, mechanical saves fuel . . . stoking timer pro- 
trouble, or _ forgetfulness. vides draft to burn off gases when 
The only emergency draft fuel’ t dded teak ephintinnds 

damper control on the mar- uel is added .. . heat-anticipating 
ket. Easy to install. thermostat controls room temperature 






For use with manually con- . « . automatically checks furnace if 
















y\ trolled = furnaces, or with current should fail . . . controls 
4 7 toon baer pon Ra "resin fan. Lower fuel bills, pier 
Bey or are nof of the spring re- work, even temperature. Easy to 
yy turn type. install. x ‘ sii i 
WRITE FOR LITERATURE, PRICES, AND DEALER INFORMATION 


AFFILIATES: 


/7Romeee) ne (eo) mma ARS (0), CONCO MATERIALS HANDLING DIVISION 


Cranes — Hoists 


H. D. CONKEY & COMPANY, MENDOTA, ILLINOIS CONCO BUILDING PRODUCTS, INC. 
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No. 3300 No. 3302 No. 3304 
No. 3306 = No. 3320 No. 3322 No. 3326 
rFsger tees 


A - FT. 




















it i TT iW Tr 
No.3380B No.3380F No.3380M No.338OR No. 3380T 
— TOP CONNECTIONS — 
Heavy Y," Y%orY2" Rubber Cone 13/6” 
Brass Female Mole ond Soldered 
Cone Adaptor Adaptor washer Collar 


Extra length Riser Tubes — 15” — 18” — 20” — 30” — 36” 
available in addition to standard 12” length. 
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for Lavatories, Sinks & Tanks 


Adjusted on the job to meet any condition without 


soldering at supply inlets of fixtures. Used with brass 
pipe or copper tubing behind wall. Adaptors are 


recommended for copper tubing. 


All riser tubes are ¥%” O. D. 17 ga. soft annealed copper 
tubing. May be bent for adjustment without danger of 
flattening, common with lighter gauge tubing. 


Riser tubes have one plain end which is connected to 
elbow, straight union connection, or stop, by brass com- 
pression gland ring and coupling nut. When tightened, 
the gland ring will compress itself into the soft copper. 
All connecting fittings ¥%" or Ya" I. P. S. X ¥%" O. D. inlet. 


¥%” 1. P. S. and 2” |. P. S. nipples from 24” to 24” long 


inclusive furnished upon specifications of required parts. 


Folder giving complete data gladly sent. 
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Start the ball rolling—by selling a Goulds Water System. 
Then pick up related sales—everything from water heaters 
to milk coolers, washing machines to garden hose, bathtubs 








and sinks to stanchion cups. Owners are enthusiastic about | 
Goulds “city water service” —and they look to the Goulds LOOK HOW EASY IT IS 
dealer for all the equipment their running water has made TO INSTALL THE GOULDS 
usable. Fi yp , t- Foo S Wiring to 
Related sales... a complete line, led by the amazing tankless — 
Balanced-Flow Jet...a reputation built through 100 years It's quick...simple. Just — y | 
of service... today’s most dependable, service-free pumps... connect suction piping — 
* . to suction opening in | 
pleased and proud customers every time—these are the rea- pump, and house service 
sons why it pays dealers to sell Goulds Water Systems ex- Hed ames ; 
clusively—the reasons why GOULDS DEALERS all over the wires to the switch, fill 
i ° Peet ° with water and start. Set 
country are finding the Goulds line ie table. And isn’t this pressure, switch as di- 
¢ bf rect . nunitisrea 
what you are interested in, Mr. Dealer: for years of trouble-free Discharge to 
Write us for the name of your nearest Goulds distributor. a Suction to House Piping 
Source of Supply System 
GOULDS PUMPS INC., SENECA FALLS, N. Y. 
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COU WATER SYSTEMS 
*TmEs 


FOR EVERY FARM AND HOME NEED 
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Lor More Hot Water 
At Lowest Cost 


TYPE “SU” INSTANTANEOUS WATER HEATER 
for heating water with steam 
Here’s the economy heater for industrial plants where 
large volumes of water are required continuously for 
service water supply or process work. No storage tank 
is required, thereby saving. space and money. The 
abundance of heat transfer surface in these units heats 
water instantly as it is needed. 

The tube bundles of ‘‘SU” Heaters are of ‘““U’’-bend 
construction which provides full compensation for ex- 
pansion strains. The tubes are amply supported, pre- 
venting wear and assuring proper steam distribution. 

B & G Type “SU” Water Heaters are made in 2 and 
4 pass units and in a complete range of capacities. They 
are easily connected to any steam boiler or system. 

Write today for catalog. 


B & G CENTRIFUGAL PUMPS 





B & G Series 1510-15 flexible coupled 
Centrifugal Pump 
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B & G Series 1522 Centrifugal Pump 
with integral motor 


TYPE “WU” INSTANTANEOUS WATER HEATER 


costs less to install—less to operate 


The “WU” Heater (water to water heat transfer) 
is equipped with a B & G Booster which pumps 
boiler water through the shell, thereby greatly in- 
creasing the capacity of the Heater. It is properly 
baffled for maximum heat transfer. 


Whenever water temperature goes below the 
desired degree, the Booster pumps boiler water 
through the shell of the heater until service water 
is again at the correct temperature. 

Because of pumped circulation, the connecting 
pipes and fittings are radically reduced in size and 
cost. No storage tank is needed. 








will be sent to you upon request 


Hydro -Fio propucts 


Forced Hot Water Heating Systems . . . Heat Exchangers 
. +» Water Heaters... Pumps... Refrigeration Equipment 


BELL & GOSSETT COMPANY 


Dept. AW-1, Morton Grove, lilinois 


These catalogs of B & G Centrifugal Pumps 


“Reg. U. S. Pat. Off. 
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Walworth No. 95 Bronze Globe Valves 
(Angle Type: No. 96) are recommended 
for service where throttling is not required. 
They are rated at 150 psi working steam 
pressure, 500F; 300 psi cold water, oil or 
gas. The improved renewable disc and lock- 
on, slip-off disc holder — an original Wal- 
worth development—saves time and trouble. 
This valve can be repacked under pressure 
when fully opened. All parts are designed 
to give maximum service and strength. 
Walworth No. 29 Bronze Gate Valves are 
rated at 200 psi working steam pressure, 
550F; 400 psi cold water, oil and gas. These 
valves have rising stems and integral seats. 
Sizes 2-inch and smaller have union bon- 
nets; sizes 21% and 38-inch have bolted bon- 


Walworth No. 95 Globe Valve 
Re-New-Disc 


GLOBE GATE 


bronze valves... 


— WALWORTH 










1H) 


{ll Hit 







Walworth No. 225P Globe Valve 
500 Brinell Seat and Disc 


Walworth 
a ’ {|| No. 29 Gate Valve 


built to give 
dependable trouble-free service 
on all recommended jobs 


nets. Valves up to and including %4-inch 
have solid wedge discs; 1-inch and larger 
have split wedge discs. These valves can be 
repacked under pressure when fully opened. 

Walworth No. 225P Bronze Globe Valves 
(Angle Type: No. 227P) are rated at 350 
psi working steam pressure, 550F; and 
1000 ‘psi non-shock service on cold water, 
oil and gas. The stainless steel, plug type 
seat and disc — heat treated to 500 Brinell 
— can be closed on sand, slag, scale and 
similar floatage, without injury to the seat- 
ing surfaces. They are the longest wearing, 
TOUGHEST bronze valves you can buy. 

For full information about Walworth 
Quality Bronze Valves, see your Walworth 
distributor, or write: 


CHECK 


valves and fittings 


60 EAST 42nd STREET 


PISTRISVUTORS IN 


NEW YORK 17, N. Y. 


PRENCTOAL CENTERS THROVUGHOUT THE WORLD 
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' It brought him a pot of 

£ FRA NIZS g Pp 
mite “len gold at the end of rain- 
e bows... millions of 'em! 


ge 


TO KEEP TROUT healthy, water 
must be kept charged with 
fresh oxygen. Frantz cascades 
it down steps, sprays it from 
overhead, to keep it fresh. 


COLORADO RAINBOW TROUT are the 
stock-in-trade of Ford Truck user Horace 
Frantz who has raised and sold trout for 
eating and stream-stocking purposes 
since 1919. He farmsas many as 2,000,000 
trout at Colorado Springs and Salida. 


Sales for '48 exceeded 300,000 Ibs. : : “SPRING WATER temperature 
in rearing runways never goes 


below 50 or above 52 degrees,”’ 
Horace Frantz (above) says. 
Hatching period is 4 to 6 
weeks; “harvest” in 114 years. 


He uses Ford Bonus Built Trucks 
to do the hauling in his business! 


¢ 'T LOOK now,” says Ford Dealer Bob 
Allphin, “but under this cab is something no 
other truck has! Ford exclusive Level Action 
suspension insulates against frame weave, 
smooths out the ride, prolongs cab life.” 


My 


NEW MODEL F-5 FORD TRUCK with platform body is used in a demonstration test at feed- “ONE OF THE BIG THINGS about Ford Truck 
ing time by Ford Dealer, Bob Allphin. Says Frantz, ““My old Ford feed truck has 175,000 engines is their reliability,” says Frantz. 
miles on it, but I'll bet the new F-5 could beat that.” “That’s a smart bet, Horace,” ° “That’s mighty important to me, too, because 
replies Bob, “Ford Trucks are Bonus Built to take almost anything these mountain roads in transporting live trout, a few minutes delay 
can give them. Every one of over 189 models is built extra strong to last longer.” might mean loss of the entire load.” 


ce FRANTZS FORD TRUCKS LAST LONGER! 
HORA wmnwee EL Using latest registration data 
e on 5,444,000 trucks, life insurance experts prove Ford trucks last longer! 
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The quiet action is amazing! Four- 
step control of incoming water 
reduces noise lever far below that 
of conventional ballcocks. This 
quiet quality is a feature that sells! 
Most users will cheerfully pay the 
slight extra cost for this ballcock 
in order to obtain “quiet satis- 
faction”. 


Where non-syphon code require- 
ments are in force this Mansfield 
#5 Non-syphon Ballcock is more 
and more gaining a well earned 


DOMESTIC ENGINEERING 


acceptance. The tougher the require- 
ments the more this ballcock stands 
out. Check it against your local code. 


See for yourself! 


ONLY 2 SIMPLE ADJUSTMENTS 


1 - Head screws up or down to con- 
trol height (quantity) of water in tank 
—a simple method of conserving water. 


2 - Float rod screws in or out and 
regulates rate of flow into tank — also 
controls quietness of flow in case of 
high water pressures. 
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DOUBLE FEATURE 


(1) A Quiet Balleock 
(2) A Non-Syphon Balleock 










Soundly engineered -- Sturdily constructed 
Precision manufactured -- Fully guaranteed 






MANSFIELD SANITARY POTTERY, INC. 
PERRYSVILLE 1, OHIO 
sFIELD 


BALLCOCK Inc. 46 E. 9th St. New York 3, N.Y, U. S.A. 


Represented in the export field by Tipograph International, 









ON-SYPHON 

HIGH QU ALITY 
Monel valve plate alve and 

° Neoprene rubber V 

° , 
valve — and coupling 

e Shan ¢ cast brass 


0 A 
« Copper ae 





Manufacturers of vitreous china toilet combin- 






ations, lavatories and a line of brass tank trim. 











MANSFIELD SANITARY POTTERY, INC. 
Perrysville 1, Ohio 
Gentlemen: 


I’m interested! Please send additional information on the Mansfield Brass Trim 
Line, and name of distributor serving this territory. 
: (PLEASE PRINT) 







MAIL 

THIS 

COUPON 
NOW 





NAME 
ADDRESS 
YY AND STATE 
_ FUSUALLY BUY THROUGH 











(Distributor's name) 








Y AND STATE 
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Whatcha got in 


What’s in the box? It’s a box of heating comfort. A Trane 
Type A Convector-radiator. Compact. Easy to handle. 

It’s quick relief for heating problems. Sure cure for cold 
floors and overheated ceilings. 

And this famous carton contains not just part of a Con- 


it’s complete. The coil is in the cabinet; the cabinet 
/ 


vector 
is all assembled, ready to place and connect. 

These Active-Air Convectors give you an installation to 
be proud of. Not only in performance, but in appearance, 
too. They are designed so they can be streamlined into the 
wall line. None of that plumbing-in-the-living-room look. 

Easy to handle on the job. Easy to warehouse, too. They 
stock well because they stack well. Save time, save space, 


save money. 


the box, Mister? 


Cost less than cast iron to buy. Cost less to handle. They 
help cut overall cost of steam and hot water heating. A 
bonus in results without a bonus in price. 


Good distributors stock them for quick deliveries. Good 
contractors install them to make better friends. Good arehj 
itects and engineers like them, too. They know they don't 
have to explain when they specify TRANE—the oldest 


name in Convector-radiators. 


THE TRANE COMPANY...LA CROSSE, WIS. 
Manufacturing Engineers of Heating, Ventilating and Air Conditioning Equip’ 
ment—Unit Heaters, Convector-radiators, Heating and Cooling Coils, Fons 
Compressors, Air Conditioners, Unit Ventilators, Special Heat Exchange 
Equipment, Steam and Hot Water Heating Specialties... IN CANADA, 
TRANE COMPANY OF CANADA, LTD., TORONTO. 


Trane Convector-radiators really fit—in home, office, shop or institution 
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ppt e Steel couplings guard extensive water lines. 


:, WIS. 
ning Equip 


Exchange 
CANADA s s Grand Coulee Dam on the Columbia River, 
precision. Washington, mightiest concrete dam in the world, has 
added a million acres of farm land to the agri- 
e cultural resources of the Northwest, and 

couplings by thousands of towns and homes to the sparsely- 
settled Far West. Grand Coulee is the largest 
and most important of the 10 dams by which the 
mightiest power stream in North America is 
harnessed to serve the water and power needs of 
the nation. 70,000 cubic feet of water per second 
thunder down the 1650-foot-long spillway. 








urtesy U.S. DEPT. OF INTERIOR 


The new Wheatland Coupling price list is ready—write for your copy today! 


Bankers Securities Building Juniper & Walnut Streets * Phila. 7, Pa. 
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ALL THREK assure dependability 


WEBSTER ELECTRIC 


















Webster Electric Fuel Units are an asset to new oil- 
burning equipment as they insure top performance 
and a minimum of repair. They are quiet-running . . . 
give constant pressure . . . have quick cut-off . . . sim- 
ple, thorough air bleeding . . . no oil spillage when 
servicing strainer. 

Webster Electric maintains service stations on a na- 
tion-wide basis to give prompt servicing when needed. 
In Canada, Webster Electric Fuel Units are made by 
Canadian Acme Screw & Gear Ltd., Toronto. 
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WEBSTER ELECTRIC 


Webster Electric Transformers give positive ignition under 
all conditions . . . long, dependable, trouble-free life. Their 
well-balanced design is an outgrowth of thirty years’ expe- 
rience. They are adaptable for simple and convenient 
replacement. 

Their outstanding features are: easy interchangeability ».. 
extra-sized junction boxes providing easy connections... 
separate mounting plates for replacement and secondary 
coil protected by mica insulation. 





4 , WEBSTER ELECTRIC 





--e Thermodrive offers a perfected improvement for forced 

warm air heating systems. It automatically) and 
ee | || | ante continuously coordinates fan speed with bonnet tem- 
peratures for greater heating efficiency. Write for de- 


Ai i" ey womens | scriptive booklet. 





| WEBSTER V7, ELECTRIC 
A RACINE WY WISCONSIN 
’ Established 1909 
* Export Dept.: 13 E. 40th Street, New York (16), N. Y. 
“~ Cable Address “ARLAB'’' New York City 
ile aiid, "Where Quality is a Responsibility end Fair Dealing an Obligation” 
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FAIRBANKS - MORSE 


gives you the 








developed 
to help you sell 
more water systems 


to farmers! 
Farm income is high. Rural electrification is expanding FOR ALL TYPES OF 


rapidly. As a result, there-are more prospects for water 


systems than ever before. And to help you sell more FARM OPERATIONS! 


Fairbanks-Morse water dpc our oes en- Fairbonks-M ew “One-Ture™* Poste 
gineers have developed the “ONE-TWO” Pump—a dual- ie salthile te al Wneeak fi hens 
purpose unit for both farm home and occupational use! ae , 
The new “One-Two” Pump operates with a double Stock farming 
diameter impeller. By opening one valve and closing Dairying 
another, the pump delivers a large volume of water at 
ere Truck farming 
low pressure for irrigation and general farm uses. By 
Orchards 


reversing the valve set, the ‘“‘One-Two”’ Pump delivers 


water under pressure for all home needs! Citrus growers 

Now you can offer your prospects two-pump service Florists . 
at the price of one! Installation is easily made. Pump Berry growers . 
operates as efficiently in off-well locations as over the Nurserymen 


well. This new Fairbanks-Morse quality pump can help 
you sell the big share of farm water systems in your 


market area. For complete specifications, prices and Check your prospect list today! 


other information, mail the coupon below! 








7 i Fairbanks, Morse & Co. 17-2 
600 S. Michigan Ave., Chicago 5, IIl. 
FAIRBANKS-MoRSE aj 
Gentlemen: 0 Please send, without obligating me in any 
way, full information about your new “ONE-TWO” 


ae 4 s on ° PUMP. 0 Have salesman call. 
A name worth remembering 


PEE, bow cio-c obescss ccd ce reeceeeerencenenee ceen 





DIESEL LOCOMOTIVES + DIESEL ENGINES + STOKERS + SCALES - GENERATORS dd 
MOTORS + PUMPS « RAILROAD MOTOR CARS and STANDPIPES « MAGNETOS PGGTOOEs io ccc crete ccccrceccessccccccsccececevescess 
one ee GA as oer hs sb Ke aehdd teresa edones PONG ince edetaeees 
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WRITE FOR 
AND NAME 
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DEVELOPED BY TOKHEIM— FOOLPROOF MICRO-SWITCH 
DOES AWAY WITH ORDINARY FLOAT CONSTRUCTION! 


It was bound to come! Modern plumbing called for an im- 
proved automatic sump pump... thoroughly dependable, eco- 
nomical, quiet-operating, light in weight, easy to install or 
remove, corrosive-proof. In general, an improvement over the * 
conventional float-type pump! So here it is — a revolutionary 
new kind of sump pump — developed and perfected by Tok- 
heim, master builder of pumps for the petroleum industry 


FEATURES i for nearly half a century. 
* Pump capacity: 3600 gph. # Low- Known as the Tokheim Smooth-Flo, this new pump starts 
cost! Economical to operate @ Light a h — ° hed ° b 
ie solight — deny to butell or re- operating when rising water in a hydrostatic tube creates 
move © Built entirely of non-corro- ; slight air pressure against a sensitive micro-switch. No 
sive aluminum alloy ¢ Non-clogging | floating mechanism to become corroded! Built of rust-proof 
impeller — virtually self-cleaning i 1 . ll N 1 ‘ i ll : ll f. 
Ss Mbesaiiatad hes angennd Hho of 1s aluminum alloy. Non-clogging impeller. Virtually self-clean- 
million cycles @ % HP, 115 V, 60 cycle, ing. Special “Enpo” motor has built-in overload protector; 
single phase meter, specially built i all electrical parts are treated to resist moisture. 
to i gid Tokheim specifications. i 











Suited to a wide range of uses, Smooth-Flo is moderately 
priced. Faster-moving, easier and more profitable to sell! Be 
the first in your area to offer this amazing new pump. Write 
factory today for complete information and prices. 


New-—yet proved by exten- 
sive field tests! Carries a year 
guarantee against defective 
workmanship and material, 
backed by Tokheim, one 
of the nation’s leading 
pump manufacturers 











TOKHEIM OIL TANK AND PUMP CO. 
GENERAL PRODUCTS DIVISION +» 1662 WABASH AVENUE 
FORT WAYNE 1 INDIANA 


FACTORY BRANCH: 1309 HOWARD ST., SAN FRANCISCO 3, CALIFORNIA 

















FULLY AUTOMATIC 
STORAGE TYPE with 
finger tip dial control 


100% SAFETY SHUT OFF 


AGA APPROVED for all 
types of gas 


WRITE FOR DESCRIPTIVE LITERATURE 
AND NAME OF YOUR NEAREST JOBBER 


Sold ONLY THROUGH 
the PLUMBING Trade 


Ask about SAF-T-HOT Automatic 
Electric Woter Heoters, Too! 


REAL PROFIT MAKERS for the 
PLUMBING INDUSTRY ONLY! 


ONLY SAF-T-HOT OFFERS YOU 3 PROFIT MAKING SERIES 


@ SERIES S (One-year Protection Plan) A good heater, chock full of quality sales features 
—PRICED TO GET YOU THE MULTIPLE INSTALLATION JOBS AND MAKE YOU A REAL 
PROFIT. 

@ SERIES D (Five year Protection Plan) Combines top quality and outstanding sales fea- 
tures with a price that MAKES YOU A REAL PROFIT. 


@ SERIES M (Ten-year-Protection Plan) Deluxe Models with every quality and sales fea- 
ture including factory installed Magnesium Anodic Rod. Absolutely tops in quality and 
PRICED TO MAKE YOU A REAL PROFIT. 


M. M. HEDGES MANUFACTURING CO., Inc. 


CHATTANOOGA © WATER HEATER SPECIALISTS © TENNESSEE 











DRAFT DIVERTER HOOD 
prevents down drafts 


WHITE ENAMEL FINISH} 
—— sprayed, | ES 
infra-red baked =| ty = HOT WATER OUTLET 
. : at top of tank for silent 
withdrawal 


EXTRA HEAVY CORROSION ——+ 

RESISTANT INTERNAL FLUE =} 
MAGNESIUM ANODIC ROD | ite Sepa —+— SPIRAL BAFFLE 

(optional equipment . + -. ‘ , gets extra heat value 

at extra cost) —— oe Rees from the fuel 


HEAVY GAUGE HOT DIP 

GALVANIZED TANK, 
individually tested at 
300 pounds pressure 





FIBERGLAS INSULATION, 
blanket type in extra 
generous amounts 





GRAYSON UNITROL——— (Mihad\ Sse | a, 
dial. the heat you want \ \ Boe Ekey, Fa| COLD WATER INLET 


disperses water uniformly 
L over bottom of tank 


e- DRAIN threaded for 
DRILLED, RAISED j hose connection 


PORT BURNERS eae | 
centered on tan | - P= INSULATED DOOR 
— E has gaskets to prevent 


100% SAFETY SHUTOFF discoloration of jacket 


EXTRA BAFFLE 
rs ~ ——— 
ALL ADJUSTMENTS re figgebess 
easily accessible but safe “BLACK BASE conceals 
against accidental changes mop marks, guards floor 
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TUBE SIZE COMPARISON OF SPEEDWAY AND 
, SPEE-D-LUXE SUPPLY TUBES... 


LEFT: 34° SPEEDWAY SUPPLY TUBE 
RIGHT: 2” SPEE-D-LUXE SUPPLY TUBE 


More flow for low pressure orl aie supply of 
water. Flexible as the popular SPEEDWAY Supply. 


CONTACT YOUR BRASS CRAFT REPRESENTATIVE 
TODAY 


Copyright, 1949 


BETTER BRASS GOODS BY 


Lass ratt oa 
MFG. CO. | 
8] 


2821 BROOKLYN, DETROIT 1, enti demas, 


3” Chrome 


Se 3.8 8b & teh 


Drainage Straight and 
Fittings a ym pea — ney 


"hn Won 


SPEEDWAY Flexible Lavatory and 
Closet Supplies 














TUBE SIZE COMPARISON OF SPEEDWAY AND 
SPEE-D-LUXE SUPPLY TUBES... 


LEFT: 34'° SPEEDWAY SUPPLY TUBE 
RIGHT: 2” SPEE-D-LUXE SUPPLY TUBE 


More flow for low pressure areas. Greater supply of 
water. Flexible as the popular SPEEDWAY Supply. 


CONTACT YOUR BRASS CRAFT REPRESENTATIVE 
TODAY 


Copyright, 1949 


BETTER BRASS GOODS BY 
LASS ra ft 


M FG ° ¢ Oo ° 2821 BROOKLYN, DETROIT 1, MICH \ 
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SPEEDWAY Flexible Lavatory and 
Closet Supplies 
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LAVATORIES TO INCREASE YOUR SALES! 
















Why not put these lavatories on display in your store 
during the month of March? They will fit the beautiful 
Crane backgrounds available to you. Price them— 
back them up with newspaper advertising—call your 
prospects and put on a sales drive. 

There are many people who want a new lavatory 
either to replace a worn-out or out-of-date one, or to 
increase the facilities in their home. To sell ’em, show 
‘em. You will find that a little well directed effort will 


bring you highly profitable increased sales volume. 


FEATURES OF 
NEUDAY AND RHODILE 
LAVATORIES 


he 


@eEasily 
grasped 
wing type 
handles. 


@ Conven- 
ient soap 
depression 
(self drain- 
ing). 


@ Direct lift 
waste. 


on wall. 





SF @ Distinc- 
* tive panel 


or design. 


Here are suggestions to promote the sale of these 
lavatories. Price them. Advertise the price. Talk over 
your promotion with your Crane Representative. 


. Display at least one of each style lavatory in your store. 

. Display lavatories to advantage on Crane backgrounds. 

. Plain pricing. Display neat price cards on lavatory. 

. Phone your known prospects—refer to your Job Record Cards. 

. Advertise in your local newspaper and on the radio. Ad- 
vertising mats are available. 


WM wh 


1-455 NEUDAY LAVATORY— Ample basin pro- 
vides large capacity for washing. Handy shelf 
holds toilet articles. Has depression for soap. 
Trim is brass, chromium plated. Dial-ese con- 
trols assure finger-tip operation. Single mixing 
faucet gives tempered water. 
Two sizes available: 19x17 in. with 15%x10% 
in. basin. 24x18 in. with 16x11 in. basin. 


e Both the Neuday and Rhodile Lava- 
tories shown here are of finest quality 
Crane porcelain enamel on cast iron. 
The smooth, gleaming surface is easily 
cleaned. Available with stylish chro- 
mium legs as illustrated or for mounting 


1-495 RHODILE LAVATORY—A 6 in. back pro- 
tects wall from splashing. Depression provides 
convenient place for soap. Chromium plated 
trim has single spout, convenient wing type 
handles, direct lift waste. Dial-ese controls 
open and close easily—reduce wear and con- 
sequent dripping. Size: 20x18 in. 





CRANE CO.. GENERAL OFFICES: 
836 S. MICHIGAN AVE., CHICAGO 5S 
PLUMBING AND HEATING® 
VALVES + FITTINGS + PIPE 


NATION-WIDE DISTRIBUTION THROUGH BRANCHES. WHOLESALERS. PLUMBING AND HEATING DEALERS 
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WHEREVER YOU ARE... 










Your Factory 
Representatives 


warehouse 







6 


warehouse 













1. George F. Carr Company 
317 Temple Bar Building 
Cincinnati, Ohio 






12 warehouse 








2. R. H. Gaebler Company 
4060 W. Pine Boulevard 
St. Louis, Missouri 


3. P. J. Halter 
232 Mt. Vernon Avenue 
Rochester, New York 


4. The Jeff A. Hedden Company 
158 Piedmont Avenue 
Atlanta, Georgia 


5. A. 0. Holbrook Distributing Co 
21246 W. Seven Mile Rd 
At Westbrook 
Detroit 19, Michigan 












warehouse 

















































sin pro- 
dy shelf 6. Hollabaugh-Pacher G Associates 
, 930 S$. E. Oak Street 
or seq Portland, Oregon 
ese cone 1016 First Avenue South 
mixing Seattle 4, Washington 
‘ 7. M. J. Hirschfield 
40 Longwood Avenue 
a Brookline, Massachusetts 
in. 
8. A. E. Judd Company 
2716 North Broadway 
Lava- Los Angeles 31, California 
i 9. John Petty Company 
quality 64 Wall Street 
tf 1ron. New York, New York 
easily 10. William Propst a 
emper Roa | 
chro- Cleveland, Ohio 
unting 11. Fi W. Sieffert Company 
1215 N. Branch Street | 
Chicago Illinois 
12. Edwin B. Smith G Associates 
ch pro- 44 McLea Court 
rovides San Francisco, California 
G. M. Estep | 
plated Edwin B. Smith & Associates 
1g type 524 Mining Exchange Building | 
-ontrols Denver, Colorado 
= 13. Walter C. Watts 
id com 416 Santa Clara 


San Antonio, Texas 


14. J. W. Worthington 
401 North Broad Street 
Philadelphia, Pennsylvania 
Ted Barto 
J. W. Worthington 
2301 N. Charles Street 

Baltimore, Maryland 
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wae ROYAL MANUFACTURING COMPANY | 


LERS NEWNAN, GEORGIA 
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@ There’s something about Case plumbing fixtures that turns 
a bathroom into an individual display room for you, with 
your customer in attendance and serving free of charge! It’s 
partly design, partly mechanical excellence, partly the in-built 
quality of Case vitreous china. All together it usually makes 
a Case installation the /nterest-Peak of the entire house. 
Right now, in preparing for your heavy spring business, 
is the best time to make a point of reviewing the current situation 
with your Case distributor. You can familiarize 
your men with the best Case closet and lavatory designs 
to recommend, and you will know in advance 
how quickly you can get them. W. A. Case & Son Mfg. Co., 
Buffalo 3, N. Y. Founded 1853. 


INTEREST PEAK is always influenced by the 

T/N*, the famous and exclusive Case one-piece, 
ultra-quiet, non-overflow water closet. Free-standing, 
the T/N* allows maximum freedom in layout 

and installation. 


THE COSMETTE, shown here in a two-in-one 

Case Twin-Duty layout, offers generous bowl area 
in space as small as 20” x 13” overall. Handy 

shelf, concealed front overflow, novel slanted control 
panel. Available with legs or wall hung. 


#aTeNrer 


Case plumbing fixtures are distributed nationally by leading wholesalers whose names are listed in classified telephone directories 
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MONTHLY NEWS LETTER 


A special message for busy readers—reporting last-minute news and 
highlighting important and timely material in this issue. 








LOW COST HOUSING 


The Chamber of Commerce of the United States notified its local chamber members 
recently that a series of local meetings are being planned, to stimulate futher in- 
terest in the low-cost housing market. The first meetings will be held in February 
and March. 

Aim is to promote the 1949 economy housing program proposed by Raymond M. 

Foley, administrator of the Housing and Home Finance Agency. Plans for the program 
have been worked out at conferences in Washington—participited in by government hous- 
ing officials and representatives of the Chamber of Commerce and trade and profession- 


al associations. 


NATIONAL WATER SYSTEMS MONTH 


Emphasis on electric water systems sales will be made through the designation 
of National Water Systems Month which has been officially scheduled for May. A full 
scale promotional program has been planned by manufacturers to aid dealers in sell- 
ing electric water systems during the month. It is hoped that momentum from the pro- 
gram will help dealers in their sales efforts during the following months and years. 
Details of the opportunity afforded dealers to sell water systems in the vast 


_undeveloped rural areas of the U. S. are given on page 100. 





4,000 ADDITIONAL RURAL FAMILIES GET ELECTRIC SERVICE 


Approximately 4,000 rural families received central station electric service as 
a result of loans approved by the Rural Electrification Administration during the 


week of Dec. 27-31. Read what this means to electric water systems dealers. Turn to 
page 100. 


HOME OWNERSHIP INCREASES 


There are nearly 7,000,000 more nonfarm home owners in the United States now 
than before the war, an increase of 60 percent, Melvin H. Baker, chairman of the 
Construction Industry Information Committee, stated recently. 

"In April of this year there were 17,025,000 nonfarm dwellings occupied by 
owners compared to 11,415,000 in 1940,and the number has increased by about 1,250,000 


Since then. 
"In 1940, tenant-occupied houses represented 59 percent ofthe occupied nonfarm 


units. Now about 53 percent of all nonfarm homes are owned by the families residing 


in them. 
"On the farms there is a still higher ratio of home ownership. At least 65 per- 


cent of all occupied farms are still lived in by their owners.'' 


WATER SUPPLY PIPE SIZING 


An up-to-the-minute article giving methods of water supply pipe sizing for ml- 
ti-story buildings may be found in the feature beginning on page 105. This article 
describes water supply pipe sizing for an eight-story apartment building consisting 
of 128 small apartments, each containing a bath and kitchen. 


SUCCESSFUL BIDDING 


The importance of knowing how to beat low bids is described in a feature be- 
ginning on page 112. “Every bid I submit," says one contractor, “includes a reason- 
able profit, because I can't afford to do business otherwise. And I'm busy all the 


time.* 
OIL HEAT INSTITUTE EXPOSITION 


Exhibit space in the National 0il Heat Exposition, to be held in Boston, May 
16-20, is over 75 percent taken, A. E. Hess, managing director of Oil Heat Institute 
of America, recently announced. 
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"1949 WILL BE A GOOD YEAR" 


"Intelligent selling will be the order of the day in 1949," said E. J. Gossett, 
president, Bell and Gossett Co., and president, Plumbing and Heating Industries 
Bureau, at the annual convention of the Illinois Master Plumbers Assn. in East St. 
Louis, Ill., Jan. 20. 

Mr. Gossett affirmed his belief that, "1949 will be a good year but with this 
significant difference as compared with previous years. We are all going to have to 
work a lot harder. There are unmistakable signs of a leveling off in demand. You 
will find, I believe, less of a disposition on the part of your customers: to take 
things away from you.” 

Commenting on the fact that 1948 was a good year for nesting and plumbing 
industries, Mr. Gossett told the delegates, "In some lines, production in 1948 ex- 
ceeded all previous records. Equipment was supplied for a huge residential building 
program of some 803,000 units and also for commercial, industrial, and institutional 
buildings, as well as other types of construction." 

Mr. Gossett said he welcomed the coming buyer's market. 

"It is the normal situation for our industries," Mr. Gossett declared. "It is 
better for the public and for us. And that brings me to the important subject 
of our relations with the public during the impending buyer's market. I have heard 
the statement made that there are about 50 percent more plumbing and heating 
stores now than there were before the war. My own observation leads me to believe 
that this is not too high a figure. These stores, along with the aggressive selling 
technique that the store suggests, will be an invaluable adjunct to our industries 
in the years ahead. 

. "We cannot emphasize too strongly that other industries are after the same 
dollar we are. Incomes have increased more in the past seven years than have liv- 
ing costs. Nearly every family, therefore, is able to get things or to do things that 
it formerly could not. The result is that almost every business, whether it sells 
shoes or suspension bridges, is determined to raise its unit sales volume more than 
the population has grown. 

"We see that while we may have lots of people who like modern plumbing and 
automatic heating, we must make them want it more than they want yellow shoes or fur 
coats or deep freezers," Mr. Gossett explained. “There is an educational job to 
be done because education is the basis of all selling. Once your prospect has read 
about your product and has some information about it, he is much more inclined to 
favor your equipment. 

"There is an important and continuous job to be done in keeping the necessity 
for quality heating and plumbing installations before the public," he continued. 
"The public must not be allowed to forget the basic importance of good workmanship 
and correct installation in plumbing as well as heating. Modernization presents a 
field for education publicity no less important than new construction." 

Read other manufacturers’ comments on business prospects for 1949, beginning 


on page 92. 


MANUFACTURERS ANNOUNCE NEW PLUMBING, HEATING AND AIR 
CONDITIONING PRODUCTS 


More conveniences, economy and beauty ‘are incorporated in new plumbing, heating 
and air conditioning products recently made available to consumers. 

A manufacturer recently announced the production of a winter air conditioner 
using either oil or gas as fuel. Product is factory wired and assembled. Available 
in three models--oil-fired model equipped with vaporizing type burner for No. 1 oil; 
oil-fired model employing spray type burner for No. 3 oil, and a model which has a 
single-flame gas burner of the semi-luminous type. 

A new bathtub with a wide seat rim made in both left and right hand models has 
been announced. The porcelain on steel tub is 5 ft long and 15% in. high. Panelled 
front apron is designed to blend with any bathroom decoration scheme. 

Available is a portable power tool for threading pipes and bolts. Operates with 
a 25-60 cycle motor on 110 or 120 a-c or d=-c. Eccentric spool pipe holder absorbs 
the spring of long lengths of revolving pipe. Other features include quick-opening, 
adjustable, ring-type dieheads, self-centering wheel and roller cutoff and motor 
with reversible switch. Handles % to 2 in. pipes and \% to 1% in. bolts. 

A combination water softener and iron remover of the brine storage type is 
offered, capable of softening very hard water and filtering out iron as well as 
sediment and suspended matter. Regeneration is controlled by a dial type valve with 
signalling timer. 

A waste line and drain cleaner with cable reel features an inner rotating drum 
mounted on a stationary outer drum, eliminating dirt and water on floor and cloth- 
ing. Reversible 1/6 hp ball. bearing motor is mounted on container and power is 
transmitted to gun through flexible power cable. 
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... One Quality 
a Sump Pump 
MUST Have 





four customer will not be satisfied unless the 
sump pump you install can be absolutely depended 
upon to operate instantly when needed... no 
matter how long it has stood idle. Dependability 
is one thing a sump pump MUST have. 

Highest quality construction gives Penberthy 
Sump Pumps this dependability. The design is 
simple and rugged. Materials are copper and 
bronze throughout . . . immune to corrosion. The 
motor is a special type designed for vertical oper- 
ation, with maximum resistance to moisture and 
built-in overload protection. The mercury switch 
is sensitive, reliable, and particularly adapted to 
float operation; it has no mechanical contacts 
to wear or spark. 

Penberthy Automatic Electric Sump Pumps 
are carried in stock by jobbers everywhere. 


Install them for Dependability. 


Penberthy Injector Company 


DETROIT 2, MICHIGAN 
Established 1886 


Canadian Plant « Windsor, Ontario 








Reduces pump size... Reduces 


FOR 

SILVER 

SOLDER 
+ 


FOR 

SOFT 

SOLDER 
+ 





STREAMLINE 


PIPE AND FITTINGS DIVISION 


MUELLER BRASS CO. 


PORT HURON, MICH. 
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RADIANT PANEL HEATING! 


Radiant Panel Heating Headers, 
in seven standard sizes, are now 
being stocked in Mueller Brass Co. 
warehouses throughout the United 
States. 


These Headers, used in grid type 
Radiant Panel Heating construction, 
eliminate the use of a series of tees 
and multiple solder joints, thereby 


cutting down installation time and 


costs. 


The use of these Headers ina floor, 


ceiling, or wall grid provides less 
restriction of water flow through 
the system. This lower friction drop 
means lower power costs. 


The laterals between the Headers 
may be of a smaller diameter than 
the tubing used in a coil type 
installation. In ceilings, less 
plaster is required to completely 
cover the grid type panel — result- 
ing in less weight to suspend from 
the ceiling. 


ORDER FROM YOUR JOBBER. 
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IN THE HISTORY OF DOMESTIC 
ELECTRIC WATER HEATING 


DERWRITERS' AUTOMATIC ELECTRIC IMMERSION 
ORATORY 


ROVED Bee a NMI Ee «WATER HEATING ELEMENT 
WITH Built-in Thermostat 


r It's a fact! The THERMALINK water FLANGE-MOUNT HEATING ELEMENT SPECIALLY DESIGNED 


ating element with built-in thermo- 


ee reeves ie: the: purchase, in- THESE MANY IMPORTANT ADVANTAGES... 


Blallation, and servicing of ordinary, 

pn-automatic heating elements and 
separate thermostats. As a manufac- 
turer of electric water heaters, you can 
Mnol afford to lightly overlook the many No separate thermostats needed 15-month factory warranty 


Production-line labor reduced to the Patented low-water "Thermalink' burn- 
minimum out protection 


profit-building and quality proven 

Mleatures of this revolutionary new 
ERMALINK water heating element No thermostat straps used Low watt density ratings 

being offered at strictly competitive No thermowells needed Constructed to NEMA standards 

re . 

' prices. 


No wiring of thermostats required Simplest possible field service 


No purchasing of separate thermostats No troublesome gas-filled or liquid-filled 
and heating elements controls 


 WOTICE TO JOBBER ADE 
HEAMALINK ne yg ng arn No scheduling of separate parts Single and double-throw models 


with l-inch N.P.T. for screwing into any ' Non-corrosive construction All wattages from 600 to 3000 
Standard domestic water. tank or range 


boiler. Jobber inquiries invited. One factory purchase source All ratings up to 240 volts 


One factory responsibility Extra heavy forged brass flange 


One tank opening for both heating Unequalled protection against water 
element and thermostat leaks 


THE INSIDE WRITE FOR BULLETIN D-101 


STORY 
THERMALINK } CT. T Cc 
element with out- ete 
let box removed ‘ R M Ld 
showing rugged MANUFACTURERS OF 
flange and com- . ; 
pact arrangement ¥ 
of components. 


SUBSIDIARY OF AMERICAN INSTRUMENT CO., INC. 


8020 GEORGIA AVENUE SILVER SPRING, MARYLAND 























Sell Your Customers Satisfaction 


Many salesmen make extra sales by explaining the 
special features of Eljer Fixtures that give extra 
satisfaction. Often, the order for a minor repair job 
or single fixture can be turned into the sale of a com- 
plete bathroom by telling the customer about Eljer 
values such as these. 


Eljer Bathtubs: Low, wide, front-rim seats... easy 
to step in and out. Bottom is flat, for safety’s 
sake. In the Legation model, end seat is ideal for 
bathing children, foot bathing or a sitting shower. 
All parts are within easy reach for cleaning. Thick, 
vitreous enamel, fused to rugged, rigid cast iron, 
gives a permanent, satin-smooth finish. 


Eljer Vitreous China Lavatories: Overflow outlet 
concealed beneath front, antisplash rim... gives 
smooth, unbroken back surface. Many models 


feature a generous ledge-shelf, convenient for soap 
and toilet articles. Chrome-plated Eljer Faucets 
operate smoothly and all wearing parts are easily 
renewable. The sparkling, glass-like finish resists 
stains and is impervious to the effects of all ordinary 
acids. 


Eljer Closet Combinations: Operate quietly and 
effectively with syphonic, jet-action bowl and 
“Elvortex” whirlpool flush. Integral china overflow 
and ground-in valve seat eliminate metal tubes that 
invite corrosion. Made of real vitreous china for 
maximum sanitation and ease in cleaning. 


Sell Satisfaction ... better living... with new bath- 
room fixtures. Sell Eljer .. . for a better living for 
yourself. See your Distributor or write Eljer Co., 
Ford City, Pa. 


Mt LYYA YOU, Mb, /Y4 “d- because we specialize in Plumbing Fixtures and Brass 
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HIGHLIGHTS AND SLANTS... 
ON OUR INDUSTRY'S MONTH 


Awards reproduced here were presented to Domestic 
Engineering during the year just past for “outstanding 
editorial achievement in behalf of its industry,” in 
country-wide competition with 665 entries represent- 
ing more than 200 leading business publications. 











An Aid to Promotion 


To the Editor: 
| In the December issue of Domestic 
ENGINEERING, you published an article 
of great interest to us, entitled “Dis- 
posal Units Rate High in Performance 
Tests.” 
If available, we would like 500 re- 
prints of this article. 














E. M. Reed 





Morrison Supply Co. 
Fort Worth, Texas 






© We are very glad to assist readers in their 
use of Domestic Engineering articles for pro- 
motion purposes. Sometimes reprints are avail- 
able of the various articles and in other cases 
these articles can be reprinted at relatively 
small cost. If only moderate quantities are 
needed, it is sometimes economically feasible 
to reprint them by planograph process. Because 
of the fact that copyright matters are involved, 
it is, of course, always necessary to write to 
the Editor, Domestic Engineering, 1801 
Prairie Avenue, Chicago 16, for permission to 
reproduce.—Ed. 










Here’s a Traffic Builder 


The old adage that “money is the 
No. 1 interest with almost everybody” 
has been proven all over again out in 
Denver, Colorado, where several con- 
tractor-dealers have built store traffic 
tremendously with a “Know Your 
Money” display. 

Because of the increased number 
of counterfeit bills reported in circu- 
lation, the government has made it 
, possible to obtain a neatly-framed 
display of 16 bills, including eight 
Spurious models, ranging from $1 
certificates to $100 bills. An enter- 
prising Denver photographic retailer 
Started the program off when he set 
up the display on the wall of the 
store, and was almost immediately 
Swamped with intensely interested 
_ Visitors, including not only shoppers, 
_ but other retailers, businessmen, pro- 
| fessional men and even bank clerks. 
The display, now used by several 
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p-h contractors, is in the form of a 
picture frame with side-by-side dis- 
play of bad bills and genuine currency 
in all denominations. Captions be- 
neath describe the defections, which 
indentify the “queer money” as coun- 
terfeit, and instruct the visitor what 
to look for in accepting various de- 
nominations of bills. In the lower 
right corner, the display urges “Com- 
pare any suspicious note with a 
genuine of the same denomination.” 
At another point, it urges the reader 
to “Examine saw tooth points around 
the outside of the treasury seal, which 
are generally uneven on counterfeits.” 

Other readily recognizable differ- 
ences are demonstrated, such as poor 
engraving, weak color, misspellings, 
lack of colored threads, etc. 

Several retailers who have used the 
display reported the traffic increase so 
heavy that it was necessary to show 
the frame in the window to accom- 
modate the number who wanted to see 
it. “It gave a lot of people who had 


never seen a counterfeit bill a chance 
to examine several types closely,” one 
retailer said. “The added traffic has 
helped us increase sales perceptibly. 
I think the same display will have a 
similar effect anywhere in the coun- 
try, for almost everybody is interested 
in the subject.” 


Business Outlook for ’49 


The article beginning on page 92, 
this issue, states: “By and large, pros- 
pects for 1949 are very favorable. 
Quite likely—barring war and eco- 
nomic collapse—our industry as a 
whole may exceed the record break- 
ing volume of 1949. Certainly, any 
company can expect to exceed last 
year’s business if it works harder and, 
realizing that conditions are now com- 
petitive, does a more aggressive mer- 
chandising job.” 

For a complete analysis of business 
prospects for ’49, turn to this timely 
feature now. 





A Method of Waste Disposal for Appliances 


To the Editor: 

Congratulations on your excellent 
article concerning the refresher 
course conducted by the American 
Society of Sanitary Engineering. (De- 
cember issue, pages 108-109). Your 
first report concerning disposal units, 
washers and dishwashers was of par- 
ticular interest to us, as we have giv- 
en considerable thought to the prob- 
lems created by these appliances since 
they were first introduced. 

I am enclosing a sketch showing the 
hook-up I used in my own home for 
a waste disposal unit and dishwasher- 
sink combination. With this type con- 
nection, it is impossible for sewage to 
back up into the dishwasher. The con- 
crete box is located outside the house, 
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adjacent to the kitchen wall, in a 
place that is easily accessible. Should 
the sewer line become clogged while 
the dishwasher is in operation, waste 
overflows into the box, which ¢an 
then be easily cleaned. Certainly, this 
is better than having it flood the ma- 
chine, run onto the floor, and then 
burn out the motor. (The latter has 
occurred several times with .conven- 
tional hook-ups). 

The backwater valve will prevent 
sewage from backing up into the box, 
and the trap in the floor drain is a 
barrier to sewer gases. The cover is 
loose fitting for easy accessibility, and 
serves as an aid in preventing cor- 
rosion from dampness. I consider this 
preferable to a tight cover that re- 
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quires venting, at least in this case. 

The fact that this hook-up prevents 
contamination of the dishwasher with 
sewage is ample reason for its use. 
This particular installation, incidently, 
is on a septic tank. We recommend in- 
stallations similar to this for use with 
automatic washing machines. 

While this hook-up may prove more 
expensive than factory recommended 
installations, we believe the added 
health protection more than justifies 
the difference in cost. How can you 
measure health in terms of dollars and 
cents? 

We would like to recommend that 
manufacturers adopt a standard, san- 
itary installation procedure and en- 
courage its use by dealers every- 
where. 

Again, congratulations on the ex- 
cellent job you are doing in acquaint- 
ing the industry and the public with 
the benefits of good sanitation. Keep 
up the good work. 

H. W. Butts 
Fort Worth, Texas 


@ The problem of sanitary waste disposal for 
appliances was discussed in the December and 
January issues of Domestic Engineering, and is 
touched upon again in the article beginning on 
page 115, this issue. In the letter above, Mr. 
Butts suggests one solution to the problem. of 
sanitary waste disposal and illustrates it with 
the sketch shown below. The cast iron cover 
is loose fitting. The 2 in. floor drain with grate 
removed contains a backwater valve. The con- 
crete box which accommodates the drain is 
located adjacent to the foundation of the house, 
on the outside. The soil pipe leading from the 
box at the right is 2 in. in size.—Ed. 
































Deferment for Apprentices 


Because of the necessity of appren- 
tice training to develop skilled man- 
power called for in the national de- 
fense program, the Federal Commit- 
tee on Apprenticeship recommended 
military deferment for apprentices 
who are under 24% years of age and 
who have had as much as six months 
training under federal or state stand- 
ards of apprenticeship. 

The resolution states that the com- 


mittee is opposed to any blanket de- 
ferment of apprentices and that it is 
of the opinion that “the training of 
crafsmen through apprenticeship .. . 
is as vital to the national economy and 
security as the training of military 
personnel,” and that when “the draft- 
ing of apprentices in any specific oc- 
cupation is likely to impair industrial 
production necessary to national se- 
curity, then regulations should be is- 
sued to insure the deferment of ap- 
prentices in that occupation.” 

The Federal Committee on Ap- 
prenticeship, which -is the national 
jcint management-labor, policy-rec- 
ommending body for the Bureau of 
Apprenticeship, has recently been en- 
larged from 9 to 11 members—five 
representatives of employers, five of 
labor and one of the U. S. Office of 
Education, who are appointed by the 
Secretary of Labor. 


Lead at Wholesale 


The Lead Industries Assn., in co- 
operation with the Bureau of Ap- 
prenticeship, U. S. Department of 
Labor, is furnishing lead materials 
for instruction purposes to plumber 
apprentice classes at the lowest pos- 
sible wholesale price. 

The arrangement was put into ef- 
fect after negotiations between the 
association and the bureau. After the 





materials have served their purpose, 
they are repurchased as scrap by the 
company which originally furnished 
them. 

The Bureau of Apprenticeship, 
through its field representatives in 
every state, is imparting necessary in- 
formation to joint apprenticeship 
committees or employers of appren- 
tices in the plumbing industry. The 
following procedure has been set up 
by the association: 

All requests for lead materials 
should be addressed to Lead Indus- 
tries Association, 420 Lexington Av- 
enue, New York 17, N. Y. Information 
to be given with the requests should 
include: 

Amount, sizes and type of lead pipe, 
lead fittings, sheet lead and solder re- 
quired. 

Where the material is to be deliv- 
ered and the name of the person to 
whom the invoice should be sent. 

Number of students participating in 
the training. 

The names of sponsoring organiza- 
tions. 

Where the classes are to be held. 

Name of the instructor. 

Upon receipt of this information, the 
association will request the partici- 
pating member company closest to the 
area from which the request has been 
received to deliver the material as 
quickly as possible. 





ASSE Hits Handyman, Praises Polio Plan 


The need for cgntinuing the battle 
against handyman plumbing, and 
against forces which would break 
down plumbing regulations and deny 
the relationship of plumbing to pub- 
lic health, was emphasized at the an- 
nual meeting of the Illinois Chapter, 
American Society of Sanitary Engin- 
eering. The meeting was held as this 
issue was going to press. 

Howard Elliott, Chicago plumbing 
contractor who is the newly elected 
president of the chapter, praised the 
polio survey now being carried on in 
Los Angeles by Dr. Maryland D. 
Byrne, epidemiologist engaged by the 
Society. “As a result of her work,” 
said Mr. Elliott, “there is now more 
activity in the Los Angeles area—in 
connection with sanitation and plumb- 
ing—than there ever has been.” 

It was reported that California as- 
sociations and individuals are assist- 
ing Dr. Byrne in her Los Angeles sur- 
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vey, and that the master plumbers as- 
sociation in another city had requested 
her services for an additional survey. 

Ray Ferguson, chairman of the 
nominating committee, emphasized 
the necessity for the Society to limit 
its membership to qualified persons 
who understand the importance of 
plumbing as a public health measure. 
He deplored attacks which tend to 
break down plumbing regulations es- 
tablished to protect health. 


Polio Reprints 


e@ Reprints detailing the polio back-siphonage 
studies of Dr. Joseph Zichis, Markham Lab- 
oratory, are now coming from the press and are 
available to readers for their public health 
promotion work. As it will be remembered, this 
study demonstrated that polio and other viruses 
can be back-siphoned through handyman 
plumbing systems, and that such viruses will 
live for several days in chlorinated drinking 
water. The report appeared first in ‘Science,’ 
the official organ for The American Society for 
the Advancement of Science.—Ed. 
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The FIAT BUILT-IN a3. Model 19-B solves the problem easily 


because when completely recessed it takes up no bathroom floor space at all. 


Not only is the Built-In Cadet a champion shower for remodeling where bath- 
rooms are created out of the small space afforded by closets and odd corners, but 
in new construction it presents stimulating possibilities in bathroom layouts and 
design particularly interesting to the architect and builder. 

The cabinet can be completely recessed or partly set out to line up with lava- 
tory or other fixtures as illustrated. The exclusive Fiat escutcheon type door 
frame conceals the joint between wall and cabinet stiles providing a clean cut 
appearance that gives a new look to bathrooms. 

In addition, the Built-In Cadet incorporates some of the newest improvements 
in shower cabinet construction such as the elimination of all exposed screw 
heads and loose joining seams that collect dirt. The smooth, clean, interior is a 
distinct advance in shower cabinet construction that owner users will appreciate. 

The Zephyr glass door is recommended for Built-In Cadet installations because 
it adds so much to the appearance and utility of the shower at so little added 
cost. Owners often refer to the Built-In Cadet as the ‘“‘glass shower’’ because the 
glass door is the only part exposed in the bathroom. 

Size 36” x 36” x 80”, receptor precast terrazzo with cast-in drain. Walls, bon- 
derized, galvanized steel, finished with white baked-on synthetic enamel. Zephyr 
or Dolphin glass door, or shower curtain can be installed on the Built-In Cadet. 


Metal Manufacturing Company 


Chicago 13, Illinois 
Long Island City 1, New York Los Angeles 33, California 
IN CANADA—Fiat showers are made by Porcelain and Metal Products, Ltd., Orillia, Ontario 
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OLEDO THREADERS 


Thousands of better mechanics today prefer TOLEDO 
Pipe Tools and Power Pipe Machines—to do best work... 
in Jess time... with lower cost! 

These mechanics know from long experience that TOLEDO builds 
the finest pipe tools you can buy at any price. You will like their 
simple, sturdy construction ... compactness and light weight 

for ease of handling ...and the smooth, clean-cut, 
leak-proof threads produced by TOLEDOS. 
You can’t beat genuine TOLEDO equip- 
ment—hand tools or power—for trouble- 
free jobs and all-around satisfac- 
tion! The Toledo Pipe Threading 
Machine Company, Toledo, Ohio. 
New York Office, No. 2 

Rector Street Building. 
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Toledo Power Pipe 
Machine for high pro- 
duction, %" to 2” pipe. 






Toledo SIMPACT— 
self-contained, adjusta- 
ble threader for 1” to 
2” pipe. 


‘ge 
Toledo Small Ratchet 
Threaders made in 
three models, 4%” to 2” 


pipe. 
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This ks the Call Our Indu 
| to Action... | 


Hit Hard to Hit New High in ‘49 
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¢™ of the multitude of individual viewpoints on business, published in this and 
the January issue, has emerged an agreed industry viewpoint. . . . And, in addition, a basic 
industry-wide philosophy of extreme significance to every contractor, wholesaler and manu- 


facturer. 
Taking up the viewpoint first, it can be summarized as follows: 


1. Business will not be as easy to get in 1949 as in previous postwar years. The long-ex- 
pected buyer’s market is coming into its own. 

2. On the other hand, our industry is better equipped than ever to do a huge-scale job of 
producing, selling and installing. Expansion. and modernizing of plants has put manufacturers 
in position to turn out plumbing, heating and air conditioning in unprecedented quantities. 

The 14,000 to 15,000 modern showrooms, built or modernized in the postwar years by Do- 
MESTIC ENGINEERING contractor-dealers, now constitute proof that these dealers expect, hence- 
forth, to pursue a merchandising course. (DomMEsTIC ENGINEERING advocated showrooms, and 
actively promoted showrooms, even at the time when dealers could not obtain fixtures to dis- 

play in them. Dealers who pioneered in the program, and built their showrooms in spite of 
difficulties, already have gained valuable merchandising experience which puts them in an 
ideal position to meet the coming competition.) 

3. The need and desire for plumbing, heating and air conditioning are great. The most 
pressing emergency demands have been met but there now exists a pool of customer-prospects 
vast enough to keep all industry factors busy for many years. 

4. Henceforth, however, these prospects can be converted to real customers only by a re- 
turn to active selling ... More than that, by a greater-than-ever use of advertising, promotion, 


canvassing, follow-up, merchandising. 


Here’s How to Make 1949 Better Than 1948 


That is the viewpoint; what, then, is the philosophy which the industry now holds in early 
1949? It is an active one, an aggressive one. It is this: “‘We are determined to make 1949 an 
even better year than 1948. We are starting, now, to accomplish it.” 
The basic philosophy is sloganized at the top of this page. “Hit had to hit new highs in ’49” 
is a theme which readers can use to inspire their own organizations to greater efforts. 
This slogan is no mere catch-line. Just as it is a logical progression of the thinking of indus- 
try leaders, so will the theme progress to a broad program of merchandising assistance and 


stimulation for our industry as a whole. 
Specifically, this theme will be related to the Domestic ENGINEERING Merchandising Con- 


test, which will now be brought to culmination as the seller’s market disappears and the 
real need for merchandising is apparent. The production is here; the showrooms are avail- 
able. Hundreds of contractor-dealers have signified their desire to enter the contest to win 
the motor truck grand award or the scores of merchandise awards offered by cooperating 





manufacturers. 
The stage is set. “Hit Hard to Hit New Highs” in 1949. 
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The business building program now being 
Engineering dealer of Salem, Oregon, 


highly competitive days that lie ahead. 


; current transition to a buyer’s market is 
not disturbing Leonard Judson of Salem, Oregon. Like 
most other Domestic ENGINEERING dealers, Judson has 
been busy for many months modernizing and improving 
various phases of his business operation. 

First of all, he has broadened his equipment lines by 
adding kitchen and household appliances to his regular 
plumbing and heating line-up. 

Second, he and his staff have been studying the latest 
sales techniques presented in manufacturers’ literature 
and in the pages of Domestic ENGINEERING. For -example, 
instead of trying to sell heating equipment as such, he is 
selling the money saving advantages that may be obtained 
with a new automatic heating system. He shows the 
prospect, by use of a projected dollars and cents method, 


Left: Leonard Judson has taken definite steps to improve service to his 
customers. Biggest single feature in this regard may be found in the new 
two-way telephone installations that have been made in his fleet of 
trucks. Under the new set-up, if any customer has an emergency job 
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lor BIGGER BUSINESS 


adopted by Leonard Judson, Domestic 
can help other dealers prepare for the 


The accompanying article shows how! 


that new or remodeled heating equipment will even pay 
for itself in fuel saved over a period of several years. He 
clinches many sales by emphasizing “the added comfort 
and convenience that goes with every new heating sys- 
tem installed by the company.” (See article entitled, 
“How to Sell Your Customers Fuel Conservation... Ata 
Profit!”—September, 1948 issue). 

The same principle of selling works in Mr. Judson’s 
contacts with the rural market. He sells many electric 
water systems by having available, and using, figures that 
show increased farm production records that are possible 
with plenty of running water under pressure. A typical 
sales story goes as follows: Judson: “Let’s take a look, 
Mr. Brown, at what a similar water system has done for 
your neighbor, Bill Smith. With plenty of running water 


that requires immediate attention, Judson is able to reach any truck 
or workman in a matter of minutes. Below: Perhaps the biggest single 
feature of Judson’s streamlined plan for bigger business is this newly 
remodeled showroom. Though not ultra-modern, the impressively inviting 








available at all times for his milk cows, Smith has been 
able to increase milk production 18 percent. Mrs. Smith’s 
egg production records show that she is getting six dozen 
eggs today for every five dozen she got from her chickens 
before running water was available in the hen house. 
Agricultural authorities say that a hog requires 550 lbs 
of water, plus feed, to produce 100 lbs of pork. Smith tells 
me that it is easier to supply this water since he has had 
the automatic water supply system. 

“Let’s take a drive out to the Smith home, and you can 
see for yourself the modern bathroom and kitchen that 
I installed for them. Neither was possible before installa- 
tion of the electric water system.” 

A trip to the Smith farm reveals further evidence of 
the comfort, convenience, health and fire protection, and 
money making advantages of the water system installed 
by Judson. In addition, the Browns receive a first-hand 
testimonial from the entire Smith family on the new 
wealth of living available since their purchase. 

Third, in order to increase the number of prospects 
that might listen to his sales story, Judson has been laying 
plans for an expanded advertising and sales promotion 
program for 1949. Final details of the plan remain to be 

(Please turn to center of page 165) 


facade has been responsible for bringing many additional customers in- 
side, where the Judson sales story can be told. These, and other elements 
of good business described in the article, combine to give Judson a feel- 
ing of satisfaction when he thinks about the competitive days ahead. 
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Last month, this magazine published nine pages of 
statements from leaders in our industry on business 
prospects. Here are eight more pages of first-hand 
viewpoints and close analysis of current conditions 
and trends. From these two sections combined, the 
contractor-dealer, wholesaler and manufacturer alike 
can get a comprehensive view of his own business 
potentialities in this yet-new year of 1949. 

By and large, the prospect is a very favorable one. 
Quite likely—barring war and economic collapse— 
our industry as a whole may exceed the record-break- 
ing volume of 1948. Certainly any company can expect 
to exceed last year’s business if it works harder and, 
realizing that conditions are now competitive, does a 
more aggressive merchandising job. 

Few companies will have business forced upon them 
in 1949. The most pressing emergency needs for 
plumbing, heating and air conditioning have been met. 
Furthermore, the consumer now has a wide variety 


in 49? 


are enough potential customers, spokesmen 


report, to build an even bigger volume than 1948 


of choices as to where he may spend his available 
money. Big production in the automobile industry 
and other industries has brought the inter-industry 
competition which has long been expected. 

But there are many powerful factors on the posi- 
tive side which are sometimes overlooked. First is 
the continuing need for new homes which will exist 
for many years. If and as prices adjust downward, 
even a few percentage points, more and more thou- 
sands of families will be in the market. Second is the 
huge rural market, which is discussed elsewhere in 
this issue. Third is the non-deferrable need for more 
schools, hospitals and other institutions which, to- 
gether, are expected to swell this year’s construction 
total above 1948. Last and most important is the field 
of modernization and remodeling, in all categories, 
which can be developed and expanded through more 
aggressive merchandising. All of these factors are 
analyzed and discussed in the statements following. 











More Viewpoints on Business Prospects for 49 


We are just finishing what is cer- 
tainly a banner year for copper tube 
in plumbing and heating. Copper tube 
for radiant heating has received en- 
thusiastic acceptance on the part of 
the public as well as the plumbing and 
heating industry, and copper tube for 
drainage is rapidly achieving its right- 
ful place in this market. 

Our production facilities have been 
substantially increased during 1948 
and the output of these facilities will 
be available for the 1949 market. We 
do not feel free to give any percent- 
age figures on the expanded output of 
our plants but we are happy to tell 
you that the output is very substan- 
tially increased. 

In view of the magnitude of the ex- 
pansion work that has been completed, 
we contemplate no substantial addi- 
tional expansion of facilities in 1949. 

Our sales promotion program which 
has always been outstanding in the in- 
dustry has been expanded and is ex- 
pected to do a good job of market de- 


velopment work, which will reflect to 
the advantage of the plumbing con- 
tractor and wholesaler, as well as our- 
selves. This progYam requires no ex- 
tensive acceleration in 1949 although 
our plans will come to full maturity in 
that year. 

We feel that 1949 will be another 
good year for those who want to make 
it such. 

J. M. Dumser, Manager, Pipe 
and Tube Sales, 
Chase Brass & Copper Co., 
Waterbury, Conn. 


Air Conditioning 


The air conditioning industry as a 
whole has every reason to expect a 
good year in 1949, always providing 
there is no major upheaval in our do- 
mestic economy. However strange it 
may seem, one of the major reasons 
for this expectation is the return of 
more normal competitive conditions 
throughout business generally. 
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As competition increases, the use of 
air conditioning becomes increasingly 
necessary as a tool for improving in- 
dustrial products and attracting more 
customers in commerce. In fact, the 
marketing of such equipment—in con- 
trast to earlier days whenit was usual- 
ly considered a luxury—now is based 
largely upon the profit motive of the 
buyer. 

Within the air conditioning indus- 
try itself a more nearly normal sea- 
sonal pattern already has been estab- 
lished. Pipelines are being filled on 
some of the lighter product lines, and 
this in itself spells a return to usual 
competitive conditions. 

The business volume of Carrier Cor- 
poration in fiscal 1948 was the highest 
in its history, and current bookings 
of new business are satisfactory. While 
no forecast has been made for the last 
half of 1949, present indications are 
that good business will prevail at least 
during the next six months. However, 
Carrier along with many other cor- 
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Oil Burners 


1. We anticipate that our 1949 pro- 
duction will exceed 1948, but under 
present conditions |we would hesitate 
to predict percentage. 

2. We do not axpect to expand 
facilities. 

3. Our promotion] program for 1949 
will be approximately the same as for 
the past year. 

4. Improvements jJare made in our 
products whenever|research and de- 


mind at the present time. 

5. Like everyone else, we are hope- 
ful that the coming year will bring 
with it corrections jon the difficulties 
we have encountered in 1948, and we 
are confident that the plans that are 
under consideration at the present 
time in the buildjng industry will 
reflect with a very definite increase in 
heating equipment. 
. D. Young, 
Tuthill Pump Co., 
Chicago 


Heating Controls 


We are very ddfinitely optimistic 
about 1949. All sighs point to an an- 
ticipated increase im production of at 
least 10 per cent. This percentage of 
increase will not cqduse us to expand 
our manufacturing fpcilities, as we feel 
they are ample to |take care of that 
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amount. Our own production could 
easily exceed a 10 per cent increase 
because of a more aggressive promo- 
tion policy and new and improved 
products which will expand our line 
in 49. 

As we view it, 1949 can be a top 
year for those contractor-dealers who 
are aggressively sales minded and who 
are willing to operate with a sharp- 
ened pencil. Those not willing to work 
along these lines can probably resign 
themselves to a business year equal 
to or lower than 1948. 

D. C. Wellcome, 

Sales Manager, 
Sampsel Time Control, Inc., 
Spring Valley, Ill. 


C. |. Soil Pipe 


As we see it, there has not been 
sufficient evidence of increased con- 
struction plans for 1949 to predict a 
larger than 1948 volume of business in 
our industry. The much publicized 
plans for FHA housing, commercial 
and industrial building, hospitals for 
veterans and those sponsored by insti- 
tutions and remodeling and modern- 
izing, could take up whatever slack 
that might be created by building of 
fewer homes by individuals and pri- 
vate capital. It is too early to form a 


’ definite opinion. 


We have the capacity for greater 
production in 1949 than in 1948. If de- 
mand continues and the required iron 
can be made available, we are in posi- 
tion to improve 1948 production by 
15 to 20 percent. 

Facilities have been somewhat ex- 
panded, but the greatest improvement 
in output would come from a six day 
instead of a five day week. 

There will be some enlargement of 
our promotional and advertising pro- 
gram. 

Our products will be improved by 
more advanced production methods. 
Types and quantities will be manufac- 
tured to conform to whatever changes 
construction requires. 
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There is definitely sufficient manu- 
facturing capacity to provide the soil 
pipe and fittings required for a build- 
ing year much greater than the 1948 
figures indicate. Additional manufac- 
turing capacity is being developed 
throught modernization and mechani- 
zation and the effects of these changes 
will be felt in early 1949. The feeling 
in our industry is that the require- 
ments of soil pipe and fittings will be 
met with much less delay than at any 
time during the past four years. 

We believe 1949 will be a more high- 
ly competitive year than 1948 and that 
the constructors will be expected to 
submit firm bids with definite comple- 
tion dates assured. From that angle 
and others, 1949 should prove to be a 
much more normal year. The time has 
arrived to “cash in” on the good be- 
havior of the past few years of abnor- 
mality. It should be a year of good 
profits for established business, but 
there will not be as much “easy 
money” or guaranteed profit. 

E. S. Bobbitt, 

V. P. & Gen’! Sales Megr., 
Alabama Pipe Company, 
Anniston, Ala. 


Valves 


(1) We anticipate our 1949 produc- 
tion to about equal 1948. 

(2) We have not expanded our fac- 
ilities, nor do we expect to expand 
them to take care of potential volume. 
We do intend to modernize our pres- 
ent facilities so as to cut costs, but we 
do not anticipate any expansion of 
productive facilities at the present 
time 

(3) We do definitely plan to have 
an enlarged and more aggressive sales 
promotion policy for 1949, including 
advertising our film strip, etc. 

(4) We do have two new products 
that we hope to introduce in 1949, 
along with numerous modifications 
that are taking place as a result of 
research we have been conducting. 

(Please turn to page 94) 
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(Continued from page 93) 

(5) As to general comments, it 
seems to us that 1949 will bring the 
building industry closer to pre-war 
competitive conditions than it has 
been for a long time. We do not view 
this with alarm, however. We think 
it is a much needed trend in the right 
direction. We can only bring out the 
best that is in us through good, stiff 
competition, and that’s what we're 
looking forward to with a consider- 
able amount of eagerness. 

Dean E. Madden 
Vice Pres. 
A. W. Cash Valve Mfg. Corp’n., 
Decatur, II. 


Heating Specialties 


In reply to your letter of the 10th, 
we wish that we knew the answers to 
the questions contained therein. We 
feel that more efficient production and 
narrowed profit margins in all branch- 
es of the building industry is the most 
important procedure to insure a pro- 
longed building boom. 

During the last several months there 
has been a definite trend in that direc- 
tion. This, however, must be amplified 
through the elimination of delays, bet- 
ter delivery and more productive 
labor and methods, utilizing every 
short cut possible to reduce overhead 
and direct costs. The government, too, 
can do much to stimulate this trend. 
This is no time for large public works 
or for extension of government serv- 
ice. Government spending must be 
curtailed if American economy is to 
proceed along established lines. This, 
and this alone, is one of the most cer- 
tain ways of assuring a satisfactory 
volume of business during 1949 and 
1950. 

Even though the wage rate in our 
plant has tripled and the prices of ma- 
terial have more than doubled since 
1941, we have not raised the price of 
our products more than 10%. We have 
made no price increases during the 
past two years. This has been accom- 
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plished by improved practices and 
production in methods and through a 
reduction in overhead. 

We believe the prospects for more 
conservative pricing and spending are 
sufficiently strong to warrant our 
planning and executing a program 
that includes the expansion of our line 
of merchandise to include many new 
items, the enlarging of our production 
facilities, with a more aggressive and 
better planned sales promotion policy. 

It is not our intention to be over- 
optimistic, but we are not inclined to 
sell short the trend that seems to be 
ahead. 

We believe that management will 
make 1949 a year to look back upon 
with pride if it isn’t throttled. 

Wm. J. Woolley, President, 
Maid-O’-Mist, Inc., Chicago 


Oil Burner Filters 


We are glad to give you our fore- 
cast insofar as our particular business 
is concerned—manufacturing fuel oil 
filters for domestic oil burners: 

We believe that our 1949 produc- 
tion of fuel oil filters will exceed by 
at least 10 percent our volume in 
1948, due to the fact that we had a 
very slack period in the beginning of 
1948 from the detrimental publicity 
given to the fuel oil industry. 

Regarding the expansion of our 
facilities to take care of an increased 
production, this will not be necessary, 
as we have ample space and facilities 
to take care of this increase. 

We are not planning on an enlarged 
or more aggressive promotion policy 
for 1949, as our advertising budget 
in 1948 has far exceeded our 1947 and 
we feel that this will not need to be 
increased. 

Yes, we are planning on new 
products, and increasing the efficiency 
of our present products. 

Regarding general comments for 
business of Domestic ENGINEERING 
contractor-dealers, we can, of course, 
only predict on the fuel oil end of the 
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business, and from all reports re- 
ceived from the major oil companies, 
it would seem that fuel oil production 
will be ample so that there will be no 
restrictions as to its use. 
Grace Redner, Sec.-Treas., 
General Filters, Inc., 
Detroit 


Chemicals 


I am listing below the answers to 
your various questions: 

1—25 percent; 2—Yes; 3—Yes; 4— 
Yes; 5—Cannot answer as it depends 
tco much on United States and State 
Governments. If both the U. S. and 
the state would cease interfering by 
law and by bureaus unfamiliar with 
business procedure there would be 
no question but there would be an 
enormous building boom, particularly 
if the Taft-Hartley law was strictly 
enforced. 

E. R. Tolfree, President 
“X” Laboratories, Inc., 
New York City 


Thermostats 


We do not expect that our 1949 pro- 
duction will equal 1948 and are ex- 
pecting that except for new business 
acquired on new products our volume 
is likely to be off by 5 to 10 percent. 

A relatively small percentage of our 
business is in the plumbing and heat- 
ing field and our post-war peak on 
our overall business came in the early 
months of 1948. Since that time we 
have had no difficulty in meeting all 
requirements with existing facilities 
and we have no plans at this time to 
expand our production facilities. 

We hope, through the development 
of new products and the application 
of our products to new products, to 
be able to offset what would otherwise 
be a business decline and thus have 
some hopes that through such new 
business our 1949 volume may be 
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better than as indicated above. How- 
ever we are expecting that business in 
appliances will be off substantially in 
1949 as compared to 1948 since on 
practically all types the supply is now 
equal to or greater than the demand. 
Thus the deferred demand has been 
taken care of and we can only expect 
to continue with the normal demand 
from this point forward. 

E. F. Kurtz, Engineering and Sales, 

Spencer Thermostat Company, 

Attleboro, Mass. 


Plumbing Brass 


We are very optimistic about the 
coming year. We base our optimism 
on the fact that our customers have 
placed business with us for shipment 
in January, 1949. This is different 
from any other year in that, hereto- 
fore, January and February were al- 
ways periods for making stock or 
laying off some of our men _ until 
March or April. Now we will go 
right through the winter months 
manufacturing goods for immediate 
shipment. 

We have put in new machinery for 
faster and better manufacturing. Our 
new fully automatic polishing and 
plating has enabled us to make faster 
deliveries and to give our customers 
better quality goods. 

A. Friedman, Manager, 

Sanitary Dash Manufacturing Co. 

Inc., 
Long Island City, N. Y. 


Electric Appliances 


We expect that the appliance busi- 
ness in 1949 will hold up very well, 
although there is no doubt that every- 
one in the business is going to have to 
sell for all they are worth. I know we 
have been saying that for a long time, 
but there is no fooling about it now. 

The several General Electric appli- 
ances in which you would be most in- 


dishwasher 


Disposall, 


terested—the 
and water heater—are, as you know, 
in pretty free supply right now, and 
an awful lot of work is going to have 
to be done to move them into Amer- 


ican homes. We have tremendous 
faith in these appliances and we be- 
lieve that the day will sometime come 
when a home without a Disposall and 
dishwasher will be as archaic as a 
home with an outhouse. But it is 
going to take much harder selling to 
reach this happy estate than we have 
yet known. 

The Disposall has been, as you 
know, a subject of considerable specu- 
lation particularly. But I am happy to 
report that within the past year, and 
especially within the past six months, 
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some of our distributors and dealers 
heve achieved some very spectacular 
sales. The wonderful new Shamrock 
Hotel in Houston is being equipped 
throughout with Disposalls, and I un- 
derstand that there is a big apartment 
development in Baltimore which has 
just placed a tremendous order. 

We believe, as we always have, that 
new houses set new standards for old. 
In other words, the more new dwelling 
units that install Disposalls and dish- 
washers and water heaters, the more 
old dwelling units that will follow suit. 

Stanley C. Schuler, 
publicity, 
General Electric Company, 
Bridgeport, Conn. 





Associations Survey Business in Their Fields 


Convectors 


Continuing consumer demand for 
non-ferrous convector radiators in 
new and modernized homes, apart- 
ments, schools, hospitals and other in- 
stitutional buildings is reflected in 


total shipments of 412,019 convector 


units in the first nine months of 1948. 
A two and one-half to three months’ 
backlog in orders in the industry as a 
result of short steel supply is reported 
by L. D. Mandell, president of the 
Convector Manufacturers Assn. 


“The outlook for 1949 is encour- 
aging, depending entirely upon the in- 
dustry’s ability to secure sufficient 
steel to meet production demands,” 
Mr. Mandell says. “Consumer demand 
is strong and will increase rapidly as 
building grows. The industry has 
operated in 1948 wthout government 
support of steel supply, through allo- 
cations, which was a substantial aid 
in the first six months of 1947. Despite 
this handicap, shipments this year are 
only 31,909 units behind the record 
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nine months total of 443,928 units 
achieved in 1947.” 

Members of the Convector Manufac- 
turers Assn. include Airtherm Manu- 
facturing Co., St. Louis; C. A. Dunham 
Co., Chicago; Fedders-Quiggan Corp., 
Buffalo, N. Y.; Modine Manufacturing 
Co., Racine, Wis.; John J. Nesbitt, Inc., 
Philadelphia; Rome-Turney Co. 
Rome, N. Y.; Tuttle and Bailey, Inc., 
New Britain, Conn.; Trane Co., La 
Crosse, Wis.; Young Radiator Co., Ra- 
cine, Wis. 


Copper Pipe, Tubing 

Whether or not there will be a suffi- 
cient supply of copper, zinc and lead in 
1949 to meet the requirements of the 
brass mills, wire mills and other cop- 
per consuming industries will largely 
depend on the following three factors: 

1. The amount of these strategic 
metals which the Government will 
stockpile in its national defense pro- 
gram. 

(Please turn to next page) 
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2. The labor situation in the mines, 
mills and in transport. Capacity pro- 
duction will be necessary to meet cur- 
rent demand. 

3. The quantity of these metals 
which can be imported from abroad, 
and in turn, the shipments which will 
have to be made abroad on account of 
the European Recovery Program. 

Even though there are no labor dis- 
turbances in the copper mines during 
the year and they are operated at ca- 
pacity they cannot supply enough cop- 
per to meet domestic requirements. It 
is generally believed that 1949 will be 
one of continued prosperity in our 
country. If this turns out to be true, 
the demand for copper may well reach 
1,400,000 tons. The mines in the United 
States cannot produce such a tonnage 
so it will be necessary to import the 
red metal from the Mexican and South 
American mines generally operated by 
companies in the United States. The 
amount of secondary metal (scrap) 
will also play an important part in 
meeting demand. 


Shortage of Copper 


There exists today an acute short- 
age of copper. In fact, the supply is so 
tight that the brass and wire mills are 
finding it difficult to obtain a sufficient 
supply to continue normal operation. 
This shortage was augmented by the 
strike at the great Utah open-cut mine 
of Kennecott Copper Corporation. 
Normal production lost on this account 
is estimated at about 23,000 tons a 
month. 

It would, of course, be helpful if the 
owners of the African mines could be 
induced to speed up production to 
meet the requirements of Great Brit- 
ain and continental Europe and thus 
lessen the demand for that purpose 
from South American sources on 
which we largely rely. Reports from 
London say an earnest effort is being 
made to increase production in Rho- 
desia, South Africa, by opening new 
mines, construction of new railroads 
from the mines to tidewater and en- 
larging port facilities. Great Britain 
has imported large tonnages of copper 
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from South America npw needed bad+ 
ly by our own brass mills. {Despite the 
fact that 1948 imports of copper so far 
have increased over those of last year, 
the combined fabricators and refiners’ 
stocks of the metal in the United 
States have declined substantially. 

Practically every basic American in- 
dustry is dependent on copper or cop- 
per-base alloys in the manufacturing 
of its products. To make brass, bronze 
and other copper-base alloys to meet 
the varying demand of industry, zinc 
and lead and a number of other metals 
are required besides copper and sev- 
eral of these are in short supply at the 
present time. 











Demand from Our Industry 


With about 10,000,000 new housing 
units required in the next decade 
building activity should remain high. 
The demand for copper and copper- 
base alloys in 1949 for this purpose 
should be about the same tonnage as 
that for the automotive industry. Each 
will need about 250,000,000 pounds of 
the red metal and its alloys during 
1949. 

Copper tube is in great demand for 
hot and cold water lines, vent, soil and 
waste lines and for radiant heating. 
Some manufacturers of copper tube 
have since the end of the last war al- 
most doubled capacity, but demand 
has exceeded output due largely to the 
use of copper tube for radiant heating 
in all types of buildings. This product 
is being turned out at more than four 
times the prewar average. 

Every possible step is being taken 
by the industry to meet the large de- 
mands on it and it must now depend 
on the availability of its principal raw 
materials to do the job which is re- 
quired of it. 

T. E. Veltfort, Manager, 
Copper & Brass Research Assn. 


Electric Appliances 


The electrical manufacturing indus- 
try as a whole, during the year just 
ended, repeated its performance for 
1947 by establishing a new overall 
peacetime peak in production and 
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ales i. 1948 peak was 65 per cent 
igher than the prewar peak reached 
in 1941, and 275 per cent higher than 
the corresponding figure for 1939. 
Provided no serious material or 
labor problems develop, indications 
point to as high a level of production 


and sales in 1949. 








Unprecedented High 


For the second successive year, elec- 
trical appliances accounted for a very 
large proportion of the total produc- 
tion of the electrical manufacturing 
industry. Sales of all types of elec- 
trical appliances amounted to $1%4 
billion for 1948—three times the sales 
volume made in the very good busi- 
ness year of ’41, and almost five times 
the business done in 1939. 

During 1948, 5,000,000 refrigerators 
were sold by the industry. This com- 
pares with 1,900,000 in 1939, 3,500,000 
in 1941, and 3,750,000 in 1947. This 
sales performance is even more out- 
standing when one considers that, in 
addition to the sales of these electric 
household refrigerators, almost 750,- 
000 farm and home freezers were sold. 
In 1939 and even in 1941, the manu- 
facture and sale of farm and home 
freezers was negligible. 

Sales of electric ranges also reached 
a new high during 1948, with a figure 
of 1,700,000 units, almost 500,000 units 
more than in 1947. The increase in 
number of units during 1948 over 1947 
was greater than the total industry 
sales in 1940. 

Another interesting appliance figure 
is the 4,500,000 washing machines 
which were sold during 1948, along 
with almost 500,000 ironers. 

One of the few major electrical ap- 
pliances which has not made a gain 
over 1947 is the electric storage water 
heater, the sales of which in 1948 ap- 
proximately equalled the sales for 
1947 of 1,100,000 units. 

It is expected that during 1949, the 
supply of practically all electric appli- 
anees will match demand, a condition 
which has been expected in most lines 
since the end of 1947. 

Statement by National 
Electrical Manufacturers Assn. 
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Oil-Heat Institute 


Regardless of how badly predica- 
tions went amiss last fall, the “look 
ahead” faculty of the American busi- 
nessman is still essential in the field 
of successful manufacture and com- 
merce. 

We of the Oil-Heat Institute of 
America have carefully considered the 
activities of the past in planning fu- 
ture activities which are within the 
realm of logical forecasts. 

During the war years, estimates 
were made for expected power-driven 
oil burner sales for the years 1947 and 
1948. Sales during 1947 were way 
beyond the estimate. Although the 
figures for 1948 are not yet completely 
tabulated, it is believed they will show 
approximately 460,000 sales—a vol- 
ume slightly less than 10 percent low- 
er than the sales originally estimated 
for the year. 

We feel that sales of power-driven 
equipment for 1949 should be approxi- 
mately 550,000 to 600,000, a substantial 
increase over the quantity sold in 1948. 

Sales in 1948 did not meet the 1947 
figure, and we know why. “Scare” 
headlines about oil and certain mate- 
rial shortages were responsible for 
retarding sales in the early part of 
1948. 

However, when this “shortage” talk 
was stopped, the sales curve showed 
a steady upward trend during the lat- 
ter months of the year. 
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In the space heater field, somewhat 
less than 1,000,000 units were sold in 
1948. This figure represents a slight 
decrease from normal and was un- 
doubtedly due to shaken public con- 
fidence in oil supply which similarly 
affected power-driven oil burner sales. 
In the opinion of leaders in the space 
heater manufacturing field, sales for 
1949 will reach 1,000,000 units. This 
yearly rate of sale is considered a 
conservative estimate extending 
through the next five years. 


Better Steel Supply 


With improved oil and steel supply, 
we look forward to a wholesome, 
high-rate business volume in 1949. 

Steel, which has often entered into 
the picture of retarded expansion is 
in a much more tolerant condition 
than heretofore. It is estimated that 
the steel production for 1949 will be 
several million tons larger than in 
1948. 

The oil situation is in alignment 
with national requirements. The oil 
companies have done much to increase 
and improve production, refining, dis- 
tribution and storage of oil products, 
and there will be continued improve- 
ment. There is every reason to believe 
—based on the opinions of the oil 
companies and government spokesmen 
—that the oil supply will be ample 
wherever and whenever needed. 

However, hard, consistent selling 
will be the activity keynote for the 
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The charts above continue the picture of wholesalers’ sales shown in last month’s issue. The solid 

lines represent 1948; dotted lines 1947. It is noted that the average sales of all groups (broken 

down by annual volume) exceeded the corresponding months of 1947. The decrease in volume for 

November, from October, was apparently not so great as in 1947. From this, it would be indicated 
that the seasonal turndown was not so great as in some other years. 
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successful dealer, distributor or man- 
ufacturer. 1947, with its total installa- 
tions of 888,083 oil burners, did much 
to take up a large part of the backlog 
of orders which accumulated through 
the war years. However, we must not 
overlook the fact that a very big 
backlog still exists. This backlog dates 
way back to the days of depression 
when money was not available for 
purchase, yet the desire for oil heating 
equipment existed. This era was fol- 
lowed by the war years when product 
was not available. Now, however, the 
hard-hitting salesman will turn these 
prospects into actual sales. There is 
no evidence of unusual buying resist- 
ance apparent in the country today, 
although there is a slackening-off of 
the “rush” type of purchase which 
was so abundant in 1947. 

During the past 20 years, there -has 
been an increase in U.S. population 
of some 20 million people, which re- 
solves itself into approximately 5 or 6 
million additional family groups. This 
continual increase in population pre- 
sents an ever-new field for the pro- 
gressive salesman of oil heating equip- 
ment. 

Coupled with the increase in pop- 
ulation is the present high employ- 
ment level. There are some 12 mil- 
lion more employees in our busi- 
ness structure today than existed be- 
fore. Earners are always buyers... 
if they are sold. 

R. S. Bohn, President, 
Oil-Heat Institute of America, Inc., 
New York City 16. 


Industries Bureau 


This is the time to go ahead with 
plans for that extra bathroom or the 
new heating system, says the Plumb- 
ing and Heating Industries Bureau in 
calling attention to the fact that 
plumbing and heating materials, with 
some exceptions, will be in better sup- 
ply in 1949 than in 1948. 

In some lines, production in 1948 
exceeded all previous records and 
equipment was supplied not only for 
a huge residential building program 
but also for commercial, industrial, 
and institutional buildings, as well as 
other types of construction. 

The capacity is there, the Bureau 
points out, for even greater output in 
1949 in many lines. Barring unfor- 
seen events, 1949 should be another 
good year for the plumbing and heat- 
ing industries with nearly all types of 
equipment in sufficient supply to take 
care of anticipated demand. 

Supplies of steel pipe, cast iron soil 
pipe, and water closets are still in- 
sufficient to meet the tremendous de- 

(Please turn to next page) 
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mand. During 1947, manufacturers 
produced about two and one-half mil- 
lion water closets. The production in 
1948 is likely to come close to three 
and one-third million. Yet despite 
this record volume, manufacturers still 
have a large backlog of orders. 

The fact that the production of pipe 
and water closets is insufficient to 
meet immediate demand should not 
cause postponement of new construc- 
tion or modernization, the Bureau 
points out. 

Careful scheduling of construction 
and close coordination between the 
owner, general contractor, and plumb- 
ing contractor will enable new con- 
struction as well as modernization 
work to proceed smoothly without 
interruption due to lack of materials. 

Most sizes and types of cast iron 
and steel heating boilers are readily 
available. Cast iron radiators are now 
being quoted for immediate delivery. 
Convection type baseboard heating 
units are in ample supply due to the 
many new manufacturers who have 
entered this field. The radiant type of 
cast iron baseboard is not so plentiful 
and manufacturers generally have a 
backlog of about three months. Here 
again, as in the case of water closets, 
careful coordination in ordering 


This year should see end of nearly all 


material shortages, according to manu- 


facturers. Situation on steel and pipe 


will be somewhat improved, leaders say 


should result in all materials being 
available when needed. 

Oil burner sales have zoomed in 
recent months as a result of a plenti- 
ful supply of fuel oil. All sizes and 
types of stokers are readily available 
as well as controls for automatic 
heating. 

Anticipating continued heavy de- 
mand, many dealers have built new 
stores or modernized existing stores to 
provide attractive displays of plumb- 
ing fixtures, heating equipment, water 
heaters, water softeners, and home ap- 
pliances. It has been estimated that 
the number of plumbing and heating 
dealers with stores is now 50 percent 
greater than it was before the war. 





More Viewpoints from Manufacturers 


Radiation, Boilers 


We believe that our 1949 produc- 
tion will be about the same as in 1948. 
Many authorities who study the build- 
ing construction industry believe that 
new building in 1949 will be slightly 
less than in 1948, but they do feel that 
there will be an increase in multiple 
family projects. This latter factor, 
together with the increased interest on 
the part of the public in radiant types 
of heating systems should result in 
business for our products equal to 
1948. 

We believe that the demand for our 
Base-Ray Radiant Baseboard will in- 
crease quite substantially during the 
coming year. There is a tremendous 
interest in this new product on the 
part of the general public. Our ad- 
vertising and sales promotional activ- 
ities during 1949 will stress the ad- 
vantages of Base-Ray. 

We believe that the sale of hot 
water and steam heating systems can 
be increased considerably beyond the 
1948 sales records by going after 
modernization work in a very aggres- 
sive manner. This sales job falls 
primarily on the heating contractor. 
The modernization market is a tre- 


mendous market that has barely been 
scratched—and it is a less competitive 
market than the new construction 
field. Heating contractors can im- 
prove their business considerably by 
going after the modernization business 
vigorously. 

V. A. Goon, 

Sales Manager, 

Burnham Corporation, 

Irvington, N. Y. 


Heating Systems 


In answer to question No. 1, we are 
hopeful that our production in 1949 
will exceed 1948 by at least 10 to 20 
percent. The first quarter of 1948 was 
generally good but then the remaining 
nine months of the year have been 
considerably less than half the pro- 
duction we experienced through the 
early first quarter. We have not out- 
wardly expanded our facilities but 
within our plant we have built several 
storage lofts enabling us to have more 
workable floor space for heavy ma- 
chinery and other operations. We are 
hoping to continue our promotion 
policy during 1949 maintaining our 
advertising in view of the fact we 
believe our industry is entering into a 


98 


competitive area when it will be es- 
sential that we keep our name before 
the public. 

In answer to No. 4 we do have some 
new items that we hope to offer in the 
future but are not quite ready to an- 
nounce. In regard to your fifth ques- 
tion we believe that 1949 should be a 
very good year for contractor-dealers, 
especially in the remodeling field pro- 
viding pipe and fittings become a little 
more free. 

We are very optimistic about the 
outlook for 1949 and believe that bar- 
ring any unforseen shooting war that 
our country could or could not get 
into, business should continue to be 
good for the next few months. 


L. R. PETERs, 

Advertising Manager, 

The Triplex Heating 
Specialty Co., 

Peru, Ind. 


Heating Controls 


With no likelihood of a fuel shortage 
and the gradual public acceptance of 
the fact that oil, in particular, and coal 
and gas will be available in ample 
quantities, marketing prospects for 
the heating industry should improve 
this year, Thomas McDonald, vice 
president in charge of sales for the 
Minneapolis-Honeywell Regulator 
Company said in. a year-end state- 
ment. 

With all signs indicating a continua- 
tion of the high level of the national 
economy and the consequent expecta- 
tions for a high level of residential and 
commercial building, McDonald said 
that he looked for a firm demand for 
all types of heating and air condition- 
ing equipment. 

“At the same time,” he continued, 
“we expect that competition for the 
consumer’s dollar will increase as sup- 
plies of raw materials become more 
available and the public again has an 
opportunity to become selective. The 
days of the jerry-built products are 
over. The public, now that it can pick 
or choose, will be looking for value as 
it did before the war.” 
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“To meet this situation and to help 
our industry generally, we have laid 
our plans for one of the biggest pro- 
motional campaigns in our history,” 
the Honeywell official continued. 
“Right now we are mid-way in a 
$200,000 program to promote our auto- 
matic clock thermostats, and have 
plans to extend this program during 
1949.” 

The Honeywell organization will put 
into production early in January a 
number of new machines, many de- 
veloped in the company’s tool rooms, 
which are designed not only to speed 
production, but also to cut manufac- 
turing costs and improve quality of 
the finished instruments, McDonald 
said. 

“We will be able to meet our cus- 
tomers’ demands on an immediate de- 
livery basis in most cases,” he said, 
“and have scheduled our operations 
and our promotional programs to help 
stimulate the demand for all types of 
heating and air conditioning equip- 
ment. 

“It is our belief that if we can help 
the whole industry sell its products, 
we will simultaneously improve the 
demand for our own products.” 


Boilers 


We here at Federal anticipate a 20 
percent increase in the products now 
manufactured by us. Our dollar vol- 
ume will greatly exceed this, as we are 
adding eight additional sizes to our 
present line. 

Plans are now being made to ex- 
pand our present facilities, the land 
for which was purchased nine months 
ago. 

An aggressive sales promotion 
policy has been planned which will 
include additional advertising, ex- 
hibits, and an effort to obtain addi- 
tional manufacturers’ representatives, 
which must be accomplished in the 
next two months. 

Heating contractors must prepare 
themselves to handle the rush of re- 
modeling by spring time, when the 
public will have the assurance that 
the oil and gas shortages are over. 

Our many friends in the new home 
construction field are also expanding 


1948 Good 
Business 


Years /IPAI 


their program for next year and their 
homes are selling. 

Last week, one project for which we 
supplied 85 boilers in two months has 
also sold out and his program calls for 
150 houses by April. 

Another project of 220 houses for 
which we delivered about 60 boilers 
is now talking about expanding, and 
buying about 2,000 lots on which he 
expects to build homes by the end 
of 1949. 

There are no questions in my mind, 
but that our public servants are go- 
ing to be forced to build additional 
hospitals, schools, and other needed 
civic improvements immediately. 

The modern business man must op- 
erate in a modern commercial estab- 
lishment, and I expect to see great 
improvements in that field during 
1949, 

James H. Legg, 
Federal Boiler, Inc., 
Midland Park, N. J. 


Oil Burners 

We feel extremely optimistic and 
most certain that 1949 production will 
exceed 1948. There are many reasons 
for this feeling of optimism, among 
which and most pertinent, we assume, 
is the fuel oil situation. All through 
1948 until in August, we were plagued 
by a resistance in selling oil burning 
equipment due to the fuel oil scare of 
the winter of 1947-48. 

In expressing my feeling of opti- 
mism, I feel that fuel oil will be plenti- 
ful this winter and that should 
eliminate the feeling of reluctance and 
fear on the part of the public to install 
oil burning equipment. 

We have expanded our facilities, 
added new items to our line and are 
planning on a more aggressive selling 
and advertising campaign for 1949, 
which we are certain will lead to pro- 
ductive and very gratifying results. 

We are also developing some new 
and improved products which will ex- 
pand our line. 

May we digress in commenting up- 
on the service Domestic ENGINEERING 
is rendering to this industry and com- 
pliment and congratulate you on the 
results you have achieved. 

H. C. McIntyre, 
Auburn Burner Company, 
Auburn, Ind. 


Drain Cleaners 


1. Our 1949 production will increase 
over 1948 by the fact that our product 
is becoming better known and more 
plumbers are using it. Our 1948 sales 
were almost three times those 1947. 

2. We have increased our facilities. 
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3. The tempo of promoting Rooto is 
ever increasing and we have added 
many salient features, and more 
personal salesmen representation, 
throughout the country. 

4. We are now planning to package 
our product in two pound containers 
in addition to the 25 pound drum, so 
that the product can be more readily 
used by the plumbers of the nation in 
clearing clogged drains and grease 
traps. 

5. 1949 will be a good business year 
provided we all keep our feet on the 
ground and plan our economy on the 
same level as our ability to pay. This 
has always been good horse sense and 
sound prosperity. 

J. E. Ferrari, President, 
The Rooto Corporation, Detroit 


Plumbing Brass 


1. We do anticipate our 1949 pro- 
duction will exceed 1948 by 10 or 15 
percent. 

2. We have expanded our facilities 
for this larger production. 

3. We are planning an enlarged and 
more progressive promotion policy for 
1949. . 

4. We are planning new and im- 
proved products. 

5. I don’t believe that there will be 
much greater volume, if as great as 
1948 in the construction field due to 
the signs appearing in unemployment. 
We have had peak employment this 
year in nearly all fields, but as scarce 
items are catching up, especially in the 
hard lines, production will be in keep- 
ing with the demand. Furthermore, 
due to the scarcity of dollars in the 
various foreign countries and plentiful 
supply of pounds, Great Britain is now 
crowding us in a good many sections of 
the world, and if you will check you 
will find that Italy is producing in- 
creasing amounts of plumbing brass 
items, which competition we will feel 
within six months. 

L. Bloch, ° 
Bloch Brass Co., Cleveland 


Toilet Seats 


Our situation is that we do feel our 
1949 production will exceed that of 
1948. The principal reason for this is 
that we are broadening and adding to 
our line, offering new products which 
we believe will fill a definite need and 
should meet with excellent sales re- 
sults. As a result of these new prod- 
ucts we will have to expand our facili- 
ties somewhat but of course we be- 
lieve in proceeding cautiously until 
experience has shown us just what 
may be expected. 


(Please turn to page 138) 
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What Is This Program ? 


i greatest “special emphasis” period in the 
history of running water for homes in the suburbs and on 
farms will take place in May, 1949, the month designated 
as National Water Systems Month. Slogan of the cam- 
paign will be “Profit Grows When Water Flows”. 

‘Dealers are urged to contact their pump and water 
system supplier for new promotional ideas,” said Herbert 
C. Angster, secretary and executive director of the Na- 
tional Assn. Domestic and Farm Pump Manufacturers. 
“Next May can be the greatest bid in their merchandising 
careers to share in the tremendous market for electric 
water systems. Those living beyond the city water mains 
need all the advantages of running water under pressure. 
This will provide the dealer with a tremendous opportu- 
nity to improve his sa!2s and boost his local reputation in 
electric water systems and allied products.” 

Manufacturers will provide colorful posters and other 
displays describing the many advantages of running water 


under pressure. Every dealer is advised to plan now to 
build his individual campaign around such selling points 
as: 

1, Running water means better health and higher living 
standards. 

2. Running water makes possible all the plumbing con- 
veniences of the city—bright, glamorous bathrooms; new 
kitchens and laundry rooms; basement and back-porch 
showers; water-softening units. 

3. Running water improves all live stock on farms— 
fatter cattle, hogs, and poultry; healthier horses. 

4. Running water reduces labor, offers more leisure 
time. 

5. Running water is a safeguard against fire that de- 
stroys $100,000,000 in rural property and stock every year. 

6. Running water guarantees adequate water for crops 
through properly designed and installed irrigation systems. 





Why Push Water Systems? 


V V HY does the Domestic ENGINEERING deal- 
er push the sale of electric water systems? 

DomeEstIc ENGINEERING dealers have a great stake in the 
sale of electric water systems. Not only do they obtain 
profits from electric water system sales, but also the 
profits from plumbing and cther water-using products 
which can be sold only after the electric water system has 
been installed. 

In brief, Domestic ENGiNEEKING dealers list the follow- 
ing reasons why electric water systems sales should be 
pushed: ' 

1. Selling electric water systems is a good sale in itself. 

2. Prospects are plentiful in the farm and suburban 
areas. 

3. Electric water systems are easy to sell because of the 
benefits they bring to customers at small cost. 

4, The rural market is the great undeveloped market in 
the U. S. 

5. Electric water systems sales make customers instead 
of just sales—either at the beginning or during the follow- 
ing months and years. These customers buy plumbing 
and heating fixtures of all kinds. 

6. Selling electric water systems enhances the dealer’s 
prestige in his community. 

7. Selling electric water systems, and _ particularly 
plumbing and heating fixtures at regular intervals, estab- 
lishes good, permanent dealer-customer relationship. 

8. Selling electric water systems opens the way to sell- 
ing central heating systems. 

9. Widen dealer’s selling market. 
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How Do Dealers Sell Them? 


V \ HAT are the methods which Domestic 
ENGINEERING dealers have found to be the best in locating 
and selling electric water systems profitably? 

A survey of readers by this publication gives the an- 
swers to this question. 

Regardless of the very favorable prospects for electric 
water systems selling—resulting from demand and high 
purchasing power—these dealers know that the consumer 
is offered numerous attractive products which competes 
with the electric water system for the purchasing dollar. 

These dealers know that they must aggressively pro- 
mote electric water systems sales through showroom dis- 
play, advertising in local papers and through mailing 
pieces, setting up displays at county fairs and following up 
hard on leads gathered from various sources. 

What plans are these dealers making for more energetic 
selling and what merchandising facilities do they have? 

The survey reveals that approximately 88 percent of 
the replying dealers have showrooms, are building show- 
rooms or plan to have showrooms. 

How much floor space will be devoted to electric water 
systems by dealers now having showrooms or expecting 
to have showrooms? 

Approximately 65 percent of the dealers replying have 
an average of 90 sq ft of space to be devoted to electric 
water systems display. Several electric water systems 
can be displayed in a space 9 by 10 ft, as well as parts 
and manufacturers’ literature. 

Closely allied with showrooms and the space to be al- 
lotted to electric water systems is the problem of dressing 
up the store so as to give utmost attractive emphasis to 
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Support National Water Systems Month 


6. Information obtained through the county agent. 

7. Information obtained from the superintendent of 
local cooperatives. 

The above tabulation indicates that these dealers are 
well known in their communities, are trusted by their 
customers and build their businesses primarily upon the 
basis of service, quality and satisfaction. There is a close 
relationship between the dealer and his customer. The 
dealer, as an expert on electric water systems, is ex- 
pected to know which type of water system is best suited 
to the customer’s needs. 

These leading dealers consistently advertise. They list, 
in order, the types of advertising found to be most 
effective: 

1. Advertising in local newspapers. 

2. Direct mailing to prospects. 

3. Displays of electric water systems at county fairs. 

They know the answer to, “Why do your customers buy 
electric water systems?” 

The traditional viewpoint has often been that the farm- 
ers buy an electric water system “for the hogs”. 

The survey reveals that these dealers know that a shift- 
ing of basic appeal is in process. Doubtless, some of this 
shift results from the greater spending power of the rural 
population; part of it results from the increased number 
of dwellings in the “rural non-farm” class; part results 
from the farmer’s desire to have a standard of home liv- 
ing comparable to city living, and some of it results from 
the more important position being taken by women as a 
purchasing factor in all lines. 

The survey revealed that 72 percent of the dealers be- 
lieve that “convenience in the home” is the very best ap- 
peal for selling electric water systems. These dealers rate 
the various appeals as follows: 

1. Convenience in the home. 

2. Bigger production of milk, eggs, crops and livestock 
with less labor. 


3. Health protection of family from better sanitation. 

4. Protection against fire. 

These dealers are stressing the idea of home convenience 
for profitable operations. They stress, first, the con- 
venience of having running water in the home; having 
running water for livestock to increase profits and save 
time, and follow through with selling modern living con- 
veniences—water heaters, plumbing fixtures (bathtub, 
lavatory, water closet), shower cabinets, kitchen sinks, 
dairy trays, laundry trays, boilers, water softeners, grease 
interceptors, stock watering equipment, lawn sprinklers, 
milking machines, washing machines and other appliances 
requiring running water for operation. In addition, these 
dealers sell other appliances which they carry but which 
do not require running water in their operation. 

Domestic ENGINEERING dealers employ the role of show- 
rooms in electric water systems selling. 

In the case of farm sales, farmers are accustomed to 
“spending a day in town and looking around”. This means 
that he is a potential customer to every tradesman in 
town. He is vulnerable to all forms of sales appeal, both 
visual and verbal. 

The Domestic ENGINEERING dealer is prepared for these 
potential sales. His showroom is neat, well lighted and 
located at a strategic spot. His displays are advantage- 
ously arranged. His electric water systems are prominent- 
ly located in the showroom. The 90 sq ft area of electric 
water systems display contains two or more types of water 
systems, an attractive arrangement of manufacturers’ lit- 
erature and an equally attractive parts display. 

These dealers realize the opportunity of showroom dis- 
play or activity leading up to and carrying through Na- 
tional Water Systems Month. 

As part of National Water Systems Month, the National 
Assn. Domestic and Farm Pump Manufacturers plan a 
strong advertising program to promote the sale of electri¢ 
water systems during the month of May. This program is 
expected to stimulate continued interest in electric water 
systems sales on a permanent basis. 





Water Systems Market Stimulus 


¥, HAT is the stimulus’. which offers 


Domestic ENGINEERING dealers an opportunity to step up’ 
sales in the electric water systems market? 


According to an estimate of the Rural Electrification 
Administration, approximately 4,020,000, or well over 
two-thirds of all farms, had central station electric service 
at the end cf June, 1948. This may be contrasted with 
the 744,000 farms—only a little more than one-sixth of 

(Please turn to page 180) 


FARM HOUSE FACILITIES (1947) 





In addition to the immediate 
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Water Supyaly Pipe Si3 in 


Here’s how to figure demand on each hot and cold water riser and 
how to design the complete piping system for multi-story buildings 


\ V HEN providing for water supply in any 

building or group of buildings, it is necessary to know: 

1. Number, type and location of each water consuming 

fixture or other water using device, such as laundry and 

air conditioning equipment. All are shown on the archi- 
tect’s or engineer’s plans. 

2. Requirements in quantity and rate of flow (gals. 
per minute) of each type of fixture. Such information, 
when not at hand, can be obtained from manufacturers. 

3. Combined water requirements, both in quantity 
and rate of flow, of all fixtures likely to be in simultaneous 
use at hours of peak load. These requirements or water 
demands may fall into fixture groups or combinations of 
groups. Group demand is difficult to determine and 
probably the estimate never completely satisfies the 
designer, but it has to be made. Simultaneous demand 
has been given much study by experts, and progress has 
been made towards a reasonably satisfactory solution. 

4. Size of water main and variation in pressure, as 
this may determine the need for a house booster pump. 
Also, limitations by the water department, if any, on 
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rate of water withdrawal from the main. This often 
determines selection of either a gravity or pneumatic 
pressure system. Sometimes, water departments insist on 
use of two disk meters rather than a compound meter, 
or have their own specifications as to metering require- 
ments for tests in place. It -is essential that complete 
cooperation be maintained with the water department 
during design. 

Let’s look at design factors for a typical recent installa- 
tion, the eight-story Presidential Apartment building in 
Washington, D. C. It consists of about 128 small apart- 
ments, each containing one bath and one kitchen. Each 
floor above the first has 16 apartments arranged identi- 
cally in plan. Two groups of baths are arranged back 
to back, 10 baths are single, two kitchens are adjacent 
to baths, four kitchens are side to side and five kitchens 
are single. In general, the apartments are designed for 
two occupants and surely not over three. The water 
supply and waste collection system for the above arrange- 
ment requires 25 risers and stacks, numbered from 1 to 
24, with an extra riser (2A) required to serve one kitchen 
































on each floor in a back-to-back group. For illustrative 
purposes, only a basement plan need be shown (Fig. 1). 
Adjacent to stack numbers (in parentheses) is the type 
ef water supply service rendered to each floor, such as: 
two baths (2B), kitchen and bath (KB), two kitchens 
(2K), one kitchen (K) and one bath (B). Also, in Table 
1, column 1 gives the riser or stack number and column 
2, the service rendered to each floor. Columns 3 and 4 
give the type of demand or total number of baths and 
kitchens supplied by each riser. 

The floor levels are 9 ft apart with a 10-ft basement 
ceiling. Assuming that 15 psi operating pressure is re- 
quired on the eighth floor, pressure at basement ceiling 
should be about 45 psi. Assuming that street main pres- 
sure can become this low at times, it is evident that 
house booster pumps to raise pressure, probably between 
15 and 20 psi, will have to be used. As only one zone 
system is required, because the building itself is less than 
12 stories high, the design and space available lends itself 
nicely to a pneumatic pressure system. 


Preliminary Steps in System Design 


Once the “kind of demand” on each hot and cold water 
riser has been established, procedures among designers 
will vary. The author lists one logical procedure: 

1. Sketch the water supply pipe from main through 
meter to pumps and pneumatic tank location. 

2. Sketch cold water pipe from pneumatic tank to 
hot water storage tank taking off cold water branches. 
In most multi-story apartments, the boiler room and hot 
water tank are usually found at rear of the basement, 
while the street main is in front of the building. Some- 
times it is economical to use a cold water loop to con- 
nect risers nearest the outside walls and to reduce friction 
loss to the hot water tauk with a reduced size of piping. 
This is not essential in the selected example. Use corri- 
dors for piping whenever possible and avoid structural 
members. 

3. Determine total fixture units and total probable 
demand in gals. per minute to all risers, considering 
overlapping or simultaneous use of 
most important fixtures on each as 
riser. This completes Table 1. 

4, Lay out the hot water main a; 
from storage tank to branch sup- 
plies and risers, and keep runs as 
short as possible so that riser and 
branch will not exceed 100 ft. 
Letter all important junctions with 
feeder main or sub-mains to assist 
in identifying computations. Show 
hot water return lines. 

5. Make a rough estimate of al- 
lowable pressure loss in risers, 
branches and hot water supply — 
main to obtain pressure required 
in hot water tank at peak load. 
Next, éstimate allowable pressure 
loss in cold water main from hot 
water storage tank to pneumatic 
tank. This will give an idea of 
pressure required by pumps. It 
helps give a concept of the losses 
allowable, but will usually be mod- 

ified by later computations. 
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6. Design the “typical” hot and cold water risers by 
estimating that simultaneous use of water will occur on 
top three floors. 


7. Select riser farthest from hot water tank and, using 
accumulative total demands, design hot water pipe sizes 
to storage tank. Keep sizes so that loss is always be w 
10 psi per 100 ft. 

8. Design cold water supply pipe from hot wate. tank 
to pneumatic tank using accumulative total demand ot 
cold water branches. Keep sizes so that loss is below 
hot water plus accumulative total demand of 10 psi per 
100 ft. 

9. Design or check branch pipe sizes to typical risers 
and others of greatest length. 

10. Determine hot water return (circulating) branch 
pipe sizes to typical risers, assuming water at rest in 
risers. Using accumulative rate of flow of circulating hot 
water, increase size of hot water return main where 
required as additional branches connect to it. 

11. Select house service and meter size. 

Determine pump section and delivery head for normal 
and peak demand, capacity and size of pneumatic tank. 

Select size of hot water tank, etc. 

Use of this outline is all that can be attempted in the 
space of this article. It will be noted, however, that the 
major concept is satisfactory behavior of hot water piping, 
because experience has shown that most complaints by 
tenants originate from unsatisfactory hot water service. 


How to Design the Piping System 


Steps 1 and 2: 
Fig. 1 shows one type of cold, hot and hot water return 
layout following Steps 1 and 2. It may not be the best 


in all respects, but it is in keeping with present practice ' 


and will be used throughout. 

In Step 3, the author suggests use of a method devel- 
oped by Dr. Roy B. Hunter, wherein he applies fixture 
units or “weights” to various fixtures as shown in the 
following table (top of page 105). 
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TABLE 1A 


a Weights of Plumbing Fixtures for Private Occupancy 


—_—_— 











| 
| 





Fixture Weight per Fixture 
or Type of Supply or Group in Fixture 
| Group Units 
athe yam: group Flush tank (total) 6 
Tub with shower “ (cold only) 4 
Lavatory Hot water only 3 
Kitehen dak Total 2 
Hot or cold 15 





Doctor Hunter further offers a load chart (Fig. 2) for 
systems equipped either with flush valves or flush 
tanks. Flush tanks are used in this apartment. See curve 
No. 2 of Fig. 2. Hunter states, “In estimating the demand 
‘load for a supply in any building, the total number of 
each kind of weighted fixture or weighted groups of 
fixtures will be multiplied by the weight of that fixture 
or group (Table 1A) and the products added to obtain 
the total number of fixture units. The demand load is 
‘given by the corresponding ordinate of the appropriate 
It does not include any continuous 
‘demand such as for lawn sprinklers or air conditioning.* 
|... The method of estimating for branch risers and 
other distributing groups is based on the number of 
fixtures or groups supplied through the branch, and the 
weights being selected according to whether the branch 
supply pipe carried the total supply, the cold water only 
lor the hot water only.” 





How to Figure Total Fixture Units 


Using the above method and Table IA, and referring 
ito Table 1, riser No. 1, columns 5, 6 and 7 are computed. 

“lumn 5, total main and cold water branch, is seven 

chroom groups multiplied by six, or 42 fixture units. 
Column 6, cold water branch only, is seven times four 
or 28 fixture units. Using Fig. 2, curve 2, we find the 
ordinates for the respective fixture units are 26, 19 and 15 
gpm as shown in columns 8, 9 and 10. Total fixture units 
and demand loads on all other stacks are shown in Table 
\las they are used throughout the design of both risers. 
| branches and hot and cold mains. Summation of column 
|5 is often used to obtain service and meter size. 
| It should be borne in mind that Doctor Hunter’s studies 
include overlapping use of fixtures as simultaneous de- 
mand. Estimating the simultaneous demands on water 
supplies of buildings has always been far from a precise 
solution, but the method suggested has been checked by 
the writer on six apartments, where very few complaints 
have been registered. Exceptions include hot water tem- 
peratures during early morning hours. It has been found 
adequate and, if anything, somewhat liberal. A study of 
the demand rates in columns 8, 9 and 10 shows that about 
three shower baths or three kitchen sinks could be 
drawing water simultaneously with fairly adequate flow 
tates to fixtures. As Washington, D. C. offices largely 
erate on a staggered time schedule, it is probable that 
the maximum demand period or rush hour period is 
between two or three hours of the day, and simultaneous 
use provided by the values in the table appear to be 
teasonable so as not to cause annoyance or inconvenience. 
ln this building, the shower bath load on hot water ap- 





’ “Methods of Estimating Loads in Plumbing Systems”, U. S. Dept. of 
erce, National Bureau of Standards, Report BMS 65, Supt. of 
ents, Washington, D. C. 
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Hot 27 GPM 17 GPM 22 GPM 18GPM GPM 
Cold 33 GPM 17 GPM 25 GPM 22GPM 10-11 GPM 
HW. Loss 2.2psi. 2.4psi. 2Bpsi 2.9psi. 2.94 psi. FIG.3 
CW. Lose'3.3psi. 2.4psi. 3.6 psi. 433 psi. 2.94 psi. 
Return O.22GPM O020GPM 022GPM 0.20 GPM 0.18 GPM 


pears to be the most significant and one likely to cause 
most complaints, if not properly cared for. 

Some fixtures cannot afford to be affected by large 
pressure drops, such as showers. They should be con- 
nected to sufficiently large risers where large pressure 
drops do not occur. The longer the continuous flow, the 
more it is desirable to have the rate steady and uniform. 
This is particularly vital where hot and cold water are 
mixed to a desired fixed temperature. 

At this stage, it must be realized that pressures in 


TABLE 1 


1 2 3 4 5 6 7 8 9 10 
Kind of Demand, Total Fixture Units Total Demand 
Baths Kiteh- ae - Cold Hot |Main& 


Riser | Serv- 


o ice Colc ol Hot 
Stack Ren- | No. bes - ral A Wate h Be heaps h |W x ¥ Ww ser Water 
No. | dered | No. Branch Branch Branch Branch 
| GPM GPM GPM 
1 B 7 wa 42 28 21 26 19 15 
are ae 7 14 10% 10% 11 9 9 
oh & 8 16 12 12 12 10 10 
3 B 8 48 32 24 27 21 17 
4 B 8 48 32 24 27 21 17 
5 B 8 48 32 24 27 21 17 
6 2K ie 16 32 24 24 21 17 17 
7 K he 8 16 12 12 12 10 10 
8 KB 8 8 64 44 36 33 25 22 
9 KB 8 8 64 44 36 33 25 22 
10 2B 16 96 64 48 42 33 27 
11 2K oss 16 32 24 24 21 17 17 
12 B 9 54 36 27 30 22 18 
13 B 8 48 32 24 27 21 17 
14 K 9 18 13% 13% 13 11 11 
15 K+L 8 16 12 12 12 10 10 
16 B 8 48 32 24 27 21 17 
17 B 8 48 32 24 27 21 17 
18 K 8 16 12 12 12 10 10 
19 K 8 16 12 12 12 10 10 
20 B 8 48 32 24 27 21 17 
21 B 8 48 32 24 27 21 17 
22 K 8 48 32 24 27 21 17 
2K 
2B 




















multi-story buildings are not equal at various points, 
and fixtures at lower levels and greater pressure may 
discharge too much of the supply. Provision often must 
be made after construction to properly adjust the stream 
by insertion of regulators, orifices or partial closure of 
shut-off valves to insure reasonably even distribution. 

Step 4 has been completed on Fig. 1 by showing the 
branches to all risers. Designs will vary. For example, 
a separate branch could be run to riser 22 in place of 
taking it off the branch to riser 21, but design appears 
feasible as only kitchen sinks are involved. Bearing in 
mind that with risers extending upward about 70 ft only, 
even with the longest branches, length from the larger 
supply main or sub-main is seldom in excess of 100 ft. 
This is desirable and also saves time required for design, 
as charts and tables usually express friction loss in pounds 
or feet per 100 ft. Hence, it is easy to make quick esti- 
mates of pipe sizes within the friction loss range. 

To conserve space here, the lengths shown on Fig. 1 
should be assumed to include the additional equivalent 
length of pipe caused by elbows, tees and shut-off valves 
at the base of all riser pipes. Modern copper fittings and 
gate valves have lowered the equivalent pipe loss to 
practically a minimum. 


How to Estimate Allowable Pressure Drops 


Step 5. Estimates of allowable pressure drops can be 
arrived at as follows, using lengths shown on Fig. 1 and 
riser diagrams of “typical” risers shown in Fig. 3. Riser 
numbers that are comparable are shown at the top. Be- 
low are the estimated simultaneous discharges taken from 
Table 1, columns 9 and 10. Adopted friction losses and 
rate of flow of return circulating water is shown. First, 
it is essential to fix operating pressure at the top fixtures. 
While it might be best to take it at 20 psi for showers, 
it is believed that 1lo-psi will give adequate flow to all 
fixtures. As distance between floor levels is 9 ft, the 
static pressure increases 9/2.31 or 3.9 psi for eacn tour 
level below the eighth. I have used 4 psi increase per 


floor. This helps also- to care for losses in the smooth 
fittings of copper riser pipes. Static pressures at all floor 
levels are shown at the right of Fig. 3. They vary from 15 
psi on the eighth floor to 43 psi at the basement ceiling. 

It is now evident that the hot water main pressure 
must not drop below 43 psi and usually should be a few 
pounds above it to overcome friction. Length of pipe 
from top of riser 10 through points a, J, b, c, d, e, Y and 
to the cold water tank is 240 ft. Length from the hot 
water tank to top of riser 1 through J, b, ¢, d, e, g, h, 
and i is 230 ft. Length from the hot water tank to riser 
20 through J, b, c, d, e, Y, and f is 212 ft. If a pressure 
of 60 psi is carried in the pneumatic tank or main, this 
would allow about 15 psi pressure loss available to force 
water to top of the most remote riser. Using this value 
of 15 psi as the assumed loss, we have in 240 ft a drop of 
6.2 psi per 100 ft. In 72 ft of riser, the loss could be 45 
psi, providing the losses in feeder mains and branches 
are kept to the 6.2 psi value. 


When to Increase the Pipe Size 


When the designer, using a given discharge, strikes the 
line showing pipe size with a loss greater than 6.2 psi 
per 100 ft, he should immediately consider increasing the 
diameter to the next largest size. However, some sections 
can carry a greater loss per 100 ft, as other sections will 
show a lower loss. There is no “royal” road to pipe size 
selection, except by repeated trials, as we are dealing with 
compound pipes under more or less maximum flow de- 
mand periods where rate of water usage is varying all 
along the pipe lines. It is not as tedious a task as one 
might think, if proper tables are set up as the investiga- 
tion proceeds. 

Step 6: In designing hot water risers, some very useful 
work has been done by T. S. Rogers of the Association 
of Gas Appliance and Equipment Manufacturers in New 
York City. His method, along with other helpful data on 
water supply pipe sizing, will be given in the forthcoming 
March issue of Domestic ENGINEERING. 





DEALERS JOIN MERCHANDISING PLAN 


other parts of the country, are dis- 
covering that it is becoming increas- 
ingly difficult to make ends meet on a 


PLUMBING contractors in the West 
Palm Beach, Florida, area are being 
encouraged to try their hand at mer- 
chandising appliances through a novel 
plan set up by the Florida Public 
Utilities Company. 

Under the plan, the gas utility as- 
sumes responsibility for many of the 
risks involved in merchandising. 

“We realize that some contractors 
do not have sufficient financial back- 
ing to enter the retail merchandising 
field at desired strength,” Mr. Frank 
Flesher, sales manager of the West 
Palm Beach office, stated. “Some con- 
tractors are wary of carrying a large 
inventory of water heaters, ranges, 
refrigerators, etc., due to price fluxu- 
ations and the fear that prices may 
some time drop substantially. There- 
fore, we encourage dealers who are 
entering the merchandising field under 


this plan to keep only one sample of 
each appliance in his showroom, and 
deliver any sold appliance from our 
stock—making his own installation. 
In this way, he isn’t required to make 
a large cash outlay to maintain a 
sufficiently large inventory to main- 
tain a wide selling range.” 

In addition to the inventory prob- 
lem, Mr. Flesher pointed out, the long 
or short term guarantee granted in 
gas appliance merchandising is also an 
obstacle preventing some contractors 
from becoming retailers. “To do away 
with this, we have taken over the 
entire responsibility,’ Mr. Flesher 


’ said. “We feel that guarantees are a 


good selling point, and by backing up 
the warranties ourselves, cooperating 
dealers do not hesitate to ‘talk them 
up!’ to prospective customers. 
“Some dealers here, as well as in 
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repair or service business only,” Mr. 
Flesher pointed out. “To realize more 
profit, many are now deciding to get 
into the appliance merchandising 
field. The master plumber is in a bet- 
ter position to enter this field than 
any other person.” 

Florida Utilities Company is further 
lending its aid to new retailers by 
running wide-spread advertising pro- 
grams on automatic water heaters and 
other appliances, advising prospective 
buyers to “Get In Touch With Your 
Merchant Plumber.” 

At the present time there are 10,000 
gas meters in a trading area of 75,000 
persons, with only a small percentage 
of these having automatic gas water 
heater installations, Mr. Flesher 
pointed out. Thus, the utility feels that 
there is a wide market already on 
hand for new retailers. 
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Pre-Aypren tice Training 



























Above: This group is typical of the be- 
ginning hopefuls about 14 years old wish- 
ing to enter the piping trades. Basic shop 
work consists of learning hand tool opera- 
tions and development of a proper atti- 
tude of conscientious workmanship. These 
boys become proficient in servicing 
with approximately five years of ap- 
prenticeship plus 720 additional hours of 
part-time school, ahead of them; plenty 
of time for attention to development’ of 
some very fine and necessary skills and 
characteristics. The San Antonio Appren- 
tice Advisory Committee is very much 
interested in this group. 


Right: These boys have been in the Day 
Trade Piping class for a year or two learn- 
ing enough of the skills to make a good 
start as an apprentice. No errands for a 
“pipe stretcher” or “left-handed monkey 
wrench” for these boys! 


To illustrate how the San Antonio (Texas) 
Vocational and Technical High School 
teaches the elements of plumbing, heat- 
ing, air conditioning and refrigeration, Mr. 
W. F. Zettner, head of the Pipes Trades 
course, sent these illustrations of first, 
second, and third year students under in- 
struction. 


In a future issue DOMESTIC ENGI- 
NEERING will present the results of a 
survey of nearly one thousand colleges and 
universities, schools of technology, and 
commercial trade schools teaching courses 
in plumbing, heating and air conditioning, 
and in most cases, other courses which 
will help the student become a good busi- 
nessman and merchandiser as well as a 
good mechanic in his trade. This survey 
supplements the list of high schools and 
trade schools offering plumbing courses 
which DOMESTIC ENGINEERING pub- 
lished last October. 
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Left: This advanced class of day trade 
boys about to apply for apprenticeships is 
specially prepared to learn further from 
lectures, manufacturers’ literature, tables, 
diagrams, service manuals, and study. They 
leave the Day School with an appreciation 
for further study and training. Exceptional 
boys become proficient in servicing house- 
hold and small commercial refrigerators 
and air conditioning units. These boys 
have proven valuable to several of the larg- 
er plumbing shops which have adopted 
merchandising of appliances. Present day 
repairmen without a working knowledge 
of household gadgets are embarrassing to 
shops selling them. These boys have some- 
thing that our industry needs! Upon com- 
pletion of their high school course, the 
students enter a regular apprenticeship. 
The courses are supervised by the San 
Antonio Pipe Trades Joint Advisory Com- 
mittee, comprised of master plumbers, la- 
bor officials, and other interested persons. 
(See Mr. Zettner’s letter on page 84 of 
the January issue.) 
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Here’s how one dealer achieves production line efficiency 
with new layout designed to cut costs and increase profits 


A “PLAN for successful contracting,” de- 
signed to bring lower cost to the customer and higher 
profit to the company, has been developed by Nate and 
Ben Markowitz, Domestic ENGINEERING dealers of Miami, 
Florida. 

Principle objective of the plan is higher efficiency in all 
company operations—particularly in the prefabrication of 
plumbing, heating and cooling equipment to be installed 
by the company, and the speed with which such equip- 
ment is dispatched to the job. Basically, success of the 
plan is built around the company’s “ideal layout” for 
shop, yard and office facilities. 

First, a few words about the company itself, and then, 
how the “ideal layout” was achieved. 

The firm began operations in 1921, doing contract work 
primarily. During the recent war, the brothers handled 
some of the largest plumbing and heating installations in 
the South—including all plumbing at Camp Gordon, huge 
infantry base at Augusta, Ga., the Naval Ordnance depot 
at Macon, Ga., and many other military installations. 

Since then, while searching for a proper site to design 
“the last word in shop, yard and office facilities,” the com- 
pany has concentrated on large apartment house projects, 
hotels and large residences. Among the famous hotels for 
which Markowitz Brothers provided all plumbing and 
heating equipment, are the Lord Carleton, Cadillac, Sea 
Isle, the famous Miami theater, and the 5-story Walgreen 
building in downtown Miami. 

While busy with major contracts of this kind, both Ben 
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and Nate Markowitz took time to visit the establishments 
of oustanding Domestic ENGINEERING dealers elsewhere 
in the country. At all times, the brothers were on the 
lookout for ideas that could be combined with their own, 
and which would help them in the design of a stream- 
lined, efficient yard, which would do away with all 
“bottlenecks” peculiar to plumbing and heating prefabri- 
cation, pipe storage, fittings handling, fixture storage, etc. 
A list of these bottlenecks, drawn up by Ben Markowitz, 
demonstrated that such features as two-story warehouses 
and office buildings, single-entrance yards, exposed stor- 
age for metal parts, etc., were among the worst offenders. 
Therefore, the brothers decided that they would settle 
only for a “one-level operation,” with plenty of space for 
proper departmentalization of the entire business. 

The ultimate result of a long search for a proper loca- 
tion and layout is the new Markowitz yard on 4th avenue 
in northeast Miami—which was pounced upon as “ideal” 
when the opportunity came along. 

Formally opened in 1948, the new facilities of Marko- 
witz Brothers include 42,000 sq ft—with a 2,000 sq ft 
office building, 13,000 sq ft warehouse building (entirely 
roofed over), etc., plus such important additions as a pro- 
duction line lead shop, a large tool maintenance and re- 
pair shop (which is expected to save thousands of dollars 
per year in tool replacement cost), “undercover” dockage 
for seven trucks of various sizes, and a completely de- 
partmentalized setup for soil pipe, fittings, etc., protected 

(Please turn to top of page 165) 
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Top of spread: Photo shows a portion of the new 
shop, yard and office facilities of Markowitz 
Brothers in Miami, Florida. Formally opened last 
year, the new facilities incorporate 42,000 sq ft 
of space—with a 2000 sq ft office building, 
13000 sq ft warehouse and such important ad- 
ditions as a production line lead shop, a large 
tool maintenance and repair shop (which is ex- 
pected to save thousands of dollars per year 
in tool replacement cost), “undercover” dockage 
for seven trucks of various sizes, and a com- 
pletely departmentalized setup for soil pipe, 
fittings, etc—protected from the elements by 
all-weather concrete bins. The plan drawing 
shows details of the new layout—which has 
higher efficiency in all company operations as a 
Principle objective—particularly in the prefabri- 
cation of equipment to be installed by the com- 
pany and the speed with which such equipment 
is dispatched to the job. Details are given in 

accompanying article. Photo also shows a 
Portion of the more than 100 company employes. 

















Contractor 
Legal 
Decisions 


a courts have recently rendered a 
number of outstanding decisions involving plumbing and 
heating contractors. These decisions are presented to 
Domestic ENGINEERING readers for study to help them in 
avoiding similar litigation and aid in winning lawsuits of 
a similar nature. No names or case numbers are included 
in this article but this information is available to readers 
who may require names and citations for preparation of 
individual suits. 

Recently a reader wrote, as follows: “We have a law 
suit to win which we filed against the owner of an apart- 
ment building to collect $1850 for plumbing work. He 
refuses to pay saying that we promised verbally to do 
this job for $1450. Can we win this suit?” 

The answer is yes, if the property owner fails to intro- 
duce witnesses to prove that this contractor verbally 
promised to do the joh for $1450. 


Need Witnesses to Oral Promises 


In a recent case, testimony showed that a plumbing 
contractor sued a property owner to recover a plumbing 
bill amounting to $1372.41. The contractor filed a me- 
chanic’s lien. The property owner argued that the con- 
tractor was not entitled to a favorable verdict because the 
contractor had orally promised to do the job for consid- 
erably less money. However, since the property owner 
failed to introduce witnesses before the court, proving 
that the contractor had agreed to do the job for less than 
$1372.41, the higher court held the contractor entitled to a 
full recovery, saying: 

“The defendants (property owner) were afforded ample 
opportunity to present any defense they might have to 
the claim of plaintiff. They failed to offer any evidence to 
dispute the claim of the plaintiff.” 


Must Prove Injury to Get Compensation 


According to a recent higher court, it is the duty of an 
injured employee to prove, by a fair preponderance of 
the evidence, that he suffered a compensable injury, or 
he cannot receive compensation. 

An employee alleged that he was incapacitated by 
reason of an accident which occurred when he was em- 
ployed as a plumber’s helper. He showed that he was 
guiding a 16 in. pipe on a crane when it struck his leg. 
He continued working at somewhat lighter work for three 
or four months until he was released because of a general 
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layoff. Then he demanded compensation for the injury. 
The higher court refused to award compensation, saying: 

“It was incumbent upon the petitioner (employee) to 
establish a causal connection between his disability and 
the particular accident which was the basis of his claim. 
It was not sufficient to leave the matter to conjecture or 
speculation.” 


Owner May Not Abandon Project 


Frequently, legal controversy arises over legal inter- 
pretation of a contract which contains a clause to the 
effect that the property owner can change or vary the 
plans and specifications, as the work progresses. It is 
important to know that the courts will not construe such 
a contract to mean that the property owner may abandon 
any integral portion of the construction work. 

A city and a contractor entered into a contract which 
provided that the contractor would install a water main 
at $55 a lineal foot. The contract provided further that 
the municipal officials had the right to make any changes 
in the specifications and plans. Later, the municipal offi- 
cials abandoned a portion of the work. The contractor 
sued to recover damages equal to the profits he would 
have earned had the municipal officials permitted him to 
construct the complete job. The higher court held the 
contractor entitled to a full recovery, saying: 

“The right ‘to make any changes in the specifications 
and plans’ in the performance of the work did not, in our 
judgment, authorize defendant (city) to abandon the 
entire work or any integral part of it.” 


. 


Damages from Adjoining Property 


It is well established law that a plumbing firm may 
recover damages from an adjoining property owner 
whose negligence caused the damage. 

In a recent lawsuit, testimony showed that an automo- 
bile garage was located adjoining a plumbing company 
which sold pipe, plumbing supplies and other materials. 
The garage owner maintained on its premises an open 
vat containing highly inflammable petroleum liquids, 
contrary to a city ordinance. This vat of liquids took fire 
from sparks from an emery wheel and destroyed the 
garage and also the building and merchandise of the 
plumbing company. In holding the latter entitled to 
recover from the garage owner $57,199 damages the 
higher court said: 

“All persons and corporations are liable and responsible 
for their own negligence.” 


Can Obtain Mechanic’s Lien 


Modern higher courts consistently hold that proof that 
the property owner did not sign a contract will not pre- 
vent a plumbing contractor from obtaining a valid me- 
chanic’s lien to secure payment for work and materials 
supplies for improving real property. 

A property owner attempted to avoid liability on a lien 
because the contract with the general contractor was 
signed by the owner’s son who had no legal authority to 
sign the contract for the improvements. 

Notwithstanding these facts the higher court held the 
contractor entitled to a mechanic’s lien, saying: 

“The evidence conclusively shows that plaintiff supplied 
the materials set forth in the lien account and that said 
materials actually went into the making of the improve- 
ment on the property.” 
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On the Job 


b PLUMBing PLUMBING & HE "PLUMBING 2 i 
: : G CHEATING & HEATING 


'T GRAVATT GRAVATT 


Jt.$-Par C.GRAVATT 
‘ JES 


: ° sie. 
= jue i410 $433 


e . 1 ' ‘ \ SAUL ¢y 
Fleet of eight trailers used by Charles C. Gravatt of Philadelphia in his 


jobbing operations. Trailers are spotted on the job site prior to the 


Panic successful jobbing operations mechanic’s arrival to service the customer. If a job is scheduled early 

pays. Charles C. Gravatt of Philadelphia has seen to that. in the morning, the trailer is spotted the evening before. Trailers are 

Mr. Gravatt is a jobbing contractor in the Frankford brought to the job site by one of two cars reserved for the purpose. 

section of Philadelphia who has plarined efficient opera- 

tions into reality. Every phase of his operation has been 

designed and streamlined to save time, cut expenses and 
give his customers efficient service. 

Mr. Gravatt’s bid for successful operations is his fleet 
of eight trailers. These eight trailers keep 14 mechanics 
busy—and Gravatt’s system precludes loss of time by 
these mechanics in preparing for their daily assignments. 

Each trailer is carefully equipped with all tools and 
supplies required for the individual job. Information on 
tool and supply equipment is taken directly from the 
job estimating sheet. It is the duty of the mechanic to 
check the estimating sheet and decide what supplies and 
tools will be required for the job. He places his order 
for all necessary material in the hands of the shopmen 


is spotted and that he is to report directly to the job in 
the morning—no traveling to the shop, changing clothes, 
waiting for a truck to deliver tools and supplies and then 
traveling to the job. If a job is scheduled to begin during 
the day, the trailer is spotted early in the day and the 
mechanic is informed and given the address and informa- 
tion for the job, 

Wherever possible, trailers are spotted off the street 
but, in instances where street parking is necessary, the 
trailer is fully equipped with red lanterns to warn traffic 
cf the obstruction. Gravatt uses two automobiles for 
transporting trailers to job sites. 


Checks Trailers Regularly 


whose duty it is to see that the trailer is stocked with Mr. Gravatt regularly checks all trailers to see that 
the supplies requested by the job mechanic. they are in proper working order and thoroughly checks 
If the job is scheduled to start in the morning, the all tools to see that they are in good working condition. 
trailer is taken to the job site the previous evening. The The trailers are 6 ft long, 4 ft wide and 4 ft high. To 
mechanic assigned to the job is informed that the trailer provide easy accessibility, trailers open both in the front 
. ; and rear. They are equipped with all necessary tools and 

One of eight trailers ‘ : , ; 
used by Charles C. accessories for jobbing. Trailers are of all metal construc- 
Gravatt, Philadelphia tien and are painted black with an orange colored adver- 
IF ITS ob pages ge tising message, “If it’s Plumbing and Heating, C. Gravatt”. 


nena * PLUMBING long, 4 ft wide and 4 = The address and telephone number are also painted on 
. & HEATING ft high. Accessibility the trailer body. 


ppp 7 ae of trailer Neatness, too, fits in Gravatt’s operations program. 
JE.5-7410 ° is made both in the 

mi front and rear. The Monthly awards are given to employees on personal 

| trailer is completely appearance. The customer also receives benefits from 


i in th ’ 
oS _— Mr. Gravatt’s demand for neatness. All trailers are 
rials and tools for the equipped with pieces of carpeting for use in the bathroom 


job Wherever possi- cr kitchen to eliminate soiling floors. 


ble, trailers are spot- ; j <i : ‘ 
ted off the street but, Good employee relationship is cultivated by Gravatt. 
should street parking In the shop and basement quarters are rest rooms, 
become necessary, showers and radios for use during lunch time and before 


trailers are equipped 


with warning signals. and after working hours. 
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How to Beat 
the Low Bid 


Many dealers get the job on factors 
other than lowest price. Here’s how 
the same principles can be applied 
to your own business... at a profit! 


hes importance of knowing how to beat low 
bids is spotlighted by the following advertisement: 


FOR SALE AT INVOICE: Stock, tools and accessories 
of plumbing and heating business in a good town. 
Fine opportunity to make money. 


Such an advertisement generally testifies that the 
owner of the business failed to recognize the basic simi- 
larity between old clothes flapping in a cornfield, and 
the idea that jobs are obtained strictly on price. In con- 
sequence, the contractor lost his business to the low bid 
scarecrow. 

On the contrary, Fig. 1 shows a 50 ft bridge-deck 
cruiser owned by W. P. Brock, Charleston, S. C. heating 
contractor, who obviously did not buy the yacht on the 
bleeding red figures of cut-throat competition. 

“Every bid I submit,” says Brock flatly, “includes a 
reasonable profit, because I can’t afford to do business 
otherwise. And I’m busy all the time.” 

To see how many successful contractors do it, let’s 


a 7850 cfm evaporative condenser and a gas-fired steam 
boiler rated at 672,000 Btu per hour. A second compressor 
of 26 tons shares a niche on the second floor with a 7400 
cfm air moving unit, a 4750 cfm evaporative condenser 
and a 3000 cfm toilet exhaust blower. On the third floor, 
in striking loneliness, we observe a solitary 8400 cfm air 
moving unit, used for the moment only in heating. Plans 
for the future will end this loneliness with an allied com- 
pressor and condenser. Fig. 3 illustrates the arrangement, 

All ducts are concealed in the retail spaces of this new 
structure, which brings an impressively modern facade to 
the ancient environs of what the natives call “the most 
historic city in America,’ and thus added to the deep 
concern with which the Condon Company regarded their 
air conditioning from the start. 

Now this deep concern is also our concern, because it is 
the key that ultimately locked out the lowest bid, while 
simultaneously opening the door to the next lowest, 
$1135.00 more on the price tag. 


Why Buyer Rejected the Lowest Bid 


The owner rejected the lowest bid simply because, after 
studying all bids, he became convinced that the second 
lowest bidder could better meet the artistic requirements 
and complicated installation problems of this particular 
installation, and was worth the difference. 

Case 1, therefore, was settled on the intangible factor of 
human confidence. Noting this fact, we should stop for 
awhile right here and ask ourselves what we are doing 
to develop public confidence in our abilities and our 
“know how.” Do people generally think we know what we 
are doing and how to do it? If they do, then we often can 
beat the price scarecrow before the bids are opened. 

The successful contractor on the Condon installation 
was Quattlebaum Company, with W. K. Prause acting as 
sub-contractor on the piping. Here is the equipment: 

Compressors; air moving units; coils and evaporative 
condensers; toilet exhaust blower; gas fired heater; ceil- 
ing outlets; registers and return grilles. 

For Case 2, we will examine the “miracle house” of 
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examine some notable jobs recent- 
ly awarded in the Charleston area, 
Evap.Condener 
On 2nd 
Floor Roof 
26 Ton bk 


which illustrate clearly, in each 
Compressor Wi 


ly price basis. 

For Case 1, take the all-year air 
conditioning system that brings 
comfort to customers and fewer 
finger marks on merchandise in the 
new three story addition to Con- 
don’s Department Store in Charles- 
ton, pictured in Fig. 2. 

The system was designed by 
Patchen and Zimmerman, consult- 
ing engineers of Augusta, Georgia, 
for a summer cooling load of ap- 
proximately 60 tons, and winter 
heating up to 672,000 Btu per hour. 
Machinery space assignments, so 
limited as to resemble those of a 


case, the forces that swung the bid- 
taker’s decision away from a strict- 
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destroyer or submarine, accepted 
the installation of a 35 ton com- 
pressor on the first floor, together 
with a 9300 cfm air moving unit, 
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A=4Ton Air Mover, Coils &Filters B*20-Ton Air beter, Coils & Filters 
FIG. 5- SCHEMATIC ARRANGEMENT OF MACHINERY 
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Commander H. K. Koebig, USNR (ret) and Mrs. Koebig. 
The story of this 20 room mansion, and the extraordinary 
couple who built it, is known from one end of the country 
to another as the result of United Press releases which 
reached the air over the facilities of 600 radio stations. 
Incidentally, this publicity brought the owner two pro- 
posals of marriage from ladies who apparently were un- 
aware of the penalties for bigamy. 

Overlooking the harbor of Charleston, the house suffers 
the full sweep of wintry winds, the hot touch of the sum- 
mer sunsets and, between times, Caribbean hurricanes 
that pile salt water two and three feet deep around the 
walls. The machinery room sits atop the ground and 
under the first floor, like a war-time pill-box of rein- 
forced concrete, with access achieved by a descend- 
ing stairway inside waterproofed walls. Fig. 4 shows the 
arrangement. 

The all-year conditioning plant consists of two gas- 
fired units, one rated at three tons the other at five tons. 
Each unit is complete in itself with its own evaporative 
condenser, pumps and fans. Data on these units, the first 
of their kind in the whole state of South Carolina, are as 
follows: 


Coolin Heating Fan Ratings Humidifier Condensing 
Btu Per fir. Btu Per Hr. Cooling Heating Evaporation __ Water 


37,000 96,000 1200 cfm 1300 cfm 5 gph 256 gph 
65,000 144,000 2000 cfm 1800 cfm 5 gph 425 gph 

Bids on winter heating equipment were restricted to 
gas-fired units, but under the specifications, either 
absorption or the mechanical refrigeration cycle was 
acceptable. When the bids were opened, the ultimately 
successful bidder found himself asking $748.82 more than 
the lowest quotation, $587.82 more than the next lowest. 

Now the analysis of the bids which followed, and based 
on an estimated 20 year life, showed unquestionably that 
the winning company’s bid actually provided the lowest 
cost installation of the lot. Here is the analysis in abbrevi- 
ated form that defeated two lower price bids: 





(Please turn to top of next page) 


By ROBERT H. EMERICK 
Consulting Mechanical Engineer 
North Charleston, S. C. 


Fig. 1 (top, right) shows the 50 ft bridge-deck cruiser owned by W. P. 
Brock, Charleston, S. C. heating contractor, who obviously did not buy 
the yacht on the bleeding red figures of cut-throat competition. “Every 
bid | submit,” says Brock, “includes a reasonable profit, because | 
can’t afford to do business otherwise. And I’m busy all the time.” 
Article shows how many dealers swing the bid-taker’s decision away 
from a strictly price basis with such elements as confidence in the 
dealer's ability to make the best installation, advertising, an analysis of 
the equipment’s projected operating costs over a given period, etc. 


Fig. 2 (second from top, right) shows the new three story addition to 
Condon’s department store in Charleston. The owner of this store 
rejected the lowest bid for the new heating and air conditioning system 
simply because, after studying all bids, he became convinced that the 
second lowest bidder could better meet the artistic requirements and 
complicated problems of this particular installation. 


Fig. 3 (bottom, right) illustrates arrangement of air conditioning equip- 
ment for the Condon installation. 


Fig. 4 (second from bottom, right) shows arrangement of heating and 
air conditioning equipment in the “miracle house” of Commander 
K. Koebig in Charleston (described in article). 


Fig. 5 (left) shows the relative locations of equipment for the summer 
cooling system recently installed in the largest bank in South Carolina. 
Article shows how the second lowest bidder won the contract for this 
job, simply because he allowed 342 extra tons of compressor capacity 
to take care of a possible future addition to the air conditioning system. 
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How to Beat the Low Bid 


(Continued from center of preceding page) 
TABLE 1—Initial Investment Costs 


Winning 








Lowest ” Next Low 








Item Bidder Bidder Bidder 
SEE iscsi deen sae $ 8,529.00 $ 8,690.00 $ 9,277.82 
Foundation Costs ..... 300.00 250.00 200.00 
Electrical Connections . 250.00 250.00 125.00 
Miscellaneous, 5% Est,. _ 453.95 459.50 480.14 
PD obwctevanaad’ $ 9,532.95 $ 9,649.50 $ 10,082.96 





TABLE 2—Annual Operating Costs, Cooling Cycle Only (Gas 
for Winter Heating Would Be the Same for All Bidders) 














Lowest “Mest Low Winning 
Item Bidder Bidder Bidder 
Interest on Investment 

es | SER bee $ 381.32 $ 385.98 $ 403.32 
Electricity, @ 5¢/Kwh 466.00 350.00 84.00 
Gas Cost, 

(cooling only) ...... Xs i 171.20 
Amortization, 20 Yrs. .. 476.65 482.48 504.15 
Maintenance, Est. 3% .. 285.99 289.49 302.49 

Total Annual Costs.$ 1,609.96 $ 1,507.95 $ 1,465.16 
TABLE 3—Summary of Analysis Data 
: | — —- ia 
Item Bidder Bidder Bidder 
Total Operating Cost, 

Cooling Only, 20 Yrs. $ 32,199.20 $ 30,159.00 $ 29,303.20 
Initial Investment ..... __ 9,532.95 9,649.50 10,082.96 
Total Owning Cost 

~ ek aay |” 41,732.15 39,808.50 39,386.16 
Premium, 20 Yr. Life 

of Equipment ....... $ 2,345.99 $ 422.34 





If we give some thought to the foregoing tabulations, 
we see that low bids do not rest exclusively on the quoted 
price. Operating costs have the power to completely re- 
verse relative quotations, and we will do well to give 
thought to this factor when assembling our bids. We 
should not only familiarize ourselves with the most favor- 
able rates for electricity, gas and water, but should 
arrange our bids to make the best possible use of our 
information. For a case in point, let's make sure that 
competitive bids are analyzed by the bid taker; this prac- 
tice unfortunately is not universal, and the lack of analysis 
is an important feature of the low price scarecrow’s 
character. If we lose jobs on apparent comparisons and 
not actual analyses, we may be considered remiss in our 
sales efforts. 


Perfect Dovetailing of Construction Schedule 

The “miracle” of the Koebig house, incidentally, lies in 
the extraordinary and perfect dovetailing of a compli- 
cated construction schedule that carried the job from 
vacant lot to occupied home in less than 4 months, and at 
approximately one-half the cost estimated by experienced 
general contractors. This accomplishment is given per- 
spective when we observe that 160 piles, varying from 60 
to 70 ft long, were driven into the filled earth of the 
waterfront to carry the structure, and that many of the 
horizontal air ducts for the conditioning system are com- 
pletely buried in the concrete floors, thus necessitating 
critical co-ordination of duct construction and concrete 
pouring. This arrangement of the horizontal ducts was a 
distinct improvement over the original design which 
showed them under the floors, and was worked out by the 
winning bidder after award of the contract. 

Simons and Lapham, F.A.I.A., Charleston architects, 
drew the plans and supervised construction throughout. 
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Case 3 will demonstrate, at the bag factory of Morgan 
Brothers, North Charleston, S. C., the power of advertis- 
ing to defeat a low bid. Morgan Brothers home office is in 
Richmond, Va., and the firm is engaged in making burlap 
and paper bags for national accounts. 

The North Charleston factory occupies a concrete and 
tile building, in which automatic machinery of large size 
turns out a snowstorm of unfinished bags each hour to be 
caught up by the waiting hands of seamstresses and 
counters. A fairly high temperature must be maintained, 
usually 74F or above, for the work is sedentary and nim- 
ble fingers cease to be nimble if they break out in goose- 
pimples. 

The building being held on lease, the company natural- 
ly wanted a low cost heating system, and if the system 
could be taken with them in the event of a move, so much 
the better. Now in this area warm air heating bears a 
low price tag, and as winter air conditioners likewise are 
portable within reason, specifications were prepared for 
three of them. Two of the three were scheduled for 
factory sites, the third for office service using a duct 
system for distribution. Each heater had the pleasure of 
owning its own stack, a steel pipe that projected straight 
up and through the factory roof. An interesting feature 
of the design is the overhead fuel oil piping to the heaters. 
The copper piping ascends the outside wall of the build- 
ing from a buried storage tank, then enters the factory 
about 16 ft above the floor and fans out at this level like 
tracks in a railroad switching yard. A drop leg from this 
overhead network connects to each burner. The two-pipe 
return system for oil handling is used, in order to avoid 
the need for auxiliary pumping equipment. 


Low Bid Beaten by Advertising 


When the bids came in, the range was considerable. If 
we consider the lowest one as par, the next lowest was 
$140 over par, followed by one $145 over, then $465, 
$1172.21, and finally $1805.00. As all of them met the 
specifications, the low bidder seemed to have a solid grasp 
on the job. Sending the papers to Richmond for the final 
decision seemed to be a mere formality. 

Now here is the point at which, as the stage magician 
says, we should watch closely. Richmond, without know- 
ing too much about the mechanics of any heater, had 
observed considerable advertising for the units being 
offered by the third lowest bidder, and naturally the 
photos of his conditioners, which this contractor thought- 
fully had attached to his bid, showed up like portraits of 
an old friend. A few local inquiries brought in completely 
satisfactory reports, so, presto!—the award was made at 
$145 above the lowest bid. 

The obvious lesson of this case is that advertising does 
pay. Not only national advertising, but local advertising. 
If the losing bidders had sent along a list of their national 
accounts, perhaps if they had included a few recom- 
mendations from Charleston or Richmond users, recom- 
mendations which each of them could have rounded up, 
the decision might have been different. As it was, not so 
much as a tear sheet accompanied the majority of the 
bids. The low bid was beaten by advertising. 

Case 4 illustrates how effective giving a little more for 
the money can be, in turning decisions away from low 
bids. Going two miles when asked merely to go one is 4 
sound procedure. In this case, for example, involving 4 


(Please turn to top of page 122) 
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Pefresher Course... | 


This continues the series of articles taken from, and built around, the “refresher 
course” conducted by the American Society of Sanitary Engineering in connection 


with its recent Phoenix convention. 


Below is a report by Mark Cockrill, representing the 
American Washer and Ironer Manufacturers Assn., on 
the subject of safety provisions in the installation of 
automatic clothes washers. Part of the discussion on 
this subject, which followed his talk, is also reported. 


l DO NOT know whether you gentlemen 
realize the tremendous growth over a short period 
of time that automatic washers have had. It was only 
as recently as 1938 that automatic washers were in- 
troduced in America and at that time, there was one 
company which struggled through the first year and 
built about 150 machines. This year, in 1948, there 
will be about a million units produced. So, not count- 
ing the war period, there has been a growth from 150 
units to a million in six or seven years. I think that 
has been unparalleled in any other mass produced 
item in this country. It is a pretty good record, we 
feel. 

I was just reading the Sunday paper last evening 
and I noticed a little article on the leading cities. 
There were some questions and answers. It says, 
“What United States city of one million or more leads 
in homes equipped with electricity, radios, running 
water, and modern plumbing?” I had no idea of the 
city that it would name. However, it named Boston, 
Mass. That is rather ironical, I think, because this 
first refresher course was held in Boston, and at that 
time, as I mentioned before, our industry knew very 
little about water contamination because of the fact 
that we had not been associated or come into contact 
with plumbing. 

So we went back and talked to the individual manu- 
facturers and tried to tell them that there were viola- 
tions and explained to them, with our own limited 
knowledge, how they should be corrected. It was 
pretty hard to do. It was hard to understand. 

It was only about nine months later that I happened 
to be back in Boston; this city which is named as the 
one having the most modern plumbing systems. I was 


’ with an executive of our 
Back-Siphonage company in one of the ho- 
Witnessed: 


tels. We turned on the cold 

water and there was not 
any cold water coming out. On the train going to Bos- 
ton, I had been trying to tell him about cross connec- 
tions, and the fact that you might hit a negative pres- 
sure on your cold water side, etc., etc. So we went into 
the bathroom and here in the same hotel—it was just 
too strange to be true—was the fact that there was 
no pressure on the cold side. It so happened that this 
plumbing was the oldest I have ever seen in any hotel, 


This is the third installment in current series. 


and the spigot was down below the level of the basin 
in both the bathtub and in the wash basin, and had 
it been full, it would have drawn all of this contami- 
nated water back into the cold water line. We found 
out later that they were doing some repair work. A 
main had burst and so they shut off the water. It 
was drawing all the cold water down out of the hotel. 

I believe that I know for a fact that all of the ma- 
chines produced now, all domestic automatic washers, 
have an air gap or some accepted means of preventing 
such back-siphonage. It might be interesting to state 
in closing that we, as an industry, the American 
Washer and Ironer Manufacturers, have just approved 
a long range research program to cover such subjects 
as this. It will also be on such basic research as the 
improvement in the art of cleaning clothes. We feel 
that it is rather virgin territory and the fact that a 
million machines have been built this year, is rather 
small as compared to the number that will be built 
in the future. The demand is tremendous and we 
want to do the job right and see that they are built 
right and do a more efficient job of cleaning clothes. 

Mr. Readey: Would you explain some of the things 
that had to be changed in the equipment manufac- 
tured by the members of your association to make 
them absolutely safe? 

Mr. Cockrill: I will have to take rather specific 
cases without mentioning names. In a large number 
of instances, the water in- 
let was submerged in the Corrected, 
washing receptacle. Auto- For Safety 
matic washers are of three 
or more basic types. There is a cylinder type which 
rotates the clothes in one direction. There is a cylin- 
der type which rotates the clothes in alternate direc- 
tions; that will rotate one direction,.stop, and rotate 
in the other. Then there is the agitator type within a 
spinning basket, and then there are some vibration 
or bouncing types of mechanisms which clean clothes. 

In all of these, I believe, there were either some 
minor or major violations, in that the fresh water was 
introduced into the receptacle which had the wash 
water. It was introduced below the overflow level, 
which could, in freak conditions, back-siphon into the 
fresh water line. To correct that, it was necessary in 
most cases to retool the tub, redesign the cabinet, and 
introduce this water through an air gap of an inch or 
more, depending on the size of the water inlet. This 
was so that if there should be a negative pressure on 
the water inlet, it could never draw back through the 
lines, or if it overfilled the water would run out on the 
floor rather than contaminate the fresh water. At no 


(Please turn to page 116) 














More than a million automatic 
washers have now been built 
and sold in this country. All 
standard makes are now safe 
from back-siphonage, provided 
they are correctly installed 


(Continued from page 115) 
time does the fresh water and the wash water come in 
contact now. 

One manufacturer had to actually redesign and 
retool all of the cabinet, the tub and part of the frame. 
The mechanism was so tied up that it made the altera- 
tion of all of those units necessary. It was very will- 
ingly done and it was entirely through ignorance that 
it ever was done wrong in the first place. 

Mr. Smoot: On the domestic washers, when you 
have a pump on your machines to pump out the waste, 
do you insist on a high outlet in case the waste line 
is stopped up? Do you take care of that in any way? 

Mr. Cockrill: If I understand your question cor- 
rectly, Mr. Smoot, we never have the outlet on the 
pump—is that the point you refer to? 

Mr. Smoot: This is what I have reference to. We 
have found in a number of cases, where the laundry 
tub is removed entirely on a domestic washer, and 
your washing machine was connected up directly to 
the trap, in that case many times the sewer being 
stopped up, will break the pump or it will force the 
sewage clear up on the roof and then down the gutter. 

Mr. Cockrill: Well, the most accepted practice of 
hooking them up is pumping into the laundry tray’ 
However, in cases where the laundry trays have been 
removed and the water is pumped into the sewer 
above the trap, we try to leave an opening. Most 
manufacturers recommend that the waste water be 
pumped into an open funnel and then into the trap. 

s If there is a stoppage and 
Indirect a backflow, it would go out 
: to the floor, but it has to go 
Connections some place. The methods 
of installation and hooking these units up vary quite 
widely, due to geographical conditions and the place 
they are being installed. In the South and West, ever 
so many of them are installed on back porches, and, 
of course, that is entirely out of the question in the 
northern United States, so it does alter the conditions. 

Mr. Readey: Mr. Cockrill, may I answer Mr. 
Smoot’s question partially there? That connection has 
been quite controversial throughout the country. I 
think the accepted practice for installation is in ac- 
cordance with the local requirements. In some loca- 
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tions they insist on a direct connection to the sewer 
or waste line, because it is considered a plumbing 
fixture, and in some instances, the codes are written 
that all plumbing fixtures must be indirectly con- 
nected to the waste line. In other locations, they will 
not allow them to connect direct to the waste line. It 
must be connected through an open gap or an open 
connection. I think that the ASSE, from the stand- 
point of public health protection, would much rather 
suggest that they go through an open connection so 
there is no possibility of sewage backing up into the 
unit. 

Mr. Smoot: I am just bringing this point up. It may 
be possible that in a smaller city they do not have this 
question, or it has never been presented to them, but 
we do know this; that where it is connected up solid, 
that the pump in the machine is generally broken 
through the pressure that is in there when the vent 
is stopped up. There is another that the manufac- 
turers in the West have i 
requested, and in certain Air Gap 

Provisions 


cities in the West, they 

have agreed that where the 

laundry tub has been removed, the trap is pushed 
against the wall and they have extended a two inch 
pipe up above the regular laundry tub height and 
then the waste line is hooked over the top of that; 
making an air gap on both connections. 

Mr. Cockrill: I see. This two inch pipe is extended 
to about the height of the laundry tray? 

Mr. Smoot: Yes. 

Mr. Readey: For a matter of record, I would like 
to also say that the U. S. Public Health Service and 
many of the state health departments are advocating 
a safe gap or open connection on all equipment where 
any food or clothing is handled. 

Mr. Donnelly: Did I understand you to say on your 
machine you would extend a two inch pipe up above 
the machine for a vent? Wouldn’t a pipe depend 
upon what size the waste was for your vent and also 
that vent should be connected to a vent line? 

Mr. Cockrill: I think that suggestion of handling 
the waste water was mentioned by Mr. Smoot of 
Los Angeles. He said that 
they are extending a piece Above-Trap 
of, I believe, two inch pipe € 
into the drain up to a Hook Up 
height about the same as the laundry trays. At that 
point, the goose neck or drain elbow is hooked into it. 
That is above the trap. I think that would be an 
accepted means of handling the waste water. 

Mr. Cockrill: That was automatically vented in 
the drain. That particular piece of equipment is not 
vented. 

Mr. Donnelly: You stated the two inch pipe would 
be run up above the machine. It should be connected 
to the vent line. 

Mr. Readey: Mr. Cockrill, I think maybe you did 
make the statement that the vent line was run up 
and used as a waste. I think there was probably a 
two or three foot piece of pipe put into the trap and 
extended up above the height of the laundry tub, and 
the overflow from the unit was thén inserted, or the 
end of the hose inserted through a safe air gap into 
that two inch line. Does that clarify it? 
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For a neater job, a 






_ information to aid in specifying 


NoRTH 


204 Plum Street, Elkhart, Indiana 


Without obligation please send me a copy of 
your new catalog F, 


Name 


Sead for Catalog F! A new 


Better Profit! 


NIBCO 













The Nibco line includes Tees, El- 
bows, Couplings, Return Bends, 
Adapters, Unions — everything 
you need to go with the tube. 






Formed without seam or weld, from the same 
tubes with which they are used, Nibco Wrot Fit- 
tings have a smooth interior finish which insures 
a perfect joint. Light in weight because no excess 
metal is needed for cutting threads. Precision-made 
to fit, they speed the job and make a quality in- 
stallation with economical light weight copper 
tubes. It will pay you to standardize on the com- 
plete line of Nibco Wrot fittings. 


manual of technical and selling 


and ordering Nibco fittings and 
valves, 


co on as ooo om os os os ms 


ERN INDIANA BRASS CO. 


NORTHERN INDIANA BRASS CO. 


204 PLUM STREET, ELKHART, INDIANA 





Address 





City 





State 


QUALITY VALVES AND 





FITTINGS SINCE 1904 














Sewer Sizes 

We have a washing machine used 
by a soft drinks bottling works that 
discharges 3600 gallons of water per 
hour. 

Please advise if a 6 in. sewer will 


take care of this amount of water. 
Tenn. H.W:S. 


To the Reader: 

If the discharge of wash water is at 
a constant and continuous rate which 
amounts to 3,600 gph this is 60 gpm. 
The amount of water which a sewer 
will carry off within certain limits is a 
function of the pitch of the sewer and 
we find that a 6 in. sewer running full 
will carry the following amounts of 
water: 


Fall per 100 ft of Run Gpm 
1 in. 75 

2 in. 105 

3 in. 129 

6 in. 183 

9 in. 224 

“AZ in. 250 


*Fall of % in. per foot 


From this it would seem that if you 
have any reasonable pitch at all in the 
line, it should be more than ample. 


Reducing Valves 


Tc the Editor: 

We are installing, in a college build- 
ing, some motorized and reducing 
valves. We have a pressure of 70 lb 
on the high side of the reducing valves 
and are having difficulty in getting 
these valves to work properly. 

We would appreciate your sending 
us a sketch showing the proper in- 
stallation of the valves. We would 
like to maintain about 5 lb on the low 
pressure side. 


Va. E. M. M. 


To the Reader: 

A sketch of a reducing valve assem- 
bly properly arranged is shown in Fig. 
1. In this sketch the steam at high 
pressure enters through the “high 
pressure steam main” at the left, 
passes through a gate valve which can 
cut off the steam from the entire as- 
sembly and flows on past a strainer 
and into the reducing valve where the 
pressure is reduced and comes out of 
the valve into a larger size “low pres- 
sure steam main” which leads the 
steam at reduced pressure to its point 
of utilization. The assembly also in- 
cludes a “bypass” in which a globe 
valve is located which bypass can be 


used, if anything happens to the pres- 
sure reducing valve, by employing the 
globe valve as a “throttling” valve and 
closing off the pressure reducing valve 
and strainer by the gate valves shown 
on each side of the pressure reducing 
valve-strainer combination. 

At each end of the bypass a pressure 
gage is located, one showing the pres- 
sure of the high pressure steam being 
supplied to the reducing valve and the 
other the pressure of the low pressure 
steam being delivered by the pressure 
reducing valve. On the low pressure 
side of the globe valve a safety valve 
is installed to protect the low pressure 
side against unduly high pressure, 
should the pressure valve ever stick 
in the open position and admit too 
much high pressure steam to the low 
pressure side. 
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Fig. 1, above, illustrates for our Virginia 

reader a typical installation of a steam 

pressure reducing valve, with indicating 
gages and manual by-pass valve. 


The steam supplied to a pressure re- 
ducing valve should be dry steam and 
not contain any condensate; so a drip 
is supplied close to the pressure re- 
ducing valve inlet. This drip is taken 
to a high pressure trap from which it 
is discharged from the system. 

In the sketch the pressure reducing 
valve shown has an expanded outlet; 
that is, the outlet of the valve is about 
twice the diameter of the inlet. All 
small pressure reducing valves, and 
some designs of larger valves, are 
straight type; that is, the outlet is the 
same size as the inlet. When valves of 
this type are used, it is necessary to 
change from the smaller high pressure 
steam pipe size to the larger diameter 
low pressure pipe size. This custom- 
arily is accomplished by using a short 
nipple on the outlet of the valve fol- 
lowed by an increaser which enlarges 
the pipe size to that of the lower pres- 
sure line. 
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Expanded Outlet 
Trap 7 (Increaser) 


-— Questions From Peeaders 


Clogged Grease Traps 


To the Editor: 

Our company has been in the 
plumbing contracting and repair busi- 
ness for the past twenty-five years, 
during which time we have served a 
large rural area and through this 
service have gained a great deal of 
experience in regard to sewage dis- 
posal. We have, however, during the 
past year encountered more and more 
trouble with our grease trap installa- 
tions. 

Our understanding of the theory 
upon which a grease trap operates is 
that the trap should be large enough 
to hold sufficient water so that all in- 
coming water will thoroughly cool in 
the trap. When cooling, the water and 
grease is separated, the grease form- 
ing at the top and the clear water 
being taken off at a 
point close to the bot- 
tom. (We are referring 
to concrete or brick 
constructed grease 
traps, not manufac- 
tured grease traps). 

For many years we 
have installed grease 
traps of various types 
and sizes and have had 

oe a very little trouble; 
gaa however, as mention- 
ed, during the past 
year we have had constant trouble 
with a number of our installations and 
we believe it to be due to the new soap 
powders being used. We feel sure that 
you have probably had this question 
come up before your department be- 
fore and that you may have some sug- 
gestions as to correcting the trouble 
we are having. 

All of the grease trap installations 
are installed either in accordance with 
state and county health regulations, 
or in several cases, the grease traps 
are much larger than required and 
the fields much longer. 

We find that on all of the installa- 
tions we are having trouble with there 
is little or no separation of the grease 
or soaps from the water. Our theory 
is that apparently the new soap pow- 
ders are being held in suspension in 
the water and for that reason do not 
separate in the trap. 

We have also noted one condition 
common to all these systems and that 
is a collection of a jell substance on 
all parts of the system that come in 
contact with the water; also, that this 


(Please turn to page 120) 
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YOU DO YOUR BEST WORK WITH 


REVERE COPPER WATER TUBE 





This beautiful and efficient radiant panel heating system is in the 
Revere Quality House in Seattle, Washington, Revere Copper Water Tube 


DOMESTIC 


was used exclusively. Installed by Johnson Plumbing Co., Seattle. 


_ the beginning of the instal- 

lation throughout a lifetime of 
continuous service, Revere Copper 
Water Tube is ideal for radiant panel 
heating. 


Revere Copper Water Tube speeds 
installation because the 60-foot coils 
eliminate many joints. Where joints 
are needed, they are quickly made 
with solder type fittings. You can 
bend this tube readily by hand, using 
simple wood templates to provide 
the proper radius and spacing. And 
you can handle it easily because of 
its relatively light weight. 


In radiant panel heating, just as in 
water supply and other types of heat- 
ing systems, trouble always costs more 
than Revere Copper Water Tube. The 
permanently smooth interior of this 
tube reduces frictional resistance to a 


minimum. It is highly resistant to 
corrosion attack from water in the 
heating system; hence rust accumula- 
tion is eliminated. And the coefficient 
of expansion of Revere Copper Water 
Tube is almost identical with that of 
plaster, which is an important advan- 
tage in wall and ceiling installations. 


It will also pay you to install such 
other long-lived Revere materials as 
Red-Brass Pipe; Sheet Copper and 
Herculoy for tanks, ducts, pans and 
trays; Dryseal Copper Refrigeration 
Tube (dehydrated and sealed); Cop- 
per oil burner, heat control and 
capillary tubes. 


Revere materials are handled by 
Revere Distributors in all parts of the 
country. The Revere Technical Advi- 
sory Service is always ready to serve 
you. Call your Revere Distributor. 
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COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, New York 


Mills: Baltimore, Md.; Chicago, Il.; Detroit, Mich.; 
New Bedford, Mass.; Rome, N. Y. —Sales Offices in 
Principal Cities, Distributors Everywhere. 











QDuestions From Pleaders 





(Continued from page 118) 


jell is readily soluble in cold water. 
For instance, the edges of the grease 
trap, the disposal field pipe, the joints 
in the pipe, and the aggregate under 
the field pipes become full of this jell. 

It seems to us that in order to solve 
this problem it will be necessary to 
pass the water through a filter rather 
than a trap on the theory that the 
soap and grease in the water will col- 
lect on contact in the filters; however, 
we are again doubtful whether this 
will work inasmuch as the jell will 
gradually collect on the filter mate- 
rial, the passage of water through the 
filter will become restricted and due 
to this jell being very soft and readily 
soluble, it will again be carried 
through the filter. 

We would appreciate very much 
your analyzing this and advising us 
as to any experience you have had 
with similar circumstances, and also 
the names of any manufacturers that 
may make equipment that will be 
satisfactory under the conditions men- 
tioned. 

Ala. W.RR. 


To the Reader: 

There may be something in your 
theory, for the soap manufacturers 
have been looking for a method of 
holding the grease in suspension in 
the water and it may have been that 
some of them have reached a certain 
degree of success. 

Grease interceptors are designed to 
separate the grease from the waste 
water by utilizing the phenomenon of 
differences in specific gravity. If, due 
to the addition of some physical or 
chemical reaction, this differential in 
specific gravity is destroyed, the 
grease will not be separated within 
the interceptor. 

Of course, it is entirely possible 
that the trouble confronting the reader 
stems from the following reasons: 

1. The interceptors are not effic- 
ient enough to do a good job of grease 
removal. 

2. The flow rates through the in- 
terceptors are not being properly 
controlled. 

3. The interceptors are not being 
properly cleaned and maintained. 

The answer may be to install a 
properly designed commercial inter- 
ceptor, equipped with the necessary 
flow control device, and follow 
through on a regular schedule of 
cleaning at intervals frequent enough 
so that the interceptor does not be- 


come overloaded and disgorge the re- 
tained grease into the disposal system. 

Incidentally, the theory about 
grease separating more readily when 
the grease and water are cool is de- 
batable. Grease separates more read- 
ily from water when the grease is hot, 
since warm or hot grease has a lower 
specific gravity than cool grease, many 
authorities contend. 

We are unable at the present time 
to give the complete answer on the 
effect of the new soap powders on 
grease. 

Should it prove to result in the diffi- 
culties which you have noted it un- 
doubtedly will be necessary to take 
steps to separate the grease by some 
other means. Just what this would 
be we are at this writing unable to 
surmise. 

On the other hand, this is the first 
complaint which we have received of 
such a result and it would seem that 
with all of the grease traps in the 
country and the quantity of powdered 
and flake soap being sold, others of 
our readers should have experienced 
similar results. If any of our readers 
know of any such cases we should be 
pleased to have their comments. 


Top Connection 


To the Editor: 

On a hot-water heating system or 
tank-heater system with old type of 
steam radiators, is it possible to oper- 
ate with the main or feed pipe con- 
nected at the top of the radiator and 
the return pipe connected to the bot- 
tom of the other end of the radiator? 

If this type of connection will not 
work, will you please explain why 
not? 

Pa. W. E. D. 


To the Reader: 

Our reader has us a little confused 
by suggesting an old type of steam 
radiator with a top connection, al- 
though radiators in times gone by 
have been produced by many manu- 
facturers and in varying. types. 

The usual type, however, was sup- 
plied with bottom inlets on both ends 
and no top inlets. The basic distinc- 
tion between the steam type of radi- 
ator and the hot water type is that in 
the steam type the radiator sections 
are connected together with radiator 
nipples at the bottom while the hot 
water type is connected by radiator 
nipples at both top and bottom. 

This is illustrated graphically in Fig. 
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1 for steam and in Fig. 2 for hot wa- 
ter. The radiator nipples are shown 
elongated into short pipe nipples in 
order to emphasize the explanation. 
In the steam radiator the steam en- 
ters at the bottom of the inlet end and 
rises up into the loops while the air 
in the loops, being heavier than the 
steam, drops down and is pushed 
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HOT WATER RADIATOR 


An exaggerated drawing showing the dif- 

ferences between steam radiators and hot 

water radiators is shown for our Pennsyl- 

vania readers, with the proper and pre- 

ferred connections indicated in Fig. 1 and 
Fig. 2, above. 


through the bottom nipples over to the 
return end of the radiator, where it is 
expelled out of the air valve. 

The most desirable position of the 
air valve is approximately level with 
the bottom tappings. In order to elim- 
inate possible troubles with the air 
valve occasioned by water in the bot- 
tom of the radiator—especially when 
the radiator is just heating up and the 
amount of condensation is large—the 
air valve tapping usually is raised up 
from the bottom of the radiator about 
one-third the height of the radiators. 
This also is shown in Fig. 1. 

This radiator will work with steam 

(Please turn to page 141) 
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This ultra-modern single-story warehouse and office building of 
Hibbard, Spencer, Bartlett & Co., at Evanston, Ill., offers fitting 
testimony of this firm’s 93 years service to the hardware trade. 
1060 by 800 feet—20 acres under roof—set in 35 landscaped 
acres, it has 3 built-in switch tracks which permit unloading 40 
freight cars at one time. . . all within 75 feet of the merchandise 
bins. A drag-line truck hauling system helps fill orders in 40 minutes. 





STEEL 


So huge is this modern warehouse that it could 
house 12 full sized football gridirons, specta- 
tors and all! Yet the heating job is easy with the 
flexible battery of five Type ‘'C’’ Oil-Fired 
Kewanee Boilers. They can be cut in and out 
singly or used all at one time to meet every 
heating load always with maximum efficiency. 
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51 Million Btu 
Battery of Five 


Type a 
Heats 20 Acres 








KEWANEE 


BOILERS 


Capable of supplying a tremendous quan- 
tity of heat . . . 51 million Btu's . . . these 
mechanically-fired, low pressure Kewanee’s 
provide steam at low first cost and then 
continue to show big savings in operating 
and maintenance costs for the lifetime of 
the building. 
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How to Beat the Low Bid 


(Continued from bottom of page 114) 


summer cooling system for the largest bank in South 
Carolina, the specifications set forth definite minimum 
capacities for compressors, fans, coils, etc. 

To understand the full significance of what happened 
next, we must examine the relative locations of equip- 
ment, which appear in Fig. 5. We also should note that in 
one large room of the’ main building, a three ton package 
cooler has been operating satisfactorily for several years, 
while the Board of Directors’ room on the floor above is 
excluded for the present from the air conditioning load. 

The possibility of adding one or both of these rooms to 
the central plant cooling system at a later date is apparent 
to all eyes, or at least it should be, despite the omission of 
any direct reference in the specifications. 

Prior to the taking of bids, there was no conscious in- 
tention of letting this unnamed factor influence the awards, 
and that it did suddenly become important is chargeable 
directly to the low bid itself. This bid met the specified 
minimums exactly, with nothing to spare, and of course 
the question immediately arising was: 

“Is it safe to buy an installation with nothing to spare?” 

Before answering this question, suppose we look at the 
bid next lowest in price. For an initial out of pocket 
$549.00, we will obtain all that we specified plus 34% extra 
tons of compressor capacity. Operating costs, likewise, 
for this system are favorable, being a shade under those 
of the lowest bidder, so that over a period of 20 years 
estimated life the comparison economically is even. 


Again . . . the Low Bidder Loses 

Now these 314 extra tons not only provide a little lee- 
way on the system as designed, they are enough to serve 
the Board of Directors’ room, or perhaps replace the 
existing package unit if and when a decision is made to so 
extend the service. The sound choice in these circum- 
stances is obvious, and the South Carolina bank made it. 
The job was awarded to the second lowest bidder. 

Incidentally, all bids except the lowest offered excess 
capacity, ranging from 3.2 to 5.5 tons. Going the extra 
mile paid off. 

Data on the machinery installed are as follows: 

Contractor—Quattlebaum Company. ' 

Compressor—27.09 tons capacity. 

Air Moving Units—1—2700 cfm at 1% in. w.g. 1—8500 
cfm at 1% in. w.g. 

Evap. Condenser—9,000 cfm, Pump Capacity 60 gpm. 

An interesting feature of this installation is seen in the 
long runs of the refrigerant and suction piping, plus the 
fact that much of it is outdoors. In elevation there is a 
difference of about 40 ft between the compressor and the 
larger air moving unit; the actual horizontal distance is in 
the neighborhood of 160 ft. All outside piping is 
thoroughly insulated and sealed with bitumastic finish. 

Another item worth the attention of air conditioning 
and heating contractors, is that all construction work in- 
volving the cutting of walls, ceilings and floors, was 
assigned by the owner to an engineering firm on a sepa- 
rate contract. The reason for this action is found in the 
antiquity of the various buildings, for they are all cen- 
tenarians, sometimes with brick walls more than two ft 
thick, sometimes with clear floor spans of more than 40 
ft, and the need for skilled handling was clear. 


The structural contractor was Dotterer Engineering 
Company of Charleston, who successfully completed a 
most ticklish assignment. 

One important feature of low bids, which often can 
bring about the loss of a job, should be discussed. That 
feature is a price so low that it frightens the authority 
who awards the contract. Twice during recent months, 
this writer had the responsibility of checking the detailed 
make-up of contractors’ low bids, because these bids were 
so far below their competition that something of im- 
portance. seemed surely to have been left out. 

If there ever was potent means by which the low price 
scarecrow can frighten a contractor out of business, this 
is it. We become so anxious to present a low price that 
our figures actually frighten off the customer. He suspects 
we don’t know our job. 

In summary, the cases cited above show clearly that 
low prices are sometimes beaten before the bids are 
opened. Table A recognizes this fact by suggesting a 
schedule of'do’s and don’ts to be observed both in every 
day practice and in the preparation of specific bids. It 
points up a truism already known to successful con- 
tractors, that if prospects have a satisfactory knowledge 
of our materials, and a confidence in our ability to do the 
job, they are quite willing to stand a reasonable premium 
in order to obtain what they think is best. 


TABLE A 
Defeating Low Price Competition 





Section I—Things to Do 

1—Develop a reputation for “know how”. This 
means keeping up with progress by means of trade 
journals, new books and manufacturer’s latest data. 

2—Advertise your business and the lines you carry. 

3—Take all practical advantage of advertising. This 
is particularly important with non-technical pros- 
pects, and sending them copies of marked magazines 
occasionally may ultimately be an important factor 
in deciding a job. 

4—Remember that operating and maintenance costs 
are important to all buyers of machinery. Emphasize 
in your proposal the economic advantage, if any, 
possessed by your equipment. Show it in dollars if 
you can. 

5—Endeavor to have competitive bids analyzed. 
Point out the importance of the analysis to non- 
technical prospects. 

6—Stop believing that you lose jobs on price. 

7—Make your proposals complete, with all neces- 
sary data, pictures and catalogues, and make them at- 
tractive in appearance. Cinderella knows what it 
takes to catch a husband—or a contract. 


Section II—Don’t 

1—Don’t suggest that you barely meet the specifica- 
tions with eye-dropper exactness. 

2—Don’t fight for price alone. Many normal persons 
who believe that a man is worthy of his hire will 
suspect you of incompetence—and then you are lost 
at any price. 

3—Don’t be discouraged if you lose 10 jobs in a row. 
People will call you good, because you can’t be hired 
too cheaply. 

Probably you'll get the 11th job—at a_ profit. 
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THROUGH the years, the guiding 
principle at Youngstown has been to make 
quality steel pipe which is well suited to 
serve the needs of plumbing and heating 
contractors and their customers. That's why 
Youngstown Pipe bends accurately, cuts 
readily, threads surely, welds easily--prop- 
erties designed into the product for 

efficient fabrication, installation 

and long, satisfactory service. 





STEEL PIPE 


General Offices Young 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yolov Steel Export Office-S500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - 
PLATE RAILROAD TRACK SPIKES 


31@) Bhs) 


- COKE TIN 


BARS 
TIN PLATE 


PIPE AND TUBULAR PRODUCTS CONDUIT 
SHEETS - PLATES WIRE 5 ON BO) GUTS 
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al s E Temperature Relief Valve 


KLIXON 
RELIEF VALVES 


on all Hot Water Tanks 


Plumbing and heating contractors can help prevent property 
damage and even protect lives by installing Klixon Relief Valves 
on all domestic hot water tanks. Outstanding for their efficiency, 
these valves provide positive protection against excessive 
temperature, pressure or both. 

Klixon self-closing temperature relief valves are actuated by 

the foolproof Spencer Thermostat Disc. Should the tempera- 
ture reach the danger point, the disc snaps the valve wide 
open. This drains off the overheated water. After the water 
cools sufficiently, the valve snaps to a tight close. 

Klixon pressure relief valves are operated by a heavy-duty 
precision-calibrated spring. When pressure exceeds the setting 
the valve opens. When the pressure is relieved, the spring 
recloses the valve. 

Klixon fusible plug type valves relieve temperature by the melt- 
ing of a fuse and are ready to operate when the fuse plug is 
replaced.Write for bulletin PR-55. It gives complete 
specifications and mounting data. 

SPENCER THERMOSTAT COMPANY, 1802 FOREST STREET, ATTLEBORO, MASS. 


Combination Pressure 
and Temperature 
Relief Valve 
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© ahainbes the field in every sense of the 
word with air conditioning, commercial refrigeration, 
plumbing, forced-air heating, and radiant heating sys- 
tems is the basis on which Mitchell-Trautman, merchan- 
dising dealer in Denver, Colorado, has built up a $500,000 
sales volume in less than ten years. 

Complete versatility in all brands of installation will be 
almost a necessity in the competitive market ahead, ac- 
cording to veteran refrigeration contractor Howard Mit- 
chell, pointing to ten plumbers, five heating specialists, 
and a variety of engineers in all fields on his staff. 

“By and large, heating, air conditioning, refrigeration, 


and plumbing installations are likely to be inter-depend- 
ent,” he stressed, “and we feel that we need them all to 
install anything from a reach-in refrigerator up to a 300- 
ton air conditioning job.” 

Now one of the most colorful refrigeration, air condi- 
tioning dealerships in the west, Mitchell-Trautman, Inc., 
started out in 1938 as the Refrigeration Maintenance Com- 
pany in residential East Denver. 

Unlike many contractors only now aggressively in the 
merchandising field, Mr. Mitchell started right out with 
selling—and has been able to keep up a profitable sales 

(Please turn to page 128) 














Perfex 


Signs’ the name you sell in the customer’s 
living room and backs it up with 


TWIN CONTACT CONTROLS 
FREEDOM FROM SERVICE WORRIES 
ADVANCED RESEARCH 
DEPENDABLE ENGINEERING 


Customers in the home frequently understand the name on the controls to 
be the name of the manufacturer of the heating equipment. If your name 
is not on the controls nameplate: 





Who gets the recommendations of your satisfied customers? 
Who gets the replacement business? 
Who gets the advertising value? 


Perfex does more than give you the best controls—Perfex gives you the 
credit, in your own name, for every successful installation. Your nameplate 
constantly reminds your customer of the comfort coming from your auto- 
matic heat. Perfex helps get you the business you deserve—Perfex puts 
your name in the living room. 


MANUFACTURERS OF AUTOMATIC CONTROLS BEARING THE TRADEMARK 
OF LEADING PRODUCERS OF AUTOMATIC HEATING SYSTEMS AND APPL 


PERFEX CORPORATION, MILWAUKEE 7, WISCONSIN, Perfex Controls Ltd., Toronto 1, Onto 
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COMFORT HEATING 


With Forced 9 High Temperature 3 Moderate Temper- 
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HOT WATER HEATING GS 





SYSTEM 5 a7 on ARe0 


Users get three separate supe 
plies of hot water...each at the 
desired temperature . . . from a 


single Janitrol unit. 


FOR COMFORT HEATING: The 
Janitrol system is a complete factory 
tested package. When used with 
modern convector radiators, the 
temperature of each room is indi- 
Vidually controlled. Extreme com- 
Pactness makes its use in utility 
toom, closet or adjoining garage, 
just as practical as a conventional 


basement installation. 


Including LP-Gas 


Installations are not confined to 
new, single houses, for, this new 
Janitrol system provides ideal 3- 
way-service for apartments, stores, 
motels... all kinds of old and new 
buildings. 

DOMESTIC HOT WATER SUP- 
PLIES: The single 
Janitrol unit also 
provides a plenti- 


temperature 
water for auto- 
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ful supply of high . 
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matic laundry and 


ADDRESS... 


Single, compact Janitrol 
Unit supplies all house- 
hold needs for hot water 
and heating. 


dishwashing ...and a more tem- 
perate hot water for the family’s use. 
This proven Janitrol system brings 
dealers a remarkable new sales op- 
portunity... write today for com- 
plete information about how you 


can profit from this new Janitrol. 
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SURFACE COMBUSTION CORPORATION 


Toledo 1, Ohio 
Please send the booklet ‘“‘3-Way Hot Water Service” 
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(Continued from page 125) 


volume of specialty refrigeration, custom walk-in boxes, 
and other items, although the bulk of his gross volume 
lay in commercial refrigeration maintenance. 









Top: Customers can make a mental check-off of their refrigeration, 
air conditioning, heating or plumbing needs as they glance at the let- 
tering on the Mitchell-Trautman showroom window. Above: Repre- 
sentative items are displayed on the floor. White enamel jackets show 
up particularly well against the polished walnut partition. 


C. ompalete 


Among other innovations, he pioneered the “contract 
maintenance plan” in Denver, whereby he signed up 
large-scale refrigeration users to set charges per year, for 
which the refrigeration maintenance company guaranteed 
to keep all refrigeration equipment in first-class shape. 
This policy, incidentally, was continued until the begin- 
ning of the war, when parts and personnel problems made 
it impossible. 

Against this background, Mr. Mitchell has continuously 
expanded selling operations, adding one refrigeration and 
air conditioning line after another. He was assigned a 
franchise from a leading air conditioning equipment man- 
ufacturer a little more than eight years ago. 


Concentrate on Selling 


About the same time, he hired his first salesman, and 
began looking into refrigeration sales potentialities, not 
only in grocery stores, super markets, and drug stores, 
but in industrial comfort-air-conditioning. Sales vol- 
ume for 1938 was slightly less than $30,000—as compared 
with more than $500,000 for 1947—and the volume peak 
went up in 1948 and is still going up in 1949. 

“Where our service department volume at one time was 
ten-to-one over sales, the ratio is now exactly reversed,” 
the Denver contractor said. “I chose the sales field through 
simply recognizing that this is where the major profits lie 
—and service has been gradually minimized in impor- 
tance.” 

In 1940, the company had five servicemen, and now has 
a staff of thirty-five—as another indication of the growth 
which branching out into various phases of the field has 
made possible. 

Surprisingly, the company has grown to its present large 
size with little or no paid advertising involved. Mr. Mit- 
chell credits early establishment of the firm name to the 


—_—_> 
Opposite page, 
left: One of the 


two air condition- 
ing compressors 


installed in 
Hotel Albany. 
Right: Pumps 


shown here force 
the water to the 
cooling tower on 
the roof of the 
building. 








use 0 
work, 

Un 
instal 
the fi 
sellin: 
has a 
capah 
type | 

The 
heatir 
plum! 
water 


sidere 
Inc., i 
recen 

The 
comp! 
stallec 
systen 
howev 

The 
len, H 
to tak 
While 


count! 








te 


“contract 
signed up 
r year, for 
‘uaranteed 
ass shape. 
the begin- 
lems made 


ntinuously 
ration and 
issigned a 
nent man- 


sman, and 
lities, not 
ug stores, 
sales vol- 
compared 
ume peak 


> time was 
reversed,” 
id through 
profits lie 
in impor- 


d now has 
he growth 
> field has 


sent large 
Mr. Mit- 
me to the 


—_> 


osite page, 
One of the 
ir condition- 
ompressors 
led in 

| Albany. 
t: Pumps 
1 here force 
vater to the 
ig tower on 
roof of the 
uilding. 





GYorwice Builds Business 
Mitchell - Trautman Handles All Fields 


use of the decalcomanias left on equipment after service 
work, and simply “satisfied customers.” 

Until the war curtailed supplies of film, every job when 
installed was photographed, and used to sell others. For 
the first four years, Mr. Mitchell did almost all of his own 
selling, but in 1940 he began hiring salesmen. Now he 
has a sales engineer in charge of each department who is 
capable of estimating, designing, and supervising each 
type of installation. 

The plumbing department is a full-scale plumbing and 
heating organization capable of handling any type of 
plumbing work from installing a bypass valve for a city 
water condenser-cooling system to a huge radiant heat- 


ing job. 

“We tried to stay out of the plumbing field,’ Mr. Mit- 
chell said, “but like most contractors, we have found that 
the complicated relationship between refrigeration and 
plumbing in jobs was costing us money in wasted time, 
arbitration and bargaining. Therefore, we simply settled 
the plumbing problem by incorporating plumbing and 
heating services in our own firm, and taking on new home 
installations, plumbing repairs, and radiant heating, to 
keep the department active.” 

Mitchell-Trautman sold the first radiant heating job 
installed in Denver, and has put in approximately 28 
domestic heating systems since—an ample volume to keep 

(Please turn to page 216) 


New Cooling System For Hotel Albany 


An AIR conditioning system that may be con- 
sidered a typical major installation of Mitchell-Trautman, 
Inc., is the new 120-ton mechanically refrigerated system 
recently completed at the Hotel Albany, Denver. 

The new system, powered by two 60-hp reciprocating 
compressors, replaces an evaporative cooling system in- 
stalled five years ago. Much of the evaporative cooling 
system equipment is utilized in the new arrangement, 
however. 

The evaporative cooling system, according to B. J. Cul- 
len, Hotel Albany chief engineer, was originally designed 
to take advantage of Colorado’s exceptionally dry climate. 
While relative humidity is lower than in other parts of the 
country, it proved to be still too high for adequate com- 


129 


fort cooling of the 330-room institution, according to Cul- 
len. The system was frequently used merely as a venti- 
lating system. 

The problem was particularly troublesome in the Al- 
bany’s dining room, where diners frequently complained 
of stickiness and heat. To compensate for the higher heat 
load in the dining room, the Albany made its first ven- 
ture in refrigerated air conditioning by installing two 10- 
ton condensing units, with refrigerant coils set in ducts, 
supplying the dining room. 

These operated on a two-stage principle, with the sec- 
ond unit cut in when the dining room temperature ex- 
ceeded 80 deg. This worked out so well that the Albany 


(Please turn to page 215) 


























By JACK M. BARAGER 
Johnston Refrigeration Construction, Detroit 


L MAKES no difference if you work alone or 
if you own a large company doing sales and servicing of 
mechanical equipment and appliances, the formula for 
successful merchandising through service is practically 
the same. The answer lies in the intelligent application 
of a few simple rules. 

The first of these is in selling your service. And how 
do you do that? 

1. First by receiving calls courteously and dispatching 
them quickly. Remember—your call receiver’s attitude 
on the telephone and his, or her, ability to follow through 
to completion the service required will indirectly bring 
you many sales. 

2. Personnel—Next select your servicemen for their 
personality, as well as their mechanical know-how. See 
to it that they keep neat and active at all times. Pay them 
well. A happy mechanic will always give you a good 
return for the money you are investing in him. 

3. Twenty-four Hour Service—Set up your business to 
render service to your customer at all hours of the day 


| SL. ezvice Merchandising 7. 


and night. Nothing makes him so angry as the loss of 
refrigeration because of lack of service. Around-the-clock 
service may sound expensive to you, but actually it isn’t 
if you measure your increase in sales volume against the 
extra service you can give. 

4. Invoicing—Always charge a fair rate for parts and 
labor. Present these rates to the customer on a neat 
invoice, itemized and properly priced. 

5. Complaint Calls—Treat every complaint and repeat 
call from your customers as though your livelihood de- 
pended on it. And it does! Negligence along those lines 
can soon reduce your standing in the community to the 
rating of “Alley Mechanic—Grade Z.” 

6. Honesty—Above all, be honest, both to yourself and 
to your customer. Give him sixteen ounces for every 
pound and you will find him the purchaser of tons. 

Only after you have given all you have to these points, 
are you ready to do a real job of merchandising through 
service sales, parts sales, and contract sales. 





These three talks were delivered at the recent National Asso- 

ciation of Refrigeration Contractors meeting in Chicago. Other 

stories were printed in the December and January issues of 
Domestic Engineering. 











Feeyalacement Parts Gales 


Can Lower Maintenance Costs 


By WALTER McCARTY 
McCarty Brothers Equipment Corporation, Chicago 


{= general classifications or purposes 
back up the sale of replacement parts. The first one, and 
I think the most important, is customer relationship. How 
do we leave the customer? How does he feel after we 
sell him these parts? 

The second reason behind the sale of parts is, if parts 
are properly sold to a customer when they are needed, 
they will result in a lower service bill to the customer. 

The third and last reason is the net profit to the servic- 
ing organization. Let’s first take reason number one, 
customer relationship. Suppose you send a serviceman 
out on a service call on a piece of equipment that pos- 
sibly has not been serviced for 2 or 3 years, and the 
serviceman finds the expansion valve is out of adjust- 
ment. You are far better off if you replace the expansion 
valve immediately than if you try to adjust the expansion 
valve on the first call, get a repeat call, go back and 
adjust the valve again, and finally, on the third call 
replace the valve. 

If the valve was replaced originally on the first service 
call, whatever charges were made on the first and second 


calls would have been eliminated. 

I am trying to show that by replacing the defective part 
immediately on the first call the customer’s opinion of 
the serviceman will be good and the customer will believe 
not only that the serviceman but also the service organiza- 
tion knows its business, because the serviceman on his 
first call located the trouble, installed the new parts, and 
put the customer’s equipment back into service. 

Selling replacement parts in this manner can never 
result in a customer saying that a service organization 
does not know its business. 

The second reason for merchandising parts is a lower 
net service bill. 

Use as a typical example a motor exchange. On the 
first service call the serviceman finds bad brushes in an 
electric motor that has, probably, been in service for 3 
or 4 years. 

The serviceman installs a new set of brushes and thinks 
that he has done the customer a favor. Perhaps when the 
serviceman leaves the job the short circuit necklace is 
dirty and bearings may be bad. Possibly in a week or 
two the motor will burn out, resulting in a repeat service 
vall and a large service bill for a rewound or new motor. 
If the serviceman on the original call instead of replacing 
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the brushes had exchanged the motor right then and 
there, the net charges to the customer would have been 
much lower than they were for replacing the brushes on 
the first call and then selling the customer a new motor 
2 weeks later. 

Therefore, by replacing the expansion valve instead of 
adjusting it; by exchanging or installing a reoperated 
motor instead of installing a new set of brushes; by 
exchanging the compressor when the yalve plate is leak- 
ing or the seal is leaking, especially on a job that has been 
in service for 2 or 3 years or longer; by doing these things 
on the first service call you create better customer rela- 
tionship and render much more economical service to the 
customer. 


The third reason for merchandising parts is the profit 
to the service organization. Although I do not think that 
any business should be in business for the profit only, a 
profit is necessary if the company is to continue to remain 
in business. 

Exchanging a complete compressor body on a 2 or 3 
year old unit where a leaking seal or a leaking valve 
plate has been found, the net profit is greater to the 
service organization than just changing the seal or valve 
plate on the job. 

Remember, with today’s wages for the servicemen, it 
is a lot cheaper to replace the part on the first service call 
than it is to make 2 service calls and then replace the 
part on the third trip anyway. 


Your Gorvice Salesman... 


—A Serviceman With Personality 


By HARRY L. BRANSKY 
Bransky Refrigeration Co., Chicago 


as. DIG UP some factual information on 
service sales, I became an inquiring reporter and called 
on several local contractors and asked these questions: 

Before establishing your own business did you make 
any sales? Most answered yes. 

Do you now have in your employ any serviceman who 
is capable of making sales? How many? Most answered 
that they had such servicemen. | 

What percentage of your sales are replacement? No 
figures were quoted to me. 

Do you think a good serviceman could be trained and 
developed to be a salesman? The answers were 
affirmative. 


Outstanding Trait 

What do you think is the outstanding trait necessary 
to be a good salesman? The answer I got was “guts.” 

As I look back over the years, I remember that the 
most successful salesmen were men who had spent several 
years doing service work, and who developed and en- 
joyed a certain appreciation that they were rendering a 
real service to someone. Usually when you find a man 
that thinks this way you will also find that he has per- 
sonality and gets along with people—the main quality in 
any salesman. Try to develop him further by giving him 
some sales tools and getting him to realize that he has 
these latent qualities which he should put to work on 
making sales and increasing his earning power. 

Sometime ago the Carnegie Institute made a survey 
which revealed that of all the failures in salesmen only 
15 percent were caused by lack of knowledge, ability or 
work, and 85 percent could be traced to personality 
defects that kept them from influencing the prospect. 

This recalls to mind an incident which happened several 
years ago. I would like to tell you this story to illustrate 
the personality angle. 

One day a tip was received that Joe Grocer was in 
trouble and intended to buy some new equipment. Sales- 
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man Sam went to see Joe Grocer, and, after a quick 
survey, suggested that if Joe Grocer purchased a new 
condensing unit and a few valves he would have practi- 
cally a new installation; and it was a good thing for him 
we had just the unit he needed in stock; and the work 
could be done that afternoon; and the entire cost would 
be only $550.00. 

Joe Grocer said that seemed all right. 
planning to do some remodeling in the future and would 
like to get by at this time with just a repair job. 

Salesman Sam said, “All right then, let me send out one 
of our servicemen to see if he can help you, and when 
you are ready to go ahead let me know.” The service 
dispatcher gave the call to Otto Wrench. 

Otto was the kind of a fellow who always had a smile 
and he could say that you were crazy and get away with 
it. Well, Otto arrived on the job, listened to Joe Grocer’s 
troubles and went to work. In a short while everything 


But!—he was 


was ship-shape. 

While waiting to make sure everything was okay, Otto 
suggested that Joe Grocer ought to consider in his plan 
one of the new fandangled double duty cases, which 
would eliminate the cloudy glasses and make it easier for 
his customers to see the products on display, and also a 
new reach-in box in white deluxe to match the case with 
glass doors. 

To his surprise Joe Grocer inquired as to the price. 
Otto called the office, got the prices and came back with 
a signed order for the case, the reach-in, and new con- 
densing unit. The total sale was $3200, with a $1000 down 
payment. 

This sale opened the eyes of the sales manager, who 
made a personal investigation. He was told by Joe Grocer 
that the salesman never suggested the idea of a new case 
and that he appeared arrogant, while the serviceman 
impressed him. He bought immediately because the serv- 
iceman was not trying to sell him, merely suggesting. 
Otto today is now in South America, a very successful 
distributor for several large manufacturers. 

Therefore, develop this basic trait in your servicemen 
“Personality.” 
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Patent Applied For 


Now YOU can give your customers the finest one-pipe Thrush 
Ajustafio Hot Water Heating with forced circulation and year ’round 
domestic water supply, using either iron or copper piping. The fa- 
mous Thrush Adjustable Supply Tee permits accurate adjustment 
of heat from each radiator. Better heating increases customer 
satisfaction, builds your reputation. Ask your wholesaler about 

it today or write Department A-2. 


A. THRUSH & CO. > PERU, INDIANA wai tncitts 
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irst Report from the ASHVE 


doth Annual Meeting of the American Society of Heating and 
Ventilating Engineers now underway at Chicago. Early reports 
reveal technical research of interest to all industry branches 


As THIS IS being written, technical re- 
search that may have far reaching effect on the future 
activities of Domestic ENGINEERING dealers is being 
revealed before members of the American Society of 
Heating and Ventilating Engineers, now holding their 
55th annual meeting at the Stevens Hotel in Chicago. 

Early research reports cover such widely divergent 
subjects as residential chimney action and its effect on 
overall performance of domestic heating equipment; 
performance study of hot water heating systems using 
type RC, cast iron radiant baseboards; the problem of 
maintaining adequate indoor humidities for comfort in 
winter; the economic justification of insulation; hu- 
man reaction to sudden changes in temperature, and 
many others. The ASHVE sessions are scheduled to 
continue through Jan. 28. 

Attracting an equal amount of interest from engi- 
neers, contractors, manufacturers and wholesalers, 
who are in Chicago for the occasion, is the accompany- 
ing new product show—the 9th International Heating 
and Ventilating Exposition. Photos of equipment on 
display at the exposition will be presented in the forth- 
coming March issue of Domestic ENGINEERING, along 
with complete reports from meetings of the Society. 


First Research Reports 

The early reports, outlined above, follow: 

Results of research on the efficiency of residential 
chimneys were reported in a technical paper by L. B. 
Schmitt, research engineer, and R. B. Engdahl, super- 
visor, of the Battelle Memorial Institute, Columbus, 
Ohio. 

The research described in the paper was under- 
taken by the Institute for the Bituminous Coal Re- 
search, Inc. The authors explained a method whereby 
the available chimney draft for the small residential 
chimney can easily be calculated within an accuracy 
of plus or minus 10 percent. 

The paper pointed out that chimney action is an 
important factor in the overall performance of resi- 
dential heating equipment, whether the heater de- 
pends upon the chimney draft to supply the air for 
combustion, or only to move the products through the 
unit and then to exhaust them into the atmosphere. 

“In the low-cost house particularly, because of the 
small size of the chimney, the chimney may be the 
deciding factor in the success or failure of the equip- 
ment which it serves,” the authors said. “For this 
reason, it is important to establish reliable informa- 
tion on the performance of residential chimneys.” 

Tests were conducted on four different types of 
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chimneys to obtain their operational characteristics. 
Two of the chimneys were common brick, one was 
constructed of light-weight materials and one was an 
experimental double-walled chimney designed to 
overcome the effects of wind. 

The authors stated that ‘chimney efficiency varied 
“only slightly” with the various chimneys tested and 
“was not greatly affected by the materials or type of 
construction. 


Effect of Recirculation 


“The cross-sectional area did have some effect on 
the efficiency, but only insofar as it affected the fric- 
tion and the recirculation losses. Recirculation of the 
flue gases within the chimney and flue pipe was found 
to have considerable effect on the cooling and the 
friction losses. The effect of recirculation decreased 
as the rate of flow increased. 

“When the flow of gases was increased beyond ap- 
proximately 200 pounds per hour, to stimulate chim- 
ney operation with stoker equipment, the draft and 
efficiency were found to decrease, the rate of decrease 
depending upon the inlet temperature. This effect was 
expected, since friction losses increase as the square 
of the flow.” 

Tests were conducted under simulated wind condi- 
tions on the experimental double-walled chimney, and 
also on a commercial chimney top. Wind was found 
to have undesirable effects on both the double-walled 
chimney and the chimney ventilator. 

“Tt is recognized,” the paper stated, “that wind may 
have a deleterious effect on the operation of a short 
chimney because of the low available draft often pro- 
vided by this type of chimney.” 


How to Determine Chimney Performance 


The authors pointed out that information available 
in literature on the subject is of limited value because 
of the large number of variables involved in the stud- 
ies and experimental data, and because of the many 
questions regarding the operational characteristics of 
the residential chimney which remain unanswered. 

The quickest and most reliable means for obtaining 
information on a chimney is through experimental 
measurement, inasmuch as the large number of vari- 
ables involved in the operational characteristics of a 
chimney makes an accurate, analytical approach to 
the problem of chimney design almost impossible. The 
most important variables are the chimney-flue inlet 
temperature, and the rate of gas flow. These factors 

(Please turn to top of next page) 























include the effect of velocity on friction loss, and the 
effect on average chimney temperature. 

“Other variables that must be considered, because 
at times they play an important part in chimney oper- 
ation are: height, elevation, cross-sectional area and 
shape, type of interior surface, conductivity of wall, 
leakage, outdoor temperature and humidity, specific 
heat and mass of chimney, tightness of house, wind 
velocity and direction, adjacent structures and design 
of chimney tops,” the paper stated. 

The authors added that two factors which do not 
affect performance but which must be carefully con- 
sidered are cost and fireproofness. 

They said the type of fuel burned in the appliance 
is not an important variable because the amount of 
flue gas emitted per Btu liberated does not vary 
enough between various fuels to be of significance. In 
practice, however, the type of fuel is of consequence 
relative to soot formation, because soot deposits reduce 
the size of the flue area and consequently increase the 
friction of the flue. 

“Chimneys other than the conventional brick type 
include thgse made of lightweight, less expensive ma- 
terials, such as asbestos cement, enamelled steel in- 
sulated with rock wool, enamelled tile, or other fire- 
proof materials,” the paper continued. “The brick 
chimney has the advantage of being recommended, in 
the Building Code of the National Board of Fire Un- 
derwriters, for oil, gas, or coal-fired equipment, 
whereas few of the lightweight chimneys at the pre- 
sent time have been approved for all three types of 
fuel.” 

Sudden changes in outside temperatures present 
little difficulty in the maintenance of even, almost un- 
varying temperatures in homes built with basements 
or on concrete slabs in direct contact with the ground, 
when they are equipped with a radiant baseboard 
heating system, according to another report. 


Performance Study of Radiant Baseboards 


A performance study of a hot water heating system 
using type RC, cast-iron, radiant baseboards in a base- 
mentless home was made at the University of Illinois 
by Warren S. Harris, special research associate pro- 
fessor of mechanical engineering, and R. H. Weigel, 
special research assistant. The investigation, made 
with the cooperation of the Institute of Boiler and 
Radiator Manufacturers, developed data on six oper- 
ating characteristics of the system. 

The characteristics, Mr. Harris and Mr. Weigel said 
in a joint paper, are the temperature of the floor slab, 
the temperature gradients in the rooms, the operating 
temperatures in the hot water system, fuel consump- 
tion, relative humidity, and cleanliness of operation. 

“An analysis of the data on the study of floor slab 
temperatures shows that the radiant baseboard is 
particularly adapted to maintaining comfortable floor 
temperatures in a basementless type of structure,” 
the authors stated. “Surface temperatures in the cen- 
ter of the room were always comfortable and wher- 
ever radiant baseboard was installed, temperatures 
near the edge of the slab were slightly higher than in 
the center of the room. 

“However, where no radiant baseboard was in- 
stalled, floor temperatures near outside walls were 


considerably lower, hence, the advantage of radiant 
baseboard lies in the large amount of outside wall 
exposure that a long, low unit of this type covers.” 

A prefabricated basementless home occupied by a 
family of three was used in the investigation. The 
walls were composed of three-eighths of an inch fiber 
wall board on the room side, two inches by three 
inches wood framing members, and three-eighths inch 
plywood on the outside. One inch of cotton insulation, 
provided with a vapor barrier, was applied to the wall 
board between the framing members. 

The ceiling was composed of quarter-inch plywood, 
two inches of cotton insulation, and two-inch by four- 
inch joists. The house was erected on a four-inch con- 
crete floor and to minimize the heat losses at the edge 
of the slab, one-inch waterproof board insulation was 
installed around the periphery and between the slab 
and foundation. A vapor barrier was placed between 
the slab and gravel fill to prevent vapor transmission 
from the ground. 


Heat Loss Determined 

All windows and doors were weatherstripped, and 
storm doors were used on both outside entrances. The 
total floor area of the heated space was 713 square 
feet and the volume was 5702 cubic feet. The total 
heat loss, based on minus 10 degrees Fahrenheit out- 
door temperature, and 70 degrees indoor temperature, 
was 42,750 Btu per hour. 

A gas conversion burner was used in conjunction 
with a wet-base type cast-iron boiler composed of two 
six-inch sections and one four-inch section, sur- 
rounded on top, sides and back with a one-inch thick- 
ness of air-cell insulation and completely enclosed in 
an enamelled sheet-metal jacket. The net I. B. R. 
boiler rating was 55,000 Btu per hour. 

A one-pipe, forced-circulation, hot-water system 
was used with type RC, cast-iron, radiant baseboards. 

The radiation in the living room and kitchen were 
connected in series and comprised one circuit; the two 
bedroom radiators were connected in series to form a 
second circuit, and the bath a third circuit. The pip- 
ing was so arranged that the radiation in the bath 
could also be connected in series with the radiation in 
the two bedrooms and thus divide the system into 
only two circuits. 

The system was designed to operate with a mean 
water temperature of 215 degrees Fahrenheit at 80 
degrees indoor-outdoor temperature difference, and a 
20 degree drop through each circuit. The house was 
operated during the past heating season at the Univer- 
sity of Illinois. 


System Responds to Sudden Load Changes 

“The hot water heating system using radiant base- 
board responded quickly to sudden changes in load, 
thus maintaining constant room air temperature even 
while the outdoor temperature was changing rapidly,” 
the researchers declared. “Temperature differences 
between the occupancy zone, as measured three inches 
and 30 inches above the floor, were of the magnitude 
of only a degree and a half to two degrees.” 

They said average air temperatures, as measured 
three inches above the floor, were approximately 7 
to 71 degrees for all indoor-outdoor temperature dif- 
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Automatic Anthracite Stokers In- 
stalled in an existing boiler or furnace and 
in new houses, automatic hard coal stokers 
deliver plenty of heat quickly ... save up to 
50% on fuel bills . . . eliminate fuel worries. 
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The Revolutionary Anthratube The 
Anthratube saves on fuel bills . . . its proved 
efficiency is over 80%. This scientifically 
engineered boiler-burner unit, with ‘‘Whirling 
Heat” and other revolutionary features, pro- 
duces quicker response and superior perform- 
ance than units using other types of fuel, 








Does cold weather 
mean cold words 
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There are no Ifs, Ands or Buts when you 
sell Automatic Anthracite Heating 


OUR CUSTOMERS can have 

plenty of worry-free heat be- 
cause there’s plenty of hard coal 
and there is anthracite equipment 
to fit any heating requirement. 


A whole winter’s supply of 
anthracite can be stored easily in 
advance. Everyone wants this kind 
of security and convenience. They 
have just that when you sell auto- 
matic anthracite equipment. 


Look over the two types of domes- 
tic anthracite equipment shown 
here. They burn the cheaper sizes of 
economical hard coal . . . completely 
automatic from bin feed to ash re- 
moval. ‘ 





« 
Write to us for more detailed infor- 
mation on all types of anthracite 
heating equipment—domestic and 
commercial. 


¢ 
v, 


ANTHRACITE INSTITUTE 


101 Park Avenue 


New York 17, New York 
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YES, look before you buy.. 
and you'll buy Modine! 


Guesswork is gone from unit heater buying when you 
compare Modine with all other makes. Yes—your best 
judgment will tell you Modine is the leader—the only unit 
heater which gives you ALL these important features. 
Modern Beauty .. . Individual Tube Expansion ... Velocity 
Generator . .. Rugged Safety Fan ceard ... Patented Direct 
Suspension ... Built-in Air Control Device. What’s more, 
you can choose from three types and 47 capacities to meet 
your specific heat, air delivery, height and location needs. 


When you look before you buy, you'll see why Modine 
leads the field. Call your Modine Representative for 
further details. He’s listed in the ‘“Where-to-Buy-it” 
section of your phone book. Or write direct for Modine’s 
mew 52-page catalog. Modine Manufacturing Company, 
1502 Dekoven Avenue, Racine, Wisconsin. 


Modine UNIT HEATERS 


MODINE MAKES 
THIS SPECIAL OFFER! 


Now you can check 
Modine's quality 
features ... without 
leaving your office. 
Call your Modine 
Representative today 
to show you an ac- 
tual Modine Unit 
Heater... to explain 
its advantages in de- 
tail. You'll like its attractive appearance, 
sound engineering, rugged construction. Exam- 
ine Modine—compare it with other unit 
heaters before you make your decision. 





FROM CONDENSER 
RADIANT HEAT 


HA R, 
MO, 
Mo NIZEs 
DERN Nreye tt 
RS 


Look at Modine Power! 
See how motors must meet rigid performance 
requirements before they can team up with Mo- 
dine Unit Heaters. Check motor’s heavy-duty, 
totally enclosed construction. See how it’s rub- 
ber-mounted, noise-proofed for silent service. 















VERTICAL POWER-THROW 





HORIZONTAL 


Look at Modine Line! 
See how Modine’s complete line of three dis- 
tinct types and 47 basic capacities can solve 
your specific space heating problems. Find 
out how there’s a Modine Unit Heater for 
every industrial or commercial need. 
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Io everyone about to order unit heaters, Modine says, 


‘Look before you buy! 






























First R 


ferences 
inch leve 
The pr 
ities for | 
considers 
stated. 11 
obtained 
home at 
“Fuel 
the adju: 
revealed. 
ant basel 
air temp 
justed fo 
“The | 
circulato: 
temperat 
Faint « 
above, th 
operatior 
temperat 
the auth« 
The co 
ing and 
heating it 
der certa 
erity, acc 
A four 
pletely h 
rubber w 
search en 
Pierce F¢ 
engineer 
States Rt 


Operating 


They r 
obtained 
original c 
the heat 1 
ing steps: 
of minera 
tion of 2 i 

During 
located or 
tion at Ra 
ple and t 
ations suc 
with no re 
set room > 
quiremen 
ous tempt 
mately o1 
asked to 1 

The rac 
type whic 
added spe 
electricity 
surface o7 
layer is 
nated ins 
made rigi 





y, 1949 


DS; 











First Report from the ASHVE 


(Continued from bottom of page 134) 
ferences encountered when the temperature at the 30- 
inch level was 72 degrees. 

The problem of maintaining adequate indoor humid- 
ities for comfort in winter cannot be separated from 
consideration of good building construction, it was 
stated. They said 22 percent relative humidity was 
obtained without adding moisture in the basementless 
home at 10 degrees outdoor temperature. 

“Fuel consumption was not affected by setting of 
the adjustable differential on the thermostat,” it was 
revealed. “However, water temperatures in the radi- 
ant baseboards, and consequent fluctuations in room 
air temperatures were affected with thermostat ad- 
justed for a wider differential. 

“The longer on-and-off periods of the burner and, 
circulator resulted in greater fluctuations of room air 
temperatures.” 

Faint dirt patterns observed on some of the walls 
above, the radiant baseboard after nine months of 
operation could be eliminated by limiting the water 
temperature to a maximum of 200 degrees Fahrenheit, 
the authors declared. 

The cost of successive insulation of windows, ceil- 
ing and floors in a residence using full scale panel 
heating installation can be justified economically un- 
der certain conditions of power cost and climatic sev- 
erity, according to another paper. 

A four-room, one-floor, occupied residence, com- 
pletely heated by panels of electrically conductive 
rubber was used as a test house by R. J. Lorenzi, re- 
search engineer in the laboratory of hygiene, John B. 
Pierce Foundation, and J. P. Schreiber, development 
engineer in the mechanical goods division of United 
States Rubber Co. 


Operating Results and Cost Analysis 


They reported the operating results and cost data 
obtained during the 1947-48 heating season for the 
original construction and for three conditions in which 
the heat loss was progressively reduced by the follow- 
ing steps: double glazing of windows, adding 2 inches 
of mineral wool insulation to the ceiling, and the addi- 
tion of 2 inches of mineral wool insulation to the floor. 

During the entire heating season, the test house, 
located on the grounds of the John B. Pierce Founda- 
tion at Raritan, N. J., was occupied by an elderly cou- 
ple and their daughter. All normal household oper- 
ations such as cooking and washing were carried on 
with no restrictions. The occupants were permitted to 
set room thermostats to satisfy their own comfort re- 
quirements except during 24-hour periods of continu- 
ous temperature recording, which occurred approxi- 
mately once every two weeks. The occupants were 
asked to note the thermostat settings. 

The radiant panel ceiling heating system was of a 
type which consists of a natural rubber to which were 
added specific materials permitting the conduction of 
electricity. The rubber provides a uniform heating 
surface over the entire area. The conductive rubber 
layer is sealed between layers of phenolic impreg- 
nated insulation and the laminated construction is 
made rigid by a backing of 3/16 inch asbestos board. 
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The completed bonded assembly is approximately 
4 inch in thickness. Three geometrical sizes of heat- 
ing panels were used for the installation—3 ft square, 
3 ft by 4 ft, and 4 ft square. 

Two electrical densities were utilized—12 and 16 
watts per square ft, the higher density panels being 
located near the walls subject to exposure. Wherever 
possible, full ceiling coverage was used in order to 
reduce the panel temperatures to a minimum value. 

All panels were operated on 220 volts, and the elec- 
trical connections to the panels were made with stand- 
ard building wire of the armored cable type attached 
through connection boxes fastened to the backs of the 
panels. There were four main circuits and the total 
installed capacity was 7300 watts. 

The system was controlled by means of separate 
thermostats in each room, the thermostats being of the 
standard low-voltage air actuated type having operat- 
ing differentials not in excess of plus or minus 0.5 
degrees. 

Electrical data were obtained on total energy con- 
sumption, momentary demand, and consumption of 
power in each controlled area by the use of a watt- 
hour meter, a recording watt meter, and time meters 
connected to each area tested. From the data ob- 
tained from the instruments, it was possible to deter- 
mine the system’s power consumption, the total load 
(demand) at any given time, the diversity of this 
demand with respect to time, and the proportion of 
energy consumed by any one area for a given length 
of time. 


Experimental Data Listed 


Included in the experimental data presented by Mr. 
Lorenzi and Mr. Schreiber for each of the test periods 
were: averages of temperature recordings taken at 
30-inch and ceiling level at 15 minute intervals for a 
24-hour period; indoor-outdoor temperature differ- 
ences and wind velocity; total degree days as calcu- 
lated from a 65 F base; total energy consumed for 
house heating only; total unit power required per de- 
gree of inside-outside temperature difference, and the 
heat factor given in terms ef kwhr per degree-day per 
1000 cubic feet of heated volume. 

In the cost analysis, the following data was pre- 
sented for the four test periods: heat loss cost per 
season at a rate of two cents per kwhr plus $24 per 
year demand charge; net insulation investment; amor- 
tization cost; annual insulation cost; combined annual 
cost; annual savings during and after amortization, 
and percent reduction in annual costs during and 
after amortization. 

In addition, the researchers also estimated the heat 
loss cost per season at one and one-half cents per 
kwhr. They concluded that an average rate slightly 
above one-half cent per kwhr is the lowest rate at 
which all stages of insulation could be justified for this 
particular house. 

They said this is the first time to their knowledge 
that a cost analysis has been made based on actual 
experimental data taken in a full-scale residence 
heated electrically and tested with varying degrees 
of insulation. 

A third paper pointed out that there is little differ- 
ence in the way persons with heart disease and those 








with normal hearts react to sudden changes in tem- 
perature. 

In a six-man study, the authors of a paper entitled 
“Physiologic Adjustments of Normal Subjects and 
Cardiac Patients to Sudden Change in Environment,” 
said this finding was “in accord with general experi- 
ence of the public that no ill effects are apparent to 
normal individuals making the adjustment required 
by entering and leaving an air conditioned space dur- 
ing the hot summer months.” 

The physiological adjustments of ten healthy, male 
medical students and 16 cardiac patients were com- 
pared on exposure to sudden change in environmental 
temperature. The research was sponsored by the 
ASHVE in cooperation with the University of Illinois, 
College of Medicine. The medical students ranged in 
age from 19 to 29 years (average 23 years), the car- 
diac patients were from 25 to 72 years old (average 
57 years). 

The results of the research indicated, “that the ob- 
served responses of cardiac patients on exposure to 
sudden changes in environmental temperature were 
similar in most respect to those of young normal sub- 
jects. The few definite differences that did appear 
may represent differences which would have been 
observed as a result of the aging process in relatively 
normal individuals.” 

The experiment was conducted by six members of 
the University of Illinois Department of Medicine: Dr. 
Robert W. Keeton, department head; Nathaniel Glick- 
man, assistant professor of medicine and research 
physiologist; Tohru Inouye, research assistant; Dr. 
Irwin R. Callen, instructor in medicine; Dr. Ford K. 
Hick, associate professor of medicine, and Maurice K. 
Fahnestock, assistant director, Engineering Experi- 
ment Station, Department of Mechanical Engineering. 


Test Procedures Outlined 


The test subjects (dressed in thermocouple union 
suits) remained in a comfortable room for one hour 
and then entered a hot room for one hour after which 
they returned to the comfortable room for one hour. 

Observations taken included skin and rectal temper- 
atures, evaporative weight loss, time of onset of pet- 
spiration, blood pressure, pulse rate and subjective 
sensation of warmth or coolness. The scale for the 


subjective sensation of comfort was: 1-cold, 2-cool, 3- 
slightly cool, 4-comfortable, 5-slightly warm, 6-warm, 
7-hot. The subjects were trained in the use of the 
comfort scale before starting the experiment. 

The comfortable room was maintained at a constant 
dry bulb temperature of 76 F and a water vapor pres- 
sure of 0.356 psi corresponding to a relative humidity 
of 80 percent and an effective temperature of 73.4, 
The hot room was maintained at a dry bulb temper- 
ature of 98.5 F and a water vapor pressure of 0.599 psi 
corresponding to a relative humidity of 66 percent and 
an effective temperature of 90.2F. 

The research scientists declared that “there ap- 
peared to be no greater stress on the cardiovascular 
system of the cardiac patients than that of the normal 
subjects as measured by changes in the pulse rates, 
The cardiac patients had less of an increase in pulse 
rate on entering the hot room, less of an overall in- 
crease during the hot room exposure and less of a 
decrease on re-entering the comfortable room.” 

No significent differences were found, they stated, 
between the normal subjects and cardiac patients in 
the final rectal temperature, final comfort vote, final 
pulse rate and average rate of evaporative weight loss. 
The blood pressure was significantly higher in the car- 
diac patients, but this was anticipated, said the scien- 
tists, because of the large difference in age. 


Interesting Test Conclusions 


In comparing the skin temperatures of various seg- 
ments of the body for both groups, only the temper- 
ature of the foot was found significantly different. 

After one hour in the comfortable room, the tem- 
perature of the heel and toe averaged 91.6 and 88.9 
F respectively for the normal subjects and 84.2 and 
85.1 F respectively for the cardiac patients. After an 
hour in the hot room, it averaged 97.9 and 97.3 for 
the normal subjects and 96.4 and 94.6 for the cardiac 
group. After returning to the comfortable room and 
remaining there for one hour, however, only the toe 
temperature was significantly lower for the cardiac 
patients (90.7 as compared to 88.2). 

This lower temperature of the foot for the cardiac 
group “probably represents vascular changes incident 
to their disease and their age,” the researchers said, 
adding that “their blood vessels do not dilate as read- 
ily as do those of normal subjects.” 





Leaders Look at 1949; 
Find Prospects Good 


(Continued from page 99) 

We think all manufacturers will plan and participate in 
an aggressive promotion policy for 1949. We feel that the 
time for sincere sales promotion is at hand and has been 
for some time. It is our intention to be a part of this plan. 

While we feel that commercial and industrial building 
will be off from its all-time peak, we still feel that the 
aggregate volume that will be proceeding in 1949 will 
produce a tremendous potential market for those of us 
in the building industry, and we definitely feel that in 
order to share in this market it will be necessary for any 
organization to actively and aggressively promote and sell 
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their products, not only to the wholesalers and dealers 
or others in the normal channel of their distribution, but 
to the ultimate consumer of their products. 

H. H. Reinhard, 

Sperzei Company, Minneapolis 


Plumbing Brass Products 


(1) 1949 production should be greater as we are just 
“rounding” out our line and is to be expected. 
(2) We have doubled our capacity since inception of 
business in 1947. 
(3) Our advertising program is being enlarged con- 
siderably, and will take effect in 1949. 
(4) If housing costs do not come down we do not 
share your optimism of great year in this respect. 
Stephen A. Young, President, 
Stephen A. Young Corporation, Flora, Ind. 
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ACCA (MMF ORT |S PROFITABLE 


MORE PROFIT for you by giving your customers MORE COMFORT with less fuel 








—— gaa Thousands of One-Pipe Steam 
By Installing Detroit Systems are wasting fuel and 


HOW? FAST VENTING on all neating the houses inadequately, 


. because air is not vented 
_P 
One-Pipe Steam Jobs qeidly eal oneal 





Automatically fired one-pipe steam 
plants create a venting problem. To 
function properly, all the air must be 
driven out of the mains and radiators 
with a rush—even before pressure shows 
on the gauge. 

You can help your customers and make 
a good profit for yourself by correcting 
the sick jobs in your territory. It is easy 
to do by installing No. 861 Hurivents on 
the mains and No. 300 Multiports on all 
the radiators. 


“Detroit” Fast Venting: 


Saves fuel. Steam reaches all radiators 
quickly. Thus, shorter firing cycles and 


less fuel. 
Balances the system. All radiators No. 861 HURIVENT 


2) heat uniformly and at the same time. for Steam Mains 





No. 300 MULTIPORT 


Radiator Air Valve 


Lets air out fast. Venting rate, with 
“controlled minimum’’, adjustable by 
knob on top of valve. Makes system 
balancifig easy. For pressure up to 
3 Ibs. Attractively styled black bake- 
lite case. Adjustment knob easily 
locked to prevent tampering. 





3] Provides quicker heating of all Holf-inch port vents steam 

radiators. mains quickly. Will vent 130 
feet of 2” main in 30 seconds 
at only 4 ounces pressure. 
Shank threaded %4” male and 
4%” female N.P.T. 


4) Vents radiators quietly. Vented air 
effectively muffled by the No. 300. 





AVAILABLE THROUGH ALL PLUMBING AND HEATING WHOLESALERS 










OTHER “DETROIT” AIR VALVES 
No. 5000 Airid Variport 


——- 
‘DETROIT’ 


No. 500 Airid Air Valve DETROIT |UBRICATOR COMPANY 














Division of American Raprator 








Adjustable large vent valve A thoroughly reli- : 
% & Standard Sanitary corroration 
for systems operating at pres- able, yet inexpen- 
3 Ibs Wide slv " tabl GENERAL OFFICES 
sures above . ~~ e, non-adjustable 5900 TRUMBULL AVENUE 
of port adjustment with ‘‘con- valve for systems ae DETROIT 8, one omp 
* 8 ” * anadian Representatives: Railway and Engineerin 
trolled minimum’. operating at pres- Specialties Ltd. « Montreal, Toronto, Winnipeg , 
sures over 3 Ibs. j “Detroit” Heating and Refrigeration Controls « Engine 
Safety Controls « Float Valves and Oil Burner Equip- 
ment e “Detroit” Expansion Valves and Refrigeration 


Accessories ¢ Stationary and Locomotive Lubricators 


AVAILABLE THROUGH ALL PLUMBING AND HEATING WHOLESALERS 5193 


A A A A A 
EG og eg oa all a 


AMERICAN-STANDARD #© AMERICAN BLOWER © CHURCH SEATS ¢ DETROIT LUBRICATOR # KEWANEE BOILER ¢ ROSS HEATER © TONAWANDA IRON 
























© GREATEST HEATING SPEED... 


Mr. Plumber, outer flue construction on Hoffman 
Gas-fired heater models heats water with maximum 
speed and fuel economy — gives you the right sales 
answer for modern increased hot water needs! 
These days, it takes water heaters that excel in 
performance, value and merchandising appeal — to 
capture sales preference and profits — and with the 
Hoffman line, you’ve got what it takes to SELL BEST! 
























































CHAMPION OF THE ELECTRICS 


Immersion type heating elements on Hoffman 
Electric heater models apply their complete heat 
directly to the surrounding water — with maximum 
efficiency results. Different wattage input capacities 
are available for each size model, to suit individual 
needs. So even when you run up against unusual hot 
water requirements, you can always tell your prospect 
... “I’ve got the right heater for you in a Hoffman!” 





CLAYTON & LAMBERT MFG. CO. 


DOMESTIC ENGINEERING February, 1949 












_ 734 DIXIE HIGHWAY ‘o LOUISVILLE 10, KY. 


Send for complete information on the full Hoffman line, and name of your nearest Hoffman jobber. 
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Automatic Heat and Air Conditioning News 





Warm Air Research 


Supplementing the research pro- 
gram already being conducted by the 
National Warm Air Heating and Air 
Conditioning Assn., the board of di- 
rectors has authorized the immediate 
construction of two new research resi- 
dences together with an instrument 
shed to be erected on lots adjacent to 
the present warm air research resi- 
dence. It is intended that these houses 
will be made ready for research in- 
vestigation during the heating season 
of 1949-50. 

In one house, the association will 
conduct tests of low cost heating 
systems to be selected by the newly 
created low cost housing heating com- 
mittee and to effect improvements in 
the design, installation and operation 
of this system. 

In the other new research residence 
tests will be made of gravity furnace 
operation and various types of wall 
heating appliances for comparison 
purposes. 

A new low cost housing committee 
consists of seven member representa- 
tives appointed by Atlee Wise, asso- 
ciation president, for the specific pur- 
pose of investigating low cost warm 
air heating installations in basement- 
less houses built with concrete slab 
floors. 7 

As soon as possible after the com- 
mittee has completed its investigation, 
a tentative manual will be issued by 
the association’s installation codes 
committee, covering the design of the 
low cost warm air system to be 
selected by the low cost housing heat- 
ing committee. This manual will be 
distributed as widely as possible to 
dealers throughout the country. 


NSRB Heating Meet 


Ten representatives of the controls 
and heating specialties industry re- 
cently accepted invitations to meet 
with production division men of the 
National Security Resources Board at 
Washington and review World War II 
limitation and control orders and plan 
for industry mobilization if and when 
necessary. These industries have been 
invited to revise previous orders and 
prepare recommendations. 

Task group for controls is headed 
by J. A. Rodgers, president, White- 
Rodgers Co.; task group for specialties 
by Harold Marshall, Warren Webster 
and Co. 

Present at the meeting were Messrs. 
Huff and Nessell, Minneapolis-Honey- 


well Regulator Co.; Malcolm Henning, 


Penn Electric Switch Co.; V. R. Tate, 
Perfex Corporation; J. A. Rodgers, 
White-Rodgers Co.; L. H. Hobson, 
General Electric; Harold Marshall, 
Warren Webster and Co.; L. W. Mc- 
Crea, Hoffman Specialty Co.; H. F. 
Collins, Sarco Co., Inc., and P. B. 
Holmes, McDonnell and Miller, Inc. 

Scheduled for meeting in late Janu- 
ary were six representatives from the 
oil burning manufacturers; six from 
gas heating equipment, and six from 
the stoker industry. 


Educational Exhibit 


Birmingham, Ala., will be the center 
of activity for the refrigeration and 
air conditioning industry, Feb. 4-6, 
when the First Southern Refrigeration 
and Air Conditioning Educational Ex- 
hibit and Conference is held at the 
Birmingham Municipal Auditorium. 

The conference and exhibit is being 
sponsored jointly by the Refrigera- 
tion Equipment Manufacturers Assn. 
and the Refrigeration Service Engi- 
neers Society and is the fourth sec- 
tional conference of this type. 

Sixty of the leading refrigeration 
equipment manufacturers will furnish 
educational exhibits. These exhibits 
will be similar in scope to those re- 
cently shown in San Francisco, Boston 
and Chicago and are strictly educa- 
tional in nature. Every exhibit is 
prepared by the manufacturer to in- 
dicate how the product is made, how 
it should be installed and how it 
should be serviced. 

Factory experts will answer ques- 
tions and show the proper function 
and scope of the products exhibited 
to give contractors, wholesalers and 
jobbers, and service engineers in- 
dividual attention and answers to their 
installation and service problems. 

A series of educational briefs com- 
posed of short talks by factory experts 
on various refrigeration problems, 
augmented by motion pictures and 
illustrated slide films, will be inter- 
spersed throughout the program. 

The educational conference is open 
to the entire refrigeration and air con- 
ditioning industry. 

Members of the Refrigeration 
Equipment Manufacturers’ education- 
al committee in charge of exhibits are 
H. F. Spoehrer, Sporlan Valve Com- 
pany, chairman; K. B. Thorndike, 
Detroit Lubricator Company; E. M. 
Flannery, Bush Manufacturing Com- 
pany; G. E. Graff, Ranco., Inc., and 
J. M. Schlemmer, General Controls 


Company. 
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Stoker Sales—1948 


Factory sales of all sizes and types 
of stokers totaled between 90,000 and 
95,000 units for the year 1948, com- 
pared with a total of 69,000 sales in 
1947 and 191,000 in 1946. 

Sales of class 1 stokers (residential, 
60 lbs per hour or less) represented 
about 85 percent of all stoker sales 
compared to 82 percent in 1947 and 
90 percent in 1946. 

Sales and installations of commer- 
cial and industrial sizes of stokers in 
1948 increased substantially over sales 
in 1947. Indications are that commer- 
cial and industrial stoker sales will 
account for a larger percentage of 
total sales and installations in 1949. 


Top Connection 
(Continued from page 120) 


since the steam is lighter than the air 
in the radiator and the steam rises up 
in each individual loop, forcing the air 
down to the bottom where it travels 
horizontally to the return end of the 
radiator, ultimately reaching the air 
valve by means of the bottom nipples. 

If used for hot water, however, there 
is an entirely different condition to be 
met. In this case the water fills up 
the radiator from the bottom and im- 
prisons all of the air in the radiator 
loops at the top of the loops. The air, 
being lighter than the water, then 
stays at the tops of the loops and can- 
not be relieved without an air valve 
or. the top of each loop. Even after 
having vented out of these loops, the 
air again will collect after a time and 
venting will again be necessary. 

In the hot water type of radiator, 
provision is made for venting the 
loops in the radiator by the addition of 
the top nipples, which opens an escape 
for all air at the top over to the vent 
valve on the return end. A tapping is 
provided at the top of the return sec- 
tion for this vent valve (see Fig. 2). 

Steam also may be used as the addi- 
tion of the top nipples does not affect 
the air dropping down to the bottom 
of the radiator and proceeding over 
to the return end, where a vent tap- 
ping about one-third the height of the 
radiator also is provided for use when 
steam is the heating medium. 

In general the top inlet and bottom 
ovtlet is preferred whether the hot 
water type of radiator is used either 
for steam or hot water. A bottom in- 
let and outlet may be used in any case 
where desirable without resulting in 
any particular trouble. 





News of 


Self De-lcer Yard Hydrant 


Product: Automatically de-icing yard 
hydrant. 

Features: The basic principle of an 
entirely new cold weather hydrant lies 
in a rubber tube which rests inside the 
riser-spout and extends from the valve 
itself to a point below the frost line. 
This tubing is installed under tension 
and expands when the water is turned 
on. After the valve is closed, the rub- 
ber tube contracts to its original posi- 
tion expelling most of the water. Here 
is what takes place in cold weather. 
Valve is opened, tube expands and wa- 
ter passes through the spout. When 
valve is closed, tube contracts, thus 
leaving a thin column of water (hardly 
thicker in diameter than a lead pencil) 
inside the tube. Naturally, this water freezes down to the 
frost line, but when the water is again turned on, the 
tube is expanded to a diameter greater than the column 
of ice. The ice breaks up and flushes out, giving a free 
flowing stream almost instantly. Standard length of hy- 
drant is 6% ft, which places the valve mechanism 4 ft 
below the surface and the outlet 30 inches above the 
ground. Composition disc valve is operated by a lever. 
Faucet is of one in. pipe, and can be fitted with a hose 
adapter. 

Manufacturer: Crane Co., 836 S. Michigan Ave., Chi- 
cago 5. 








Jacketed Boiler 


Product: Boiler of all steel 
welded construction with tank- 
less coil, designed for either 
steam or hot water. 

Features: The boiler has’‘a 
rated capacity of 400 sq ft of 
steam radiation or 640 sq ft of 
hot water radiation, according 
to the manufacturer. Jacket is 
insulated and is designed to 
enclose the burner unit. 

Manufacturer: Norse Boiler 
Company, 5 Beekman St., New 
York City (7). 





Pipe Cutter 

Product: Motorized pipe and tube cutter. 

Features: An integrally-mounted % hp, 110 volt, uni- 
versal type motor furnishes direct gear drive to the 
rollers. Gears are self-lubricating. An automatic trip- 
switch starts cutting operations when the cutter wheel 
contacts the pipe and automatically stops when the cut 
is finished. Adjustable roller yokes provide necessary 
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New Products 





support for the pipe, yet permit free rotation, according 
to the manufacturer. Fully portable, the machine cuts pipe 
and tube in diameters ranging from % to 4 in. Cutting 
cast iron pipe within the same range is also possible. 

Manufacturer: Quijada Tool Co., Inc., 5474 Alhambra 
Avenue, Los Angeles 32. 


Table-Top Refrigerator 


Product: 5 cu ft electric 
refrigerator designed to fit 
with modern steel kitchen 
cabinets of 36 in. height. 

Features: Cabinet is of 
welded steel construction, 
with or without legs as re- 
quired, and with a choice of 
table top work surface cov- 
erings, including linoleum, 

’ ” formica, or stainless steel. 
The cabinet is finished with white baked enamel. The 6- 
position refrigeration unit is hermetically sealed, with 
exhaust heat outlet at the top of the casing. Unit is in- 
sulated with glass fibers. Unit was designed for kitchens 
with limited floor space, the manufacturer states. 
Literature Offered: Illustrated folder in 2 colors. 
Manufacturer: Glascock Brothers Manufacturing Co., 
Muncie, Ind. 











Compass Saw 





Product: Compass saw cutting in any direction. 

Features: Blade is in rotating barrel, which may be set 
in any position to cut in desired direction. 

Manufacturer: Chicago Specialty Mfg. Co., 
Lawrence Ave., Chicago 25. 


e e 
Night Cooling Fan 


Product: Attic night cooling fan for use with low 
pitched roof construction. 

Features: Especially designed for tough-to-cool spots, 
the new fan incorporates several new features, including 
a fire-resistant sheet metal plenum and sealed bearings 
for all moving parts. The four-bladed fan belt drive is 
mounted in a horizontal position, with vertical air flow. 
Placed in the attic flush with the ceiling, only the auto- 
matic shutter is visible from below. The 1% hp motor and 
30 in. blade unit is rated at 6900 cfm free air delivery. 

Manufacturer: The Lau Blower Co., Dayton 7, Ohio. 

(Please turn to page 145) 
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Specify and install RICHMOND 
Enameled Cast Iron Sinks... 


Sinks for any situation: Wall hung, for counter top, for Richmond has just the sink for you...Versatile design, acid- 
base cabinets —left, right or double drainboard—single or _resisting enamel and rugged cast ironconstruction guarantee you 
double compartment. Whether your job is large or small, _ a superior installation—one that assures customer satisfaction. 


embodied in the Richmond 


RICHMOND RADIATOR CO.—AFFILIATE OF REYNOLDS METALS CO. ; , 
line of fine lavatories. 
See your wholesaler or MAIL COUPON TODAY DE-2 


Richmond Radiator Company 
19 East 47th Street, New York 17, N. Y. 


1 am interested in further information on the Richmond 
Enameled Cast Iron sinks. Please send me full details. No 
obligations, of course. 


Name .pcccccccccccccccsccccesesesseesesssessees . 
COMPANY .ecesecceseecereseeeees ccccccecccccccce ° 


Address .sesecese 
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PENN THERMOSTATS BANISH COLD 70 


and That’s a Fact!” 


“Cut through all the fancy language about thermostats 
and you find the heart of the matter is comfort—real 
heating comfort. With automatic heat of any kind that 
means frequent, short burner operations in place of 
longer ‘on’ and ‘off’ periods. That’s what Penn 
achieved—15 years ago—with heat anticipation. That’s 
why Penn thermostats, during all these years, have 
given the closer temperature regulation that means real 
comfort—an end to zig-zag heating and the shivering 
of ‘cold 70’; and that means good customer relations.” 


Take a tip from this typical experience of heating 
dealers — give your customers the comfort, and your- 
self the satisfaction and profit, which the Penn original 
heat anticipating thermostat assures. You'll appreciate 
the simplicity of the two-wire installation, the snap-act- 
ing contact structure and the all-around dependability 
of Penn thermostats. They banish “cold 70”—and that’s 
a fact. Penn Electric Switch Co., Goshen, Ind. Export 
Division: 13 East 40th St., New York 16, U.S.A. In 
Canada, Penn Controls Ltd., Toronto, Ont. 


* Holds the temperature at selected level—within one degree or less: 


Here’s What Penn * Avoids “cold 70”; ends discomfort of “zig zag’’ heating. 


Heat Anticipation 


* Automatically compensates for outside weather conditions: 
* Provides more frequent, short burner operations instead of longer 


Does... runs and standby periods, assuring even flow of warmth for greater 





comfort and fuel economy. 


























— 
oo > ee “hugs” the selected level for closer temperature control 





























AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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(Continued from page 142) 
Flame Failure Safeguard 


— 








Product: Flame 
failure safeguard 
tor gas-oil burners. 

Features: Made in 
two models, one for 
gas burners which 
use oil as alternate 
. fuel and the other 
for oil burners which can also burn gas. Photoelectric 
scanner monitors the main oil flame and electronic rod 
monitors the gas flame when it is used. Programming 
control sequences the ignition of fuel systems during 
switchover from one fuel to the other, manufacturer 
states. 

Manufacturer: Combustion Control Corporation, 77 
Broadway, Cambridge 42, Mass. 

eo e ® 


Soil Pipe Cutter 








Rien 


Product: Spring tension 
cast iron soil pipe cutter. 

Features: Spring loaded 
head allows the cutter roll- 
ers to ride over irregulari- 
ties on the surface of the 
soil pipe, while inserting 
extra pressure on high 
points, according to the 
manufacturer, who claims 
that this gives a quick, 
clean cut and lengthens the life of the cutter wheels. 





‘ Cutter is designed to cut close to pipe ends, if desired. 


For larger pipes, two cutters are used in tandem. 
Manufacturer: Richmond Sales Company, 507 Westlake 
North, Seattle 9. 
e 8 ® 


Powered Sewer Cleaner 


Product: Electric-powered 
sewer cleaner, with detachable 
hand-drill type motor for use 
in cleaning sink lines and other 
small sewer pipes. 

Features: Cable container, 
which holds up to 100 ft of % 
in. sewer cable, can be tilted to 
desired angle to reach clean- 
out. Sewer cable is reinforced 
with an inner cable to with- 
stand the added torque of be- 
ing motor driven, manufactur- 
er says. Motor is reversible and can be removed and used 
as slow speed drill for grinding or cutting holes in wall, 
tile, etc. 

Literature Offered: Illustrated folders. 

Manufacturer: Spartan Tool Company, 6007 North Lin- 
coln Ave., Chicago 45. 
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Floor Level Drains 
Product: Cast 


iron floor level 


- 


Zz 


drain adjust- 
able for height. 

Features: 
These drains 
are designed to 
make floor level adjustment possible where resurfacing is 
required. According to the manufacturer, the adjusting 
screws are on the inside of the drain, and pipe connections 
are not disturbed. Available in two models, one designed 
for heavy traffic loads. 

Manufacturer: J. A. Zurn Mfg. Co., Erie, Pa. 

e e °® 

Packaged Sump Pump 

Product: 
Packaged sump 
pump for util- 
ity use. 


Features: 





, Sump pump 
comes complete 
with electric motor, combination strainer and foot valve, 
ready for installation. Manufacturer claims that the pump 
is efficient at suction lifts up to 20 ft, working heads up 
to 40 ft, or at capacities up to 40 gpm. 

Manufacturer: The Gorman-Rupp Co., Mansfield, Ohio. 

e e ® 


Electric Water Heaters 

Product: Electric water heat- 
ers of 10, 15, and 20 gal capacity. 

Features: Heaters are avail- 
able in six models for either 110 
or 220 v a-c, in wattage capa- 
cities from 750 to 2000. Designed 
to be used in rural homes, tour- 
ist cottages, 
milk houses, ‘offices and factory 
washrooms or professional shops, 
manufacturer says. Heaters have 
a single immersed heating unit, 
and tank is insulated with glass 
fibers. Thermostat adjustable from 140 to 190 deg. 

Manufacturer: Bruner Corporation, 2318 N. 30th St., 
Milwaukee 10. 


vacation cabins, 








ee e 
Sludge Solvent 


Product: Fuel oil sludge solvent. 

Features: By dissolving sludge and making it burnable, 
more heat units are obtained out of each gal of oil and 
at the same time tanks, lines, strainers, and nozzle tips 
are clean, manufacturer claims. 

Manufacturer: Delavan Engineering Co., Des Moines. 

(Please turn to page 179) 
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St. Louis Election 


Members of the Contracting Plumb- 
ers’ Assn. of St. Louis recently elected 
the following officers and directors at 
a meeting held in the Forest Park 
Hotel, St. Louis: 

Leonard B. Meiners, president; Don- 
ald Cunningham, Ist vice president; 
Emil O. Trojahn, 2nd vice president; 
Wm. R. Bottini, treasurer, and Ralph 
Guinner, secretary. M. E. Shifrin, 
retiring president becomes the senior 
member of the board of directors. 
Messrs. Erwin J. Fischer, Melvin F. 
Gildehaus and Meyer Schwartz were 
reelected to serve as directors. 

Officers and directors were intro- 
duced in ceremonies at a dinner dance 
held Jan. 8, at the Norwood Hills 
Country Club. 

Joseph A. Sheehan, president, Mis- 
souri State Assn. of Master Plumbers, 
presided as the installing officer and 
several hundred members of the 
plumbing industry attended the in- 
stallation ceremonies. 


Milwaukee Election 


John M. Brennan was elected presi- 
dent of the Milwaukee Plumbing 
Contractors Assn. at a recent meeting 
held at the Hotel Schroeder, Mil- 
waukee. 

Other officers elected are Willard 
Neis, vice president; William Holz- 
haeuser, secretary, and Ray Meisen- 
heimer, treasurer. 


Chicago Election 

John W. McCann was elected presi- 
dent of the South Side Master Plumb- 
ers’ Social Club (Chicago) at the 
board of directors recent annual meet- 
ing. John Guldan, retiring president, 
was retained as a director. 

Other officers elected are J. Allison 
Vandersyde, vice president; C. J. 
Erickson, treasurer; Al T. Heath, sec- 
retary, and Frank Ball, sergeant-at- 
arms. 

Newly elected directors are Frank 
Nash, Walter Goblisch and Jerry 
Crawford. Mike Mercury and Ed Mc- 
Nabb continue as directors. 


New York Convention 


Attendance at the 60th annual con- 
vention of New York State Assn. of 
Master Plumbers, April 21-23, prom- 
ises to be the largest in its history. 
Hosts to the convention will be the 
Associated Master Plumbers of 


Rochester. Headquarters will be at 
the Hotel Seneca. 
The Rochester convention com- 


mittee is already at work setting up 
its business and entertainment pro- 
gram. Efforts are being made to se- 
cure outstanding nationally known 
speakers. 

The convention will not have ex- 
hibits or a souvenir advertising pro- 
gram. Instead, contributing manu- 
facturers and suppliers are invited to 
gain first-hand distribution of their 
sales literature by having it placed in 


a sales help portfolio which will be 
handed to every delegate at the time 
he registers. This cooperative venture 
has already received favorable re- 
sponse from many companies. 


Passaic, N. J., Meeting 


At the annual meeting of the Passaic 
Master Plumbers Assn., held recently 
at the Nadlers building, Passaic, N. J. 
the following officers were elected to 
serve for the year 1949: 

Edward. Molchon, Garfield, was 
elected president; Ben Zabotinsky, 
vice president; Ralph Nargi, recording 
secretary, and Joe Lipari, financial 
secretary. Allen Blair was reelected 
treasurer with Harry Pruzansky as 
trustee for 3 years. John Connici will 
retain his post as sergeant-at-arms. 

Final arrangements were completed 
for the golden jubilee installation 
dinner and dance at the Teterboro 
Country Club on Jan. 29. 


Kings County (Brooklyn) 
Kings County Master Plumbers 
Assn. of Brooklyn will hold its 19th 
annual banquet, Feb. 21, at the Hotel 
St. George, Brooklyn. 
Harry G. Triefler is president of tne 
association. 


National Home Show 


One of the greatest displays of home 
building materials, equipment and 
(Please turn to page 149) 


Annual dinner and dance of the Heating, Piping and Air Conditioning Contractors New York City Assn., held Dec. 2, 1948 at the Hotel Astor, 
New York City. 
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--e the Modern Carrier 


Gas-Fired Unit Heater 


with the 


Aluminized Heart 


In less than a year, this modern gas- 
fired unit has made a name for itself 
for efficient, economical operation. 
Engineered by Carrier to provide 
extra years of service, it enables you 
to take full advantage of the trend to 
clean, convenient gas heat. 

Here are some of the points that 
make it a Superior installation for 
stores, shops, warehouses, factories, 
garages, and for use in many other 
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xtra value 





commercial and industrial buildings. 

1. Its combustion chamber and 
heat exchanger are made of ALU- 
MINIZED steel for maximum heat 
reflectivity and resistance to corrosion 
... welded into one rugged leak-proof 
assembly .. . no tie bolts to freeze or 
gaskets to dry out. 

2. Double-action high-temperature 
safety controls prevent excessive 
metal temperatures and overheating. 


AIR CONDITIONING - 


REFRIGERATION «+ 





Each unit is equipped with automatic 
100% gas shut-off. 

3. Adjustable louvers make it 
possible to direct heat to spots that 
need it, eliminate dead spots. 

Don't overlook the profit oppor- 
tunities in this modern unit. The 
name Carrier assures your customers 
of a quality product. And the unit 
has proved itself a standout! Carrier 
Corporation, Syracuse, New York. 


INDUSTRIAL HEATING 
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Every Duo-Therm bears the GAMA 
Court of Flame seal of quality. 


YOU GET A HIGH QUALITY automatic gas 
water heater that any plumber would be 
glad to put in his own home. 


How do we know? Because before we 
designed the Duo-Therm Automatic Gas 
Water Heater we asked a lot of plumbers 
what changes they’d make in conventional 
water heaters if they were making one for 
their own use. 


Their answers are built into practically 
every inch of the new Duo-Therm. Here’s 
what we mean: 


Liberal Warranty and 10 Year Protec- 
tion Plan. Every Duo-Therm we sell is 
backed by this warranty and, in addition, 
carries the Court of Flame seal of the Gas 
Appliance Manufacturers Association. 
These are your assurances of complete cus- 
tomer satisfaction when yousell Duo-Therm. 


Exclusive Equaflame Burner—gives uni- 
form flame at all ports. Big, efficient and 
easy to reach through extra-large double 
doors. This single burner handles ALL 
types of gas, including LP and bottled. The 
burner is installed at factory. 


Off-Center Flue—spreads the heat to all 
parts of the boiler at once. That means 
plenty of hot water even on heavy wash- 
days! Prevents water of condensation from 
dropping on burner and causing corrosion! 


Unitrol Control—filters gas to pilot, reg- 
ulates water temperature, meters gas to 
burner. Automatic safety shut-off. Easily 
accessible. 


Aquanode Anti-Corrosion Rod—made of 
high grade magnesium by Dow Chemical 
Company. Assures long, trouble-free boiler 


life. 


Extra Heavy Boiler—made of heavy 
gauge steel, hot-dipped zinc lined. Has no 
coils to clog or corrode. 


114 inch Thick Spun Glass Insulation— 
insures uniformly hot water, reduces stand- 
by heat loss. 


Baked Enamel Finish—looks just as good 
in your display window as it will in a 
kitchen or utility room of one of your cus- 
tomers. Easy to clean. 


Double Base—makes it possible to install 
the Duo-Therm on any type of floor. 


There’s a Duo-Therm Automatic Gas 
Water Heater to meet practically any home 
or small business requirement. All mod- 
els are approved by the American Gas 
Association. 


Duo-Therm Gas Water Heaters are avail- 
able in all principal trading centers. Check 
with your distributor or write to: 


DUO-THERM 


ALWAYS THE LEADER 
DIVISION OF MOTOR WHEEL CORPORATION ¢ LANSING 3, MICHIGAN 


Duo-Therm is a registered trade mark of Motor Wheel Corp., Copyright, 1949 
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services in history will be seen at 
the fifth annual convention and expo- 
sition of the National Assn. of Home 
Builders in Chicago, Feb. 20-24. 

A total of 139 leading national firms 
serving the home building industry 
will exhibit, demonstrate and explain 
their newest products. This is a new 
high in number of firms participating 
in the exposition. 

According to a list released by Paul 
§. Van Auken, convention and expo- 
sition director, exhibitors come from 
24 states and the District of Columbia. 
Mr. Van Auken also revealed that the 
1949 exposition will be of a more 
diversified character than heretofore. 
About one-third of the exhibitors will 
display products not previously shown. 

Displays include the following: 
Heating equipment, kitchen cabinets 
and equipment, gas and electric ap- 
pliances, plumbing equipment, and 
air conditioning equipment. 


Konzo Leaves Warm Air 


After serving 19 years in the direct- 
ing of research on warm air heating at 
the University of Illinois College of 
Engineering, Prof. Seichi Konzo has 
withdrawn from active participation 
in warm air research. He is now giving 
his attention to graduate teaching but 
will continue as an advisor on warm 
air heating research. 

Robert W. Roose is now head of a 
four man team carrying on warm air 
studies. ; 

Professor Konzo was honored at the 
recent convention of the National 
Warm Air Heating and Air Condition- 
ing Assn. in Cleveland. He was pre- 
sented with a scroll from the asso- 
ciation which stated, “It is recognized 
and widely acknowledged that your 19 
years of unselfish service in the co- 
operative warm air research investi- 
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gation with the University of Illinois 
has added immeasurably to the de- 
velopment and success of the associa- 
tion and the industry it represents.” 


West Philadelphia Assn. 


At the recent annual dinner meet- 
ing of the West Philadelphia Master 
Plumbers Assn., rulings and proposed 
changes on copper tubing installation 
and the wage and hour act were dis- 
cussed. 

Caswell Holloway, Wall and Hollo- 
way, manufacturers representative, 
Philadelphia, talked on showrooms, 
kitchen planning and _ engineering 
phases in plumbing and heating in- 
stallations. 

Manuel Simmons, president of the 
West Philadelphia association, called 
for nomination of officers for the year 
1949, with elections scheduled in late 
January. 


New York City Dinner 


The annual dinner and entertain- 
ment of the Heating; Piping and Air 
Conditioning Contractors’ New York 
City Assn. was held recently at the 
Hotel Astor, New York City. The 
meeting, an annual affair of the as- 
sociation, drew a large attendance of 
contractors, manufacturers, wholesal- 
ers, and other representatives of the 
industry. More than 1,000 members 
and associates made this one of the 
largest dinners given by the associa- 
tion. 

The officers this year are Andrew 
C. Lieblang, president; Leon L. Mun- 
ier, vice president; Thomas F. Hall, 
treasurer, and Robert B. Miller, sec- 
retary. On the board of directors are 
Messrs. Lieblang, Munier, Hall and 
Joseph A. Courter and Rowland 
Tompkins. 

(Turn to page 146 for photograph.) 


Over 600 members of the plumbing industry in Chicago, including master plumbers, 
wholesalers, representatives and officers of the local journeymen “plumbers union, 
attended the recent dinner dance of the North and West Side Master Plumbers 
Club at the Morrison Hotel, Chicago. Peter H. Smith is the newly elected president 
of the club. Other officers are Richard H. Curran, vice president; Paul Gross, 
financial secretary; George Groote, treasurer, and Fred Krueger, sergeant-at-arms. 
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NAM Officers, Directors 


Eleven executives prominent in air- 
conditioning, plumbing and_ allied 
fields have begun their service as 1949 
officers and members of the board of 
directors of the National Assn. of 
Manufacturers, following their elec- 
tion at the recent 53rd annual Con- 
gress of American Industry, held in 
New York City, and sponsored by 
NAM. 

Elected national vice presidents 
were Gwilym A. Price, president, 
Westinghouse Electric Corp., Pitts- 
burgh, and Cloud Wampler, president, 
Carrier Corp., Syracuse, N. Y. 

Elected regional vice presidents 
were S. E. Lauer, president, York 
Corp, York, Pa., and Edgar F. Wendt, 
president, Buffalo Forge Company, 
Buffalo. 


State Directors 

Elected to serve as NAM state di- 
rectors were George O. Boomer, pres- 
ident, Girdler Corp., for Kentucky; 
W. Benton McMillan, president, Huss- 
mann Refrigerator Company, for Mis- 
souri, and T. C. Ervin, president, 
Lucey Boiler and Manufacturing 
Corp., for Tennessee. 

Reelected state directors include: 
Oscar C. Palmer, president, Palmer 
Manufacturing Corp., for Arizona; 
Howard E. Blood, president, Norge 
Division, Borg-Warner Corp., for 
Michigan, and Hubert F. O’Brien, 
president, A. P. Smith Manufacturing 
Company, for New Jersey. 

In addition to the directors newly 
elected, Ralph J. Cordiner, vice presi- 
dent and assistant to the president, 
General Electric Company, New York, 
will continue to be a member of the 
1949 board. 

These executives will serve through 
the coming year as national, regional 
and state representatives of the NAM. 
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At the recent golf tournament of the Plumbing and Heating Club of 
Northern California, held at the Lake Merced Golf and Country Club, 
San Francisco, left to right, were Fred Kolb, L. La Point, C. J. Nicholas 





Signing out at the recent P&H Club of Northern California’s golf tour- 
nament, left to right, were Frank Hull, Ed Balaam, Mark Blos, Guy 
Winton, Norval Morlan, N. B. Montgomery, Jack. Mattos and Vince 


and Clyde Bentley. 





At the recent Plumbing and Heating Club of Northern California’s ‘Hi 

party, left to right, were O. R. Doerr, Gordon Beachy, N 

Sutherland, James Scullion, R. T. Stephens, L. H. Anderson, W. A. Bahr, 
D. D. Smally and Harry A. Lee. 


Jinks” 





Some of the members and guests who participated in the recent golf 
tournament, left to right (kneeling) were Robert Tuck, Donald Staples, 


James Tuck. Standing, Robert Millikan, 


P & H Club, San Francisco 

Members of the Plumbing and Heat- 
ing club of Northern California gath- 
ered December 9 in San Francisco to 
launch the new season with their 
annual “Hi Jinks” party at the Lake 
Merced Golf and Country Club. The 
afternoon was.given over to golf. 

Russ Epley carded a par 72 aided 
by a beautiful putting touch which 
found him needing only 26 putts for 
the 18 holes. Harry S. Haley was 


chairman of the golf committee. 


Robert Hoyt, Jr., 
Gentile, Robert Rodoni and Erroll Fanning. 


Stuppi. Starter is Eric Roberts, member of the golf committee. 


At the 


Michael R. A. Briggs, W. 


Following the golf tournament, 637 
members and guests gathered at the 
Palace Hotel for the banquet and 
show. A fine dinner was served. Neil 
H. Peterson, president, welcomed the 
group and he was aided by Hal Sales, 
secretary. 

The following members and guests 
had the lowest net scores in their par- 
ticular class. 

Class A: Pete Maffe, net 64; R. 
Epley, net 66; E. Balaam, net 67; V. 
Kilbride, net 68, and R. Fuite, net 69. 





Some of the high scorers at the P&H Club of Northern California’s re- 

cent golf tournament, left to right, were Harry Morse, Alfred Mac- 

Jennett, Vincent Stuppi, Vincent Kilbride, Norman Brown, Richard Ham, 
William Kell and Paul Mahoney. 





“Hi Jinks” party, left to right, were Paul G. Beachy, H. E. Mul- 
doon, J. B. Hawley, vice president, National Assn. of Master Plumbers; 


F. Clucas, executive secretary, NAMP; L. V. Koreneff, 
A. “Bud” Drucker and Robert Rodoni. 


Class B: V. Stuppi, net 67; J. Gay- 
ner, net 68; N. Brown and F. Brown, 
net 70, and W. Bahr, net 71. 

Class C: M. B. Woodson, net 68; W. 
Kell, net 71; R. Ham, C. A. Warden 
and H. E. Goss, net 75. 

Class D: A. MacJennett, net 67; H. 
Morse, net 68; P. Mahoney, net 69, 
and E. H. Morrill and R. S. Skinner, 
net 70. 

Guest bogie awards went to P. 


Beachy and C. Neff. 
(Please turn to page 153) 
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...when you can sell the 
GED WALL HEATERS... 


Easy to install... Just slips in the wall... 


There is a tremendous existing demand This new heater is ideal for new con- 













for this new, modern heating appliance, 
that’s specially designed for plumbers to 
sell and install. You can cash in on this 
demand right now, installing Utility built-in 
Wall Heaters for both new and old homes 
and many other buildings. 


struction... simplest thing in the world to 
install... comes pre-assembled, with plaster 
guides and header, for any standard 4” ° 
stud wall. All models are vented, with 
automatic or manual controls. Write or 
call for complete information. 


i: EC 
t 69, 





UTILITY APPLIANCE CORP. 


4851 S. Alameda St., > Los Angeles 11, California 
DIVISIONS: Gaffers & Sattler * Occidental Stove. Co. 


OTHER UTILITY MONEY-MAKERS FOR YOU... 


A HEATING APPLIANCE FOR EVERY PROSPECT 


All Utility 
heating appliances 





are approved by 
American 
Gas Association 


‘ ci 
Gyan SAF; 
SKS 
+ ———F | 
& 














UNIT HEATERS 
SUSPENDED TYPE 


FORCED AIR FURNACES FLOOR FURNACES 








CIRCULATING HEATERS 
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@ AUTOMATIC BENDING 


Our traps are made with electric hydraulic benders. It is 
impossible to make anything but a smooth bend. 








@ AUTOMATIC POLISHING 


Our traps are automatically polished to a mirror-like finish 
on a quadruple header buffing machine. 


@ AUTOMATIC PLATING 


A fully automatic Udylite plating machine assures you a 
gleaming lustrous chrome finish. These traps go through a 
cycle of copper, nickel and chrome plating. 


@ STRIKING, INDIVIDUAL PACKAGES 


The entire quality line of SANITARY-DASH products are 
now individually packed in striking orange colored cartons 
. . . for greater display value and instant recognition. 


We sell only through recognized wholesalers. 
Write for name of our Sales Agent nearest to you. 








“S” TRAP 
20 and 17 B & S Gauge 


SAIITAR¥-DASH 


MANUFACTURING CO., INC. 


11th STREET and 44th ROAD * LONG ISLAND CiTy 1,N. Y 


MANUFACTURERS OF TUBULAR BRASS AND PLUMBING GOODS—SHOWER BATH CURTAINS 
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Carolina Meeting ei 








At the mid-winter convention of the North Carolina Assn. of Plumbing and Heating Contractors, held recently at the King Cotton Hotel, Greens- 
idney Duncan, secretary, South Carolina association, and R. M. Kermon, executive secretary, North Carolina asso- 


boro, N. C., left to right, were 
ciation. R. A. Bashford and F. C. Ruth, both of Raleigh. J. M. Jarrett, North Carolina plumbing and heating examining board; W. F. Morrison, 
executive secretary of the board, and Dr. W. H. Sullivan, Greensboro, director, National Assn. of Master Plumbers. 








Among those attending the recent mid-winter convention of the North Carolina Assn. of Plumbing and Heating Contractors, left to right, were 
George Weant, Ist vice president, North Carolina association, Salisbury, and Mrs. Weant. J. D. Gantt, Albemarle; Fred Lawrence, Noland Co., 
Winston-Salem; Thomas Blow, Goldsboro, and R. J. Johnson, Tompkins-Johnson, Charlotte. W. A. McClees, Speakman Co., Charlotte, and N. A. 
MacKenzie, Longley Supply Co., Washington, D. C. 


Robert Dufcrt, manufacturers representative, Richmond, Va.; William Taylor, Spang-Chalfant, Philadelphia, and Arthur F. Conway, John Wood Mfg. 

Co., Jacksonville, Fla. Ben H. Schulze, Eastern sales manager, and Edward R. Harding, Greensboro manager, both of Kewanee Boiler Corporation. 

James H. Legg, president, Federal Boiler Co., Midland, N. J.; Herbert Hayes, Garrison-Hopkins Co., Charlotte, N. C., and Louis Hoffman, Greens- 

boro, representing Federal Boiler. Pictures taken at the recent convention of the North Carolina Assn. of Plumbing and Heating Contractors held at 
the King Cotton Hotel, Greensboro, N. C. 





Photographed at the recent convention of the North Carolina Assn. of Plumbing and Heating Contractors, held at Greensboro, N. C., left to right, 
were E. F. Roberts, manager, Anchor Supply Co. Inc., Hickory, N. C.; Mrs. Taylor, and W. H. Taylor, district manager, Philadelphia, Spang-Chalfant. 
W. O. Blackstone, president of the South Carolina association, addressing the North Carolina convention. Frank C. Hockett, Hockett Supply Co., 
Greensboro, N. C., and Robert Core, Washington, D. C. P. L. Guest, Jr., and James Pleasants, both of P. L. Guest and Co., Greensboro, N. C. 
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( Mithicrins 


William J. Olvany 


William J. Ol- 
vany, 74, past 
president, Heating, 
Piping and Air 
Conditioning Con- 
tractors National 
Assn., died re- 
cently at Forest 
Hills, N. Y. 

Mr. Olvany was 
born in New York City on July 24, 
1874. Following his education in New 
York City’s public schools, he entered 
the heating industry and in 1898 es- 
tablished his own business in New 
York City. 

Mr. Olvany was president of the 
National association in 1939. He was 
president of the New York state asso- 
ciation, a life member of the American 
Society of Heating and Ventilating 
Engineers and a past president of the 
New York chapter, ASHVE. He was 
also treasurer, member of the board 
of governors and a member of’ the 
executive board of the Building Trade 
Assn. of the City of New York. 








Joseph E. Lewis 


Joseph E. Lew- 
is, 73, president 
and founder of Jo- 
seph E. Lewis and 
Company, Inc., 
Baltimore, died 
recently. 

Mr. Lewis had 
contributed exten- 
sively to the de- 
velopment of coiling equipment and 
copper coil water heaters. 


J. Howard Butcher 

J. Howard Butcher, J. Howard 
Butcher Co., Philadelphia, manufac- 
turers’ representative, died recently. 


George F. Schott 

George F. Schott, 79, founder of 
George F. Schott and Son, plumbing 
contractors, Louisville, Ky., died De- 
cember 31. 


Fred L. Perkins 
Fred L. Perkins, 86, retired master 
plumber, Lynn, Mass., died Dec. 10. 
Mr. Perkins was vice president and 
treasurer of Fred Perkins Co., which 
he founded. He was a member of the 
Lynn Master Plumbers Assn. 


Mounsey R. Hodgson 

Mounsey R. Hodgson, plumbing 
contractor, Rochester, N. Y., died Dec. 
13. 
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Morton L. Sharp 


Morton L. Sharp, master plumber, 
Jamestown, N. Y., for the last 30 
years, died Dec. 22. 


Patrick J. Cahill 


Patrick J. Cahill, 65, plumbing in- 
spector and former plumbing contrac- 
tor at Orange, N. J., died recently. 


Leo Verstegen 

Leo Verstegen, 39, president, Engel 
Heating Company, Little Chute, Wis., 
died Dec. 12. 


B. P. Scruggs 


B. P. Scruggs, 67, plumbing con- 
tractor, Tampa, Fla., died Nov. 22. 


Ucteseniiion a ihe 


Jan. 31-Feb. 1—Wholesalers — Annual 
meeting of the Plumbing and Heating Whole- 
salers of New England, Inc.; to be held at 
the Copley Plaza Hotel, Boston. 





Jan, 31-Feb. 1-2—Wisconsin — Annual 
meeting of the Wisconsin Master Plumbers 
Assn.; to be held at the Hotel Schroeder, 
Milwaukee. 


Feb, 20-24—Home Show—Annual conven- 
tion and exposition of the National Assn. of 
Home Builders; to be held at the Stevens 
Hotel, Chicago. 


Feb, 28-March 1—Heating—Annual con- 
vention of the Heating, Piping and Air Condi- 
tioning Contractors Wisconsin Assn.; to be 
held at the Hotel Schroeder, Milwaukee. 


March 10-12—Oklahoma—Annual meeting 
of the Oklahoma State Assn. of Master Plumb- 
ers; to be held at the Severs Hotel, Muskogee, 
Okla. 


March 28-29—Wholesalers—Spring meet- 
ing of the Middle Atlantic Wholesalers’ Assn.; 
to be held at Skytop Lodge, Skytop, Pa. 


March 28-29—Virginia — Annual conven- 
tion of the Virginia Associated Plumbing and 
Heating Contractors, Inc.; to be held at the 
Roanoke Hotel, Roanoke, Va. 


April 7-%—Texas—Annual convention of 
The Associated Plumbing Contractors of Tex- 
as. Inc.; to be held at the Texas Hotel, Fort 
Worth. 


April 13-15—Petroleum—Meeting of the 
National Petroleum Assn.; to be held at the 
Hotel Cleveland, Cleveland. 


April 21-25—Pennsylvania—Annual con- 
vention of the Pennsylvania State Assn. of 
Master Plumbers; to be held at the Penn- 
Sheraton Hotel, Philadelphia. 


April 24-26—Iowa—Annual convention of 
the Iowa Master Plumbers Assn., Inc.; to be 
held at the Kirkwood Hotel, Des Moines. 


April 30—May 2—Louisiana—Annual con- 
vention of the Louisiana State Assn. of Master 
Plumbers; to be held at the Hotel Bentley, 
Alexandria, La. 


May 2-3—Massachusetts—Annual conven- 
tion of the Massachusetts State Assn. of Master 
Plumbers, Inc.; to be held at the Copley Plaza 
Hotel, Boston. 

May 5-7—New Jersey—Annual convention 

of the New Jersey State Assn. of Master 
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Plumbers; to be held at the Chalfont-Haddon 
Hall, Atlantic City. 


May 9-11—L-P Gas—Annual convention 
and exposition of the Liquified Petroleum Gas 
Assn.; to be held at the Palmer House, Chi- 
cago. 

May 13-14—South Carolina—Annual con- 
vention of the South Carolina Master Plumbers 
Assn.; to be held at Columbia, S. C. 


May 16-20—OHI—Annual meeting and ex- 
position of the Oil-Heat Institute of America; 
to be held at Mechanics Hall, Boston. 

May 25-27—CSA—Spring meeting of the 
Central Supply Assn.; to be held at the Palmer 
House, Chicago. 


May 30-June 2—NAMP—Annual conven- 
tion and exposition of the National Assn. of 
Master Plumbers; exposition to be held at the 
Cleveland Public Auditorium, Cleveland. Sev- 
eral hotels will be designated as official con- 
veniion hotels at a later date. 


June 16-19—Wholesalers—Spring meeting 
of the Plumbing and Heating Wholesalers of 
New England, Inc.; to be held at Poland 
Spring House, Poland Spring, Me. 


June 17-19—New Jersey League—Annual 
convention of the New Jersey State League 
of Master Plumbers, Inc.; to be held at the 
Ambassador Hotel, Atlantic City. 


Sept. 16-19—Wholesalers—Fall meeting of 
the Plumbing and Heating Wholesalers of New 
England, Inc.; to be held at Mount Washing- 
ton Hotel, Bretton Woods, N. H. 


Oct, 4-6—CSA—Annual convention of the 
Central Supply Assn.; to be held at the Palmer 
House, Chicago. 


News of Women... 
Illinois ASSE Auxiliary 


At a recent meeting of the Illinois 
Auxiliary to the American Society of 
Sanitary Engineering, Mrs. Harold 
Duffy was elected president; Mrs. Wil- 
liam Costello, Jr., vice president; Mrs. 
Ray Ferguson, treasurer, and Mrs. 
John Delehant, secretary. 

Mrs. William Readey, president, 
Chicago chapter ASSE, presented the 
Illinois chapter with a gavel. 

Another gavel was presented to the 
national auxiliary by Mrs. Lillian 
Butts, Elmhurst, Ill. Acceptance was 
made by Mrs. Fred Hager, newly 
elected president of the national 
auxiliary. 


Milwaukee Auxiliary 


Mrs. Roy Anderson was elected 
president of the Milwaukee Auxiliary 
to the Milwaukee Master Plumbers 
Assn. at a recent meeting. 

Other officers are Mrs. Harvey 
Borkenhagen, Ist vice president; Mrs. 
Ed Molenda, 2nd vice president; Mrs. 
Fred Efflandt, 3rd vice president; Mrs. 
Henry Weber, recording secretary; 
Mrs. Frank Colwell, corresponding 
secretary; Mrs. William Halliburton, 
treasurer; Mrs. George Vogel, 
historian, and Mrs. Rose Friend, 
chaplain. 
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No. 7750-A and 
7775 COMPRES- 
SION SEDIMENT 

FAUCET 
Made in 2” and 
¥," pipe size, male 
or female, straight 
or angle pattern. 
Standard or ex- 
tended shank up 
to 2%” long. 


WHEN YOU THINK OF BRASS, THINK OF CONSOLIDATED FIRST 


No. 7715 STOP 
and DRAIN 


Made in 2” and 
¥%,”" iron pipe or 
copper tube sizes, 
with or without 
drain. Standard 
ground key type 
also available with 
or without drain. 
Also with sand 
cap and detach- 
able tee or lever 
handles. 


No. 2500 SILL 
COCK 4" and %” 
Furnished angle or 
straight pattern— 
wheel handle or 
loose key, with 
lock shield or pack- 
ing nut. Made for 
Y" and ¥%” iron 
pipe thread size or 
Y," and ¥4" copper 
pipe. 
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CONSOLIDATED 


HOME PLUMBING FITTINGS 























As the home building season gets under way—for contractors as well as 
for Mrs. J. Wren—you will find you need an adequate supply of sill cocks, 
compression sediment faucets, stop and drain cocks, and laundry tray 
faucets. CONSOLIDATED, to be sure, because you know you can depend 


on this time-and-trade-tested line of home fittings. 


Write for descriptive literature 






No. 915 LAUNDRY 
TRAY FAUCET 
Made for 2 or 3 part tubs, 
top or bottom spout. Also 
supplied in wall bracket 
model for iron pipe or 

copper tube. 
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KOHLER ADVERTISING IN 1949 


Kohler national advertising will be working for you harder than 
ever throughout 1949. There will be intensified coverage in your 
strongest market—those who own, or plan to build or buy, homes 
of average size. Full page, 4-color advertisements will appear in 
The Saturday Evening Post, Better Homes and Gardens, House 
Beautiful, American Home and Pathfinder. There will also be 
advertising in Farm Journal, Successful Farming and Small 
Homes Guide. 

Each advertisement will illustrate practical, attractive ar- 
rangements, with helpful suggestions of the kind home planners 
find most welcome. Readers will be advised to consult their local 
Kohler plumbing dealers for help in selecting fixtures and fittings. 

In addition, Kohler advertisements will appear in special pub- 
lications which reach the majority of architects, builders, factory 
managers and executives of hospitals and other 
institutions. 

Many thousands of inquiries received in the 
past have proved the high and continuous value 
of Kohler advertising to your business. Watch 
for it— and keep it on display! Kohler Co., 
Dept. 3-F, Kohler, Wis. Established in 1873. 


KOHLER or KOHLER 


PLUMBING FIXTURES +¢ HEATING EQUIPMENT «+ ELECTRIC PLANTS 
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Wolverine’s New Plant 


Early in 1946, Calumet and Hecla 
Consolidated Copper Company, De- 
troit, purchased 265 acres of land in 
Decatur, Ala., as a site for a non- 
ferrous tube mill to augment the 
facilities of Wolverine Tube Division, 
Detroit. The new mill has been com- 
pleted and placed in production. 

The new operation includes seven 
buildings as well as a company owned 
propane plant. Each of the buildings 
are connected by service tunnels. 

The complete plant includes the re- 
ception, office, mill, electrolytic, en- 
gineering and power buildings and the 
laboratory. 

Completion of the new plant marks 
a greater production capacity and 
continues the control exercised from 
the Calumet and Hecla mines in upper 
Michigan through to the finished pro- 
duct in the Wolverine Tube Division 
plants in Detroit and Decatur, Ala. 


U. S. Radiator’s Contest 


Branch managers and salesmen of 
United States Radiator Corporation, 
Detroit, throughout the nation are 
competing in a 60 day sales contest 
now underway, it was announced re- 
cently by V. W. Blackney, director of 
sales in the distribution division. 

The twofold purpose of the Decem- 
ber-January contest is to stimulate 
sales increases in all branches during 
the final two months of the corpora- 
tion’s fiscal year, and to recognize out- 
standing performance by branch 
managers and individual salesmen, 
Mr. Blackney said. 

Quotas for both branch managers 
and salesmen were set on the basis 
of recent average sales, which were 
then weighted for several variable 
factors. 

Contest winners, to be announced in 
March, will be those who show the 
greatest percentage increase in sales 
over their quotas. 
















Right: Annealing and _ pickling 
equipment in Wolverine’s new 
plant. A furnace capable of 
annealing tubing uniformly at 
higher temperatures can be seen 
in the background. It is equip- 
ped to process up to 10,000 Ibs 
of tubing an hour. 


Hajoca—Jacksonville 


Hajoca Corporation, Philadelphia, 
recently announced the opening of its 
modern, block square, office and ware- 
house building at Jacksonville, Fla. 
These new and larger quarters will 
permit the expansion of its 27 year 
old Jacksonville branch. 

Covering a square city block, the 
structure has over 37,000 sq ft of floor 
space, plus an ample storage and load- 
ing yard. Radiant heating, fluorescent 
lighting, acoustical ceilings and scien- 
tific ventilation are just a few of the 
building’s features. Over 9,000 sq ft 
are devoted to a modern pipe shop 
alone. 

Both Georgia and Florida zone 
offices and Jacksonville branch offices 
are housed in the building. 

On hand for the open house cere- 
monies were W. A. Brecht, president; 
C. C. Lowry, vice president—general 
sales; John T. Brown, Jr., treasurer; 
V. A. Hazzard, general purchasing 
agent; S. Muir Stroh, plumbing and 
heating sales manager, and Harold E. 


Modernized and improved plant of Hajoca Corporation at Jacksonville, Fla. New and larger 

quarters cover a square city block and have over 37,000 sq ft of floor space plus ample storage 

and loading yard. Both the Georgia and Florida zone office and Jacksonville branch offices 
occupy the structure. 
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Left: Interior of Wolverine Tube 
Division’s new mill building at 
its new plant at Decatur, Ala. 
The 300,000 sq ft in the mill 
building is equipped with modern, 
large capacity equipment capable 
of producing non-ferrcus tubing 
up to five in. in outside diameter 
and drawing a straight tube to a 
length of 160 ft. 


Tippett, manager of refrigeration di- 
vision. Hosts were James L. Berry, 
Jacksonville branch manager, and 
Clarke Hogan, Georgia and Florida 
zone manager. 


Kohler’s 25 Year Club 


More than 550 members of Kohler 
Company’s “quarter century” club at- 
tended the 25th annual Christmas eve 
dinner of the group at Kohler, Wis. It 
was also the 75th anniversary of the 
company’s founding. 

New members inducted into the 
club today numbered 117—one wom- 
an and ‘116 men—bringing to 553 the 
number of employees who have been 
connected with the organization for 
25 years or more. They represented 
the largest number of additions to the 
“quarter century” club since its in- 
ception. 

Each new member of the club was 
presented with a gold watch and chain 
and a medallion pocket piece, by 
Herbert V. Kohler, president. 


White-Rogers Service 


White-Rodgers Electric Company, 
St. Louis, recently established a na- 
tion-wide system of exchange 
agencies, authorized to furnish repair 
and replacement service on White- 
Rodgers controls. These agencies will 
also serve as a source of information 
on controls and control systems by 
furnishing catalogs, service manuals 
and other pertinent data. 
(Please turn to page 160) 
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E. N. MeDONNELL 
President 
McDonnell and Miller, inc. 


Ww 

W: will do more advertising in 1949 because we are con- 
vinced that all manufacturers are now in a period which requires 
intensive sales effort to maintain positions gained during the past 
years of peak demand. 


"We believe that advertising themes, sales approaches and efforts 
which have been effective during the past few years may be 
totally inadequate under today's conditions. Accordingly, we 
have re-appraised our entire sales approach, our sales methods 
and the advertising media we have used. 


"Our 1949 plans call for increasing our efforts in certain media 
. for maintaining our advertising at its present level in other 
media .... and for eliminating entirely still other forms of adver- 
tising. Our over.all_program will be intensified to aid our dealers 
in their stepped-up efforts to make 1949 an even bigger year 


than 1948," 
DOMESTIC ENGINEERING urges all advertisers to re-appraise 


DOMESTIC ENGINEERING, published 
monthly ... and DOMESTIC ENGINEERING 
CATALOG DIRECTORY, published annually 

. . assure you of a well-rounded, well- 
balanced distribution of your advertising 
messages to the key buying and specifying 
factors in the Domestic Engineering field. 




















SALES QUOTA BOOKLET 
Free to manufacturers in DO- 
MESTIC ENGINEERING field 


and to their advertising agencies. 
Price $2.50 to all others. 


"WHY WE WILL DO 
MORE ADVERTISING 


IN 1949 


the Domestic Engineering field. Those manufacturers who have 
considered this market as a secondary outlet for their products 
will find in it a tremendously expanded field of opportunity. 
Others who have long been identified with it must of necessity 
keep pace with increasingly competitive conditions. DOMESTIC 
ENGINEERING's total publishing program, as in the past, is 
geared to make the advertising dollar spent in DOMESTIC 
ENGINEERING the most productive and effective means of 
reaching the total Domestic Engineering market. 


DOMESTIC ENGINEERING in advance of the need, has set up 
its numerous facilities to assist advertisers in meéting 1949 
conditions. 


These facilities include manufacturers’ agent service, catalog lay- 
out and reprint production, marketing and research information, 
list rental and mailing aids and similarly vital services. Write for 
full information or consult your Advertising Agency. 


bait 


9 TIMES A WINNER 


Nine times awards have come to the publishers 
of DOMESTIC ENGINEERING in recognition for 
outstanding editorial accomplishment. 
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A LEADING DOMESTIC ENGINEERING ADVERTISER TELLS: 
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| FOR BATH, KITCHEN OR SHOWER 


Paracoil 


WATER 
Ta ats 


DESIGNED Paracoil Hot Water Heat- 


ers—incorporating fea- 
FOR LASTING | tures that make for years 


AND of satisfactory service— 
are now available for 


SWEAT FLOW UNFAILING every domestic hot water 
g requirement: bungalow, 
BRONZ! SERVICE home, apartment house 


role) ba te)am ya 13 ” or other structure. 


@ Precision tooled by Type A ..... Indirect Water Heater 


master craftsmen. 
@.Most simplified 
valve on the market. Type C ... . Submerged Tank Heater 


@ Special, ‘‘easy-to- 
read’’ valve opener. TypeD ... . Tankless Water Heaters 


TypeB .. . . Apartment House Heater 


Type ! High Capacity Instantaneous Water Heaters 
Heating Elements for Storage Tanks 
Boiler Coils 
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QUALITY “T” FLOW ff presen ct 

CONTROL VALVE § use 

FLEXIBLE NIPPLES...rHey eeno: 


1. MAKE TOUGH JOBS EASY! 

2. SAVE TIME AND LABOR! 

3. REDUCE COST OF INSTALLATION! 
4. INCREASE HEATER CAPACITY! 


Dollars ahead! Customer satisfac- 7~ MADE IN 4 SIZES: %4” x 3/7...1% 1 4... Ye" 
tion! Actual time-saving on the : : x Ao"... Va" x 5*. 

job! That's what you get with the 
new QUALITY “T" FLOW, 2- THEOLD WAY! THE PARACOIL WAY! 
DIRECTIONAL, CONTROL VALVE. 4 pipe nipples — 1 nipple—no Ells—1 

One simple installation eliminates : ; 2 Slis=1 union union and a Flexible Counter and Direct 
old style L’s, T’s, short lengths of A oo To Every Section! nipple! That's All! Mail Sales Aids 
pipe. Durably constructed for long 

life and trouble-free efficiency. 
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directional flow. Neater, aaa © { All Sizes Available for Prompt Shipment 


directional flow. Neater, 
more compact, more pro- 
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SPECIALTY | DAVIS 


COMPANY, INC. ENGINEERING CORPORATION 


MANUFACTURERS 1063 East Grond Street, 30 Rockefeller Ploza, 
211 N. 2nd STREET e PHILA. 6, PA. Elizabeth 4, New Jersey New York 20,N Y 
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This new service will furnish local 
dealers and servicemen of heating and 
refrigeration equipment with a source 
of information, in most cases within 
reach of telephone. Also, it will afford 
them immediate replacement service 
on damaged or inoperative controls 
which formerly had to be sent back to 
the factory for service. The agencies 
also will stock certain control parts 
and sub-assemblies required by serv- 
icemen in their service work. 


Barnes Sales Meeting 


F. B. Hout, vice president in charge 
of sales, Barnes Manufacturing Co., 
Mansfield, Ohio, recently announced 
that 42 factory representatives from 
the U. S. and Canada visited the com- 
pany’s headquarters during Decem- 
ber and attended the most enthusiastic 
and successful sales meeting in the 
company’s history. 

At the sessions, representatives saw 
new product improvements and ad- 
ditions to the Barnes line. 

Plans for intensifying the distribu- 
tion on all Barnes lines during 1949 
were laid at the five day meeting. 
Mr. Hout fully expects the sales pros- 
pects for 1949 will keep Barnes em- 
ployment at high levels. 


Appoints New Committees 


The appointment of a finance com- 
mittee and operating committee for 
the Plumbing and Heating Industries 
Bureau was announced recently by 
E. J. Gossett, president of the Bureau 
and president of Bell and Gossett Co. 

Heading the finance committee is 
D. D. Couch, vice president and gen- 
eral manager of sales, American Radi- 
ator and Standard Sanitary Corpora- 
tion. Members of the committee 
include Chas. A. Ferguson, president, 
Noland Company, Inc.; Arnold H. 
Goelz, president, Kroeschell En- 
gineering Company; Herbert V. 
Kohler, president, Kohler Co.; P. R. 
Mork, executive vice president, Crane 
Co., and George O. Toepfer, treasurer, 
National Assn. of Master. Plumbers. 

Mr. Toepfer is chairman of. the op- 
erating committee. Other members 
of the committee are: Mr. Gossett; 
Carroll M. Baumgardner, vice presi- 
dent fcr sales, The National Radiator 
Company; Harry F. Beglen, district 
sales manager, American Radiator 
and Standard Sanitary Corporation; 
Earl E. Brown, secretary, The Chicago 
Faucet Co.; Mr. Goelz; G. E. Hoffman, 
manager, plumbing and heating de- 
partment, Crane Co.; John M. Kohler, 
vice president, Kohler Co., and A. B. 
Martin, manager Chicago branch, Ke- 
wanee Boiler Corporation. 

In a statement announcing the ap- 
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Officers, sales personnel and factory representatives of Barnes Manufacturing Co., Mansfield, 
Ohio, who recently participated in one of the most successful sales meeting in the company’s his- 
tory. Factory representatives saw new product improvements and additions to the Barnes’ line. 


pointment of the two committees Mr. 
Gossett said: “It’s an important job— 
this business of making better friends 
for the plumbing and heating indus- 
tries of 140,000 Americans. 

“It’s a job that should grow and 
expand, particularly now when our 
industries are confronted with a more 
selective market and the need for 
more promotional activity at the point 
of sale.” 


Sanitary Brass Institute 

Fred B. Hout, vice president, Barnes 
Manufacturing Company, Mansfield, 
Ohio, was elected president of the 
Sanitary Brass Institute at the recent 
annual meeting held at the Edgewater 
Beach Hotel, Chicago. Mr. Hout suc- 
ceeds R. E. Larson, sales manager of 
the Wolverine Brass Works. 

G. L. Hartmann, vice president and 
general manager, Milwaukee Flush 
Valve Company, Milwaukee, was 
elected vice president and Paul 
Kreuzer, Royal Brass Manufacturing 
Company, Cleveland, was reelected 
treasurer. R. K. Hanson, Pittsburgh, 
is secretary. 

Dennis P. Ganey, sales manager, 
The Chicago Faucet Company, Chi- 
cago, was elected a member of the 
executive committee. Other members 
of the committee are the officers and 
Charles J. Muend, Hajoca Corp. 

Reports were presented by J. J. Rar- 
din, H. B. Salter Manufacturing Com- 
pany, chairman of the publicity com- 
mittee; J. F. Wright, sales manager of 
the Speakman Company, chairman of 
the membership committee; Mr. 
Muend, chairman of the standards 
committee, and Mr. Hartmann, chair- 
man of the labor relations committee. 

A report on a recent conference 
with the National Securities Resources 
Board was presented by Mr. Larson. 
The report covered the procedure to 


be followed by the industry in the 
event of a national emergency which 
would affect the availability of mate- 
rials and labor. 

Earl E. Brown, secretary, The Chi- 
cago Faucet Company, made a report 
on the publicity activities of the 
Plumbing and Heating Industries Bu- 
reau. Mr. Brown, who is a member of 
the board of directors of the Bureau 
and treasurer, summarized the linage 
of publicity material on plumbing 
brass goods in consumer publications. 

In discussing new building pros- 
pects for 1949, A. H. Goepel, general 
sales manager, Scoville Mfg. Co., said 
that he expected less new residential 
construction next year than in 1948. 

During an open forum discussion of 
business conditions, it was disclosed 
that all types of plumbing brass goods 
are now readily available and that all 
manufacturers are filling orders 
promptly. 

Sales of plumbing brass goods in 
1948 are likely to exceed the total for 


.1947, new orders are declining, inven- 


tories are about the same as in 1947, 
and stocks of brass goods in the hands 
of wholesalers are greater than they 
were a year ago. A tightening of bank 
credit and more careful buying was 
noted in reports at the meeting. 


Joins PEI 


Dissolution of the Formed Metal 
Plumbing Ware Assn. was completed 
simultaneously with the mass trans- 
fer of the association’s former mem- 
bers to a special division of the Porce- 
lain Enamel Institute. 

The new PEI division, consisting of 
representatives of practically the 
entire steel plumbing ware industry, 
was incorporated during a _ recent 
meeting as the Steel Plumbing Fixture 
Division, Porcelain Enamel Institute. 


(Please turn to page 166) 
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BATHROOM CABINET 


The only seamless line made in a complete range 
of 4 cabinet sizes in 30 models. Available begin- 
ning March 1st to jobbers and dealers who are 


fed up with slow deliveries, high prices for medium i 
promine 


quality with small profits. indow .. 


PACKARD has come to the front producing one|/his stand 
izes in the 


of the country’s leading lines of bathroom cabinets ny” x 30” 3 
with a real merchandising plan . . . a modern floor gauge fu 
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Packard Formsteel Announces The New 1949 
Merchandising Plan for Increased Bathroom 
Cabinet Sales... 


A new and proven merchandising idea, 
designed to promote and stimulate steel 
bathroom cabinet sales and profits, is an- 
nounced to the plumbing-heating jobber 
and dealer by the PACKARD FORM- 
STEEL CORPORATION of Chicago, 
through its president, Irvin E. Berger. 


WAY TO SELL IS TO DISPLAY 

After eleven successful years in the steel 
medicine cabinet field, Mr. Berger is con- 
vinced that the only way to profitably sell 
and merchandise bathroom cabinets and 
other specialty items is to display them 
prominently and attractively. Berger is con- 
vinced that the 1949 building program of 
one million new homes and apartments of- 
fers unlimited opportunities for the aggres- 
sive, wide-awake supplier of plumbing and 
finishing specialties. This is PARTICU- 
LARLY true of the plumbing dealer and 
jobber who are in the favored position of 
being able to supply approximately 90 per 
cent of all plumbing fixtures and accessories 
for the home or apartment. 


MODERN PLUMBING SHOWROOM 
A SOURCE FOR MANY ITEMS 

The goals that can be achieved have al- 
ready been proven by many dealers and 
jobbers who have in the past and are to- 
day successfully merchandising and selling 
plumbing specialty items for the two most 
important rooms in any home or apartment 
—the bathroom and the kitchen. Attractive 


displays of fixtures and accessory items have 
resulted in sales hitherto made by others in 
the plumbing field. 
NEW MODELS OUTMODE OLDER TYPES 
Steel medicine cabinets can be a volume 
sales item. Attractively styled and moderate- 
ly priced they have become a necessity in 
every home plan. New 1949 models out- 
mode older types thus enhancing sales pos- 
sibilities for those jobbers and dealers who 
are aware of the competitive nature of all 
specialty selling in general but bathroom 
cabinets in particular and will take steps to 
insure a good volume regardless. 


BERGER SAYS: PLAN AND 
MERCHANDISE 

“In the steel medicine cabinet field the 
selection of a high quality non-competitive 
line should be the first consideration. Of 
second, but of no less importance, is proper 
planning and merchandising. The client 
or contractor who is building a home or 
an apartment today wants to see a com- 
prehensive selection of the fixtures being 
used. More than ever the buyer is con- 
scious of price, styling and quality. The 
jobber or dealer who makes it easiest or 
most convenient for his customers to make 
selections will get this business.” 
“YOU HAVE TO SHOW IT TO SELL IT” 

The PACKARD LINE FOR ’49, Amer- 
ica’s newest, complete line of seamless Steel 
Bathroom Cabinets obviously not only offers 


a wide range of sizes and styles in all price 
ranges, but what is equally important—A 
REALLY EFFECTIVE METHOD FOR 
CONVENIENTLY DISPLAYING AND 
MERCHANDISING THE PACKARD 
LINE WITHOUT ELABORATE PREPA- 
RATION. 


DEALER-JOBBER DISPLAY STAND 


Every PACKARD jobber and dealer is 
offered a very attractive portable . display 
stand on which can be mounted any 4 out 
of 25 models in the PACKARD line. This 
display stand can be placed anywhere on 
the display-room floor. It is constructed 
of heavy furniture tubing, attractively fin- 
ished, over which are attached steel recess 
panels enameled in a pleasing color com- 
bination. 

The display unit is 72 inches high and 
30 inches square at the base. Shipped 
knocked down with instructions for simple 
assembly. 


AVAILABLE WITH PACKARD LINE 


This display unit is available with the 
PACKARD line to authorized PACKARD 
jobbers-dealers together with brochures and 
all advertising assistance and sales helps. 

For further details see advertisement this 
issue, pages 162 and 163, or write direct to 
PACKARD FORMSTEEL CORPORA- 
TION, 3354 NORTH CRAWFORD AVE., 


CHICAGO 41, ILLINOIS. 
ADVERTISEMENT 





LOW COST PERFORMER 


SELL AMERICA’S 


Complete LINE 


Your customers prefer to buy from someone who can install a complete job. The Dempster 
Water Supply equipment line IS complete. For kitchen, bathroom, farmyard and feedlot. Regardless 


of the water supply problem—Dempster has the proper equipment to fit the customer's need. 


With Dempster’s low cost performance, it is now possible for thousands of farm families to 
install and enjoy running water. And your sales future holds big opportunities if you carry Dempster’s 


complete line . . 
the initial sale. 


OF THEM ALL 


. because every Dempster sale leads to EXTRA profits from accessories as well as 


ONT-1-48 


DEMPSTER MILL MFG. CO. 


BEATRICE NEBRASKA 
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Plan for Successful Contracting 
(Continued from bottom of page 109) 


in permanent concrete bins. 

As shown in the plan, the yard is recetangular, with 
executive offices located in the left side of the main 
entrance. The new general office building includes the 
general offices, a production section, estimating rcom, 
executive offices of both Markowitz’s, and a “conference 
room” furnished with light pastel walls, modern summer 
furniture, a built-in all-electric kitchen which provides 
refreshments for sales conferences, client luncheons, etc., 
which can be prepared on the spot. The office building is 
air conditioned with its own 15 ton year round air 
conditioning unit. 

The center of the surfaced yard is completely open, 
with three entrances through which the company’s fleet 
of 16 trucks may enter. Defeating still another bottleneck 
in advance, Markowitz Brothers set up a complete truck 
maintenance shop with an expert mechanic in charge, 
which can handle anything except major accident re- 
pairs. At the front of the lot, just inside the entrance, is 
a 3-pump gasoline station, with automotive gasoline, kero- 
sene and diesel fuels which offers complete oil, greasing, 
and gasoline service for the rolling fleet. Immediately 
behind the office is a concrete-block enclosed room for 
the air conditioning system, heating equipment, etc., for 
the offices. 

Next to this is one of the outstanding innovations of the 
yard, a complete lead-wiping shop, .fluorescently-lighted, 
and equipped with heavy numbered bins, which corre- 
spond with fabrication work going on for various con- 
tracts. “We handle the entire lead-wiping job right here 
in the yard,” Ben Markowitz said, “which results in far 
better production, completely reliable jobs, etc.” An in- 
ventory of connections of various types, wiped and ready 
for immediate use, is kept on hand at all times, and 
Markowitz Brothers attempt to stay 24 hours ahead with 
all lead-wiping operations. 


Facilities for Pipe Fabrication 


Continuing down the left side of the yard, which is 
composed entirely of separated shops under one roof, is 
the steel pipe fabrication shop, with approximately 1,000 
sq ft of work space, and a soil pipe fabrication shop. 
The steel pipe fabrication shop is split into two sections, 
handling pipe from % in. to 2 in. on one side, and 
2% to 8 in. on the other side. 

The soil pipe fabrication shop measures 90 by 45 ft, 
and draws its inventory of soil pipe from 450, 3 by 3 ft con- 
crete block bins, which stand in a solid row across the 
rear of the yard. Rather than expose soil pipe to the 
elements, Markowitz Brothers invested heavily in con- 
crete bin construction. Soil pipe which goes into imme- 
diate use is stacked in neat square piles around the left 
rear corner and rear fence, in various sizes. “We attempt 
to keep an inventory of 10 cars of soil pipe available at all 
times,” Mr. Markowitz indicated. 

The huge warehouse building on the right side of the 
yard is one of the largest in the state, according to 
Markowitz, incorporating nearly 13,000 sq ft of space. 
Included are the seven stalls, each large enough to permit 
a 24% ton truck to be loaded, under cover, at the front, 
which facilitates dispatch of equipment during all types 
of weather. At the rear is the truck repair shop, and the 
hold-order department, for heating and plumbing equip- 


ment readied for delivery. In the center are thousands of 
bins for fixtures, fittings, plumbing and heating parts and 
accessories, with a service counter staffed by three 
stock clerks, receiving orders by an electric intercom- 
munication system which connects all departments. 
The time-saving facilities of the Markowitz Brothers 
yard are instantly apparent. Trucks may enter the yard 
from any of three entrances and describe a circular path, 
without crowding each other, to pick up newly-wiped 
connections, soil pipe, steel pipe; fabricated sections, fix- 
tures, heating equipment, etc., from the warehouse, and 
go out by a separate entrance without “doubling back” 
of any kind. For handling bathtubs, furnaces and ex- 
tremely heavy equipment, three of the trucks are equipped 
with lift-truck elevators at the rear, which make it pos- 
sible to pick up four bathtubs, or an 800 pound furnace 
in one motion, for quick delivery. “Incidentally, all of 
our trucks are equipped with two-way radio, which will 
make it possible to call the driver in when necessary, or 
make changes in his route while in motion,’ Ben Marko- 
witz said. The company maintains sixteen repair trucks 
for “‘trouble shooting” and service on its own previously 
installed jobs. 





Streamlines for Bigger Business 


(Continued from center of page 91) 


worked out—but Judson has been carefully analyzing the 
outstanding methods in use by other dealers in the in- 
dustry. Many of these methods have been described in 
past issues of Domestic ENGINEERING. For example, he has 
been giving lots of thought to additional newspaper dis- 
play advertising, radio programs, merchandise exhibits 
at home shows, county fairs, etc., point of sale displays, 
direct mail and many others. (Some showroom and win- 
dow displays are available free from Domestic ENGINEER- 
Inc. Among them—a promotional piece that is designed 
to help build the market for automatic heating; a display 
piece that points to advantages of an electric water sys- 
tem; a display that emphasizes the relatively low price of 
plumbing and heating equipment, and others). 

Fourth, Judson has taken definite steps to improve 
service to his customers. Biggest single feature in this 
regard may be found in the new two-way telephone in- 
stallations that have been made in his fleet of trucks. 
Under the new set-up, if any customer has an emergency 
job that requires immediate attention,-Judson is able to 
reach any truck or workman in a matter of minutes. If 
the journeyman is on the job or away from the truck for 
any reason, a red light flashes on the truck dashboard 
and remains on until the journeyman returns and calls 
his office. Journeymen check the truck every 15 minutes 
or so to see if the light is on. (A complete description of 
two-way truck telephone systems may be found in the 
August issue of Domestic ENGINEERING, pages 106 and 
107). 

Fifth, and perhaps the biggest single feature of Judson’s 
streamlined plan for bigger business, is the newly re- 
modeled company showroom. Though not ultra-modern, 
the impressively inviting facade has been responsible for 
bringing many additional customers inside, where the 
Judson sales story can be told. 

Combined, the above elements serve to dispel any un- 
easiness that develops when Leonard Judson thinks about 
competitive days that lie ahead. 
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Mullins’ Contest 


Winners in the best sales perform- 
ances in a two-month contest spon- 
sored by Mullins Manufacturing Cor- 
poration, Warren, Ohio, along with 
the top Mullin salesmen in each of 
the company’s 14 sales regions, 14 dis- 
tributor representatives and all Mul- 
lins regional managers were guests of 
the company recently at Mullins’ 
plants in Warren and Salem, Ohio. 

Winner of the contest was Kenneth 
J. Coatney, American Supply Com- 
pany, Gary, Ind. Second in the con- 
test was John Exline, Geist Coal and 
Supply Company, Cleveland; third, 
Fred Shearer, Cupboard Corner, South 
Bend, Ind.; fourth, C. L. Van Horn, 
S. J. Peters and Sons, San Jose, Calif., 
and fifth, Lloyd H. Palmer, Barker 
Brothers, Los Angeles. 


Milwaukee Stamping Co. 

Packages, bags and cans of food 
were the “price” of admission at the 
annual Thanksgiving party given for 
the management group of the Milwau- 
kee Stamping Company, Milwaukee. 

Fifteen large baskets of wood were 
collected from more than 150 persons 
who attended the party held in the 
Marine Room, Milwaukee Elks Club. 
The company added a large turkey to 
each basket and the baskets were dis- 
tributed to needy families in Milwau- 
kee. 

The party, an annual gathering 
sponsored by Ralph Robinson, presi- 
dent of the company, began with the 
filling of the baskets from food 
brought by members. Those attend- 
ing included Milwaukee Stamping 
Company executives, department 
heads, foremen, supervisors and wives. 


Powhatan’s New Equipment 
Powhatan Brass and Iron Works, 

Ranson, W. Va., recently installed new 

grinding equipment at its plant. 

M. A. Nelson, M. A. Nelson Com- 
pany, manufacturers representative, 
Chicago, was a recent visitor at 
Powhatan’s plant to study all oper- 
ations. Charles F. Reininger, presi- 
dent of Powhatan, accompanied Mr. 
Nelson through the plant. 





C. F. Reininger and M. A. Nelson 


Mr. Nelson represents the company 
in Illinois, Wisconsin, Michigan and 
Indiana. 

(Please turn to page 169) 
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Winners in the recent two month contest sponsored by Mullins Manufacturing Corporation, 
Warren, Ohio. Left to right, Charles A. Morrow, vice president in charge of merchandising, 
presenting award to winner Kenneth J. Coatney; John Exline, second; Fred Shearer, third; C. L. 
Van Horn, fourth; Lloyd H. Palmer, fifth, and C. D. Alderman, Youngstown’s sales manager. 








Above: Webster Electric Company 
(Racine, Wis.) dealer meeting held 
recently at the Kenmore Hotel, 
Nearly 100 dealers at- 
tended the meeting. 


Boston. 


Below: A similar 
meeting was held 
recently at the 
Ivanhoe, Irving- 





New plant of John G. Kelly, Inc., Long Island City, N. Y. The one story brick building is 75 by 
100 ft and is used as sales and engineering headquarters as well as an emergency supply warehouse. 


Bob Shepard, emcee 
of “Take a Number” 
show (every Satur- 
day 5 P. M. on 500 
MBS stations) awards 
a Wayne winter air 
conditioner to a 
radio-audience con- 
testant. Wayne 
Home Equipment is 
awarded weekly as 
prizes on this show. 
Photo was taken on 
the stage at New 
York’s Guild Theatre 
where the program 
originates. 
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Hered the Story ON AEROFIN... 


\ This air-pressure test is one of many 









tests used to control the quality of a 
Aerofin finned heat-transfer surface. If 
no bubbles appear in the specially illum- 
inated tank, it means the immersed Aero- 
fin unit has withstood the terrific strains 
of steam and hydrostatic pressure tests 
and is ready to give you long, efficient 
service. 

Rigid specifications and _ inspection, 
backed by more than 26 years of experi- 
ence in manufacturing finned heat- 
transfer surface, assure you of Aerofin 
dependability, durability and efficiency. 


Aerofin is devoted exclu- 
sively to the production of 
finned heat-transfer sur- 
face. This specialization 


Day after day, thousands of Aero- 


fin Finned Heat-Transfer Units Geahted die te salen 

demonstrate their superiority under just the right surface and 

the most severe conditions. Com- gga > job, and 
. Oo assemDie these mate- 

plete research has developed accurate rials into « highly efficient 

ratings which allow you to install ae 

Aerofin at full rated capacity with 

confidence. 


ft EROFIN CORPORATION si soun costes 1, srecue 1m 


NEW YORK © CHICAGO °¢ CLEVELAND °© DETROIT © PHILADELPHIA °* DALLAS © SAN FRANCISCO ¢* MONTREAL 








NATIONAL OIL HEAT 
EXPOSITION 


MECHANICS’ HALL « BOSTON + MAY 16 THRU 20, 1949 


IN CONJUNCTION WITH 26TH ANNUAL CONVENTION 
OIL-HEAT INSTITUTE OF AMERICA 










OVER 80 PER CENT OF EXHIBIT SPACE ALREADY TAKEN BY OVER 100 EXHIBITORS 
ELIGIBLE TO EXHIBIT ARE— 

Manufacturers of domestic, commercial and Manufacturers of air conditioning equipment 

industrial oil burners. when properly related to oil burning equip- 

ment. 


OHI, 
iil 
A 

BLUE Manufacturers of oil burning accessory equip- 

itt). ment, installation and service items. , 

Oil companies. 
EVENT Manufacturers of oil burning boilers, furnaces 
Tt] and heat distribution equipment. Related Government and research bodies. 


NEW First Post-War National Show in New England 


ENGLAND FOR INFORMATION ON SPACE STILL AVAILABLE 
Write... Wire... or Phone 


Oil-Heat Institute of America, Inc. 
6 East 39th Street, New York 16, N. Y., MUrray Hill 5-1638 
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' “XL” MERCHANT ~ 
ann EXTRA HEAVY — 
Always trouble-free joints when you spec- _ 
ify “X-L” Quality Couplings. Accurately — 
made to A.I.S.I. specifications; tested by 
Comparator to assure strict adherence to 
standards. All sizes, black or galvanized. 
(Extra Heavy Couplings available with 
ends recessed or not recessed.) “X-L” 
Couplings are used by every pipe mill 


in the United States and Canada; sold 
through all leading jobbers. 








Save Time and Error! 
Use Our Catalog Description 
When Ordering Couplings! ' 


WHEELING MACHINE 
PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 


IMMEDIATE DELIVERY 
OF STOCK SIZES 
MERCHANT & LINE PIPE 


COUPLINGS 
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Ir’s EASIER going from start to finish with Transite*, 
the white house connection pipe! 

Transite’s extra-long 10-foot lengths mean fewer 
joints to assemble . . . facilitate installation under 
walks and drives .. . make it easier to lay this pipe 
to grade. And after the job is finished, they help 
keep it to grade in service. 

And because its special factory-made joints are 
easily assembled to form a tight seal, this modern 
pipe protects against root troubles and the annoy- 
ance of clogged sewer lines. 

Transite House Connection Pipe is a Johns- 
Manville asbestos-cement product. Its durability 
and corrosion-resistance have been proved as water 


mains and street sewers in thousands of cities and 
towns. That means you Can Count On it to stay on 
See your distributor or write Johns- 
Manville, Box 290, New York 16, N. Y. 
ee ERE 
WNL 


the job for a long, long time! JM 
HOUSE CONNECTION PIPE 


Made by Johns-Manville 
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At the Southern Wholesalers’ recent convention, left to right, were 
James Byrnes, Bridgeport Brass Co.; Frank Pharr, manufacturers repre- 
sentative, Atlanta, Ga.; A. F. Conway, John Wood Mfg. Co., and J. A. 
Beattie, manager, Savannah, Ga., branch, Hajoca Corp. James McDonald, 
president, Peerless-Florida Plumbing and Supply Co., Clearwater, Fla. 


Hotpoint Promotion 


Hotpoint, Inc., Chicago, established 
a substantial increase in dealer sales 
of electric water heaters as the 1949 
sales goal for this appliance, Leonard 
C. Truesdell, vice president of mar- 
keting, told a retail development 
group recently. Composed of com- 
pany specialists assigned to the sales 
districts, the group attended a three 
day water heater promotion presen- 
tation designed to prepare dealers for 
the peak water heater selling season 
in the spring. 

Mr. Truesdell warned the group 
that “the time has come when real 
sales effort is a necessity’ for the 
dealer who wants the sales. Alert 
dealers know that business will con- 
tinue in direct proportion to sales 
planning that they provide, since 
present day costs preclude specials 
and since regulation W controls sales 
terms. Dealers should recognize that 
they must go back to more fundamen- 
tal ways of creating sales.” 

Explaining the details of the sales 
promotion program, Stanley E. Wolk- 
enheim, manager of the water heater 
department, said that the retail de- 
velopers will work with distributor 
wholesalemen and their dealers dur- 
ing January and February in prep- 
aration for the peak selling season 
which begins in March and extends 
through June. In this period dealers 
will have potential sales representing 
50 percent of their yearly accomplish- 
ment, he said. 

The company’s new water heater 
plant at Milwaukee has reached rated 
production of 5,000 units a week, a 
factor which will assure a steady sup- 
ply to dealers. The 1949 sales goal 
will represent a 100 percent increase 
over the dealers’ 1947 performance. 
The basis of the program to build 
water heater sales will be these 
points: 

1. A 40 percent expansion of the 
company’s national advertising budget 
for water heaters, with continuing 
emphasis on the theme describing 
pressurized heating units. 

2. New engineering developments 


DOMESTIC ENGINEERING 


and improvements in mass production 
techniques. 

3. Promotion of water heaters in- 
dividually and also as part of all-elec- 
tric kitchen and home laundry. 

4. Introduction of a new “port- 
folio of dealer specialty selling aids, 
designed to implement the return to 
basic fundamentals of selling.” 

5. Closer cooperation among the 
elements that make up the retail sell- 
ing organization. Continuing develop- 
ment of streamlined factory-distrib- 
utor-dealer chain to “trouble-shoot” 
weak spots ‘in national markets. 

Heading the list of new dealer 
selling aids is a miniature water heater 
with a removable outer shell. The 
transparent plastic water tank shows 
heating bands, thermostats and other 
prominent selling features clearly 
labeled. 

Discussing the market for electric 
water heaters, George A. Beise, man- 
ager of market research, said that 
electric water heaters, electric ranges 
and automatic dishwashers are the 
appliances which have~ made _ the 
greatest sales gains in the postwar 
period. With a low saturation of three 
percent of wired homes in 1940, and 
an estimated saturation of only nine 
percent by 1950, the electric water 
heater market “has just been 
scratched”. 

Estimating that by 1953 there will 
be approximately six million electric 
water heaters in use, compared with 
2% million at the beginning of 1948, 
Mr. Beise said that the market will 
continue expansion, with annual sales 
reaching a million units for the for- 
seeable future. 


Water Softening Assn. 


Preliminary steps in the formation 
of a national association of manufac- 
turers of water softening equipment 
were taken at a recent meeting at the 
Palmer House, Chicago. The meeting 
was attended by 110 representatives 
of 48 manufacturers of water soften- 
ers. 

Fred V. Hayner, president, Shepley- 
Hayner Corporation, Freeport, Il, 
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Also at the Southern Wholesalers’ Convention, left to right, were David 
Bowe, Houston, Texas, manager, Kohler Co., and William Lawrence, 
Orlando, Fla., president, Southern Wholesalers Assn. Harry Abrams, 
Baltimore, and Robert Simpson, vice president, both of John Wood Mfg. 


was selected as temporary chairman 
of the meeting. A committee was 
elected to draw up a constitution and 
by-laws for the new association and 
to suggest a name. The committee 
consists of Charles E. Russell, Elgin 
Softener Corporation, Elgin, Ill., chair- 
man; Harold S. Werhane, Culligan 
Zeolite Company, Northbrook, Ill.; R. 
B. Baird, The Duro Company, Dayton, 
Ohio; Herbert Wolcott, Wolcott Water 
Softeners, Columbia, Mo., and Earl C. 
Reynolds, Reynolds-Shaffer Company, 
Detroit. 

The object of the new association is 
to aggressively promote the sale of 
water softening equipment by carry- 
ing on a comprehensive program of 
market development. Speakers at the 
meeting stressed the need for a pow- 
erful and active organization to repre- 
sent the water softening industry. 

While the emphasis will be on ac- 
tivities of interest primarily to manu- 
facturers of domestic water softening 
equipment, it is expected that the new 
association will also serve manufac- 
turers of industrial water softeners. 

How the market for water softening 
equipment can be expanded by a pro- 
gram similar to that carried on by 
manufacturers of farm and domestic 
pumps and water systems was the 
subject of an address by Herbert C. 
Angster, secretary-director, National 
Assn. Domestic and Farm Pump 
Manufacturers. 

Mr. Angster explained how the pro- 
motional activities of the water sys- 
tem industry are carried on through 
five committees: General planning 
committee; domestic markets commit- 
tee; export committee; publicity com- 
mittee, and engineering committee. 

“It is best to carry on industry pub- 
licity on an institutional and industry- 
wide basis,” Mr. Angster declared. “It 
is more economical than if each manu- 
facturer tried to do it and the indus- 
try gets far greater acceptance and 
circulation. Let the world know what 
you make. Let the world know what it 
will do in comfort and convenience. 
That’s the way to build business.” 

Mr. Angster referred to the various 


publications of the National Assn. Do- 
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mestic and Farm Pump Manufactur- 
ers. These include the “Manual of 
Water Supply Equipment,” a tech- 
nical manual of 112 pages for dealers; 
a dealer sales manual “Your Future 
in the Water System Business,” and a 
consumer promotional piece “Running 
Water, the Farm Necessity.” More 
than 400,000 copies of the consumer 
piece have been distributed and the 
cost per copy is only a fraction of what 
it would be if individual manufactur- 
ers issued similar booklets. 

Mr. Angster cited the increase in the 
sale of farm pumps and water systems 
as evidence of the value of the promo- 
tional activities of the National Assn. 
Domestic and Farm Pump Manufac- 
turers. He said that the sale of water 
systems had increased from 50,000 
units in 1932 to nearly 750,000 units in 
1947. 


Vews Briefs ae 


Charles T. Perkins was recently 
elected president of Modine Manufac- 
turing Company, Racine, Wis., to suc- 
ceed W. C. Winkel, deceased. Mr. 
Perkins joined the Modine organiza- 
tion in 1917 to become sales manager 
and later, chief engineer. Since 1934 
he has been vice president in charge 
of engineering. 

Arthur F. Thompson, previously 
vice president, was elected executive 
vice president. Arthur G. Dixon, sec- 
retary of the company since 1943, was 
elected vice president and secretary. 

Other officers reelected are G. H. 
Jackson, vice president in charge of 
purchasing; Robert Grant, vice presi- 
dent in charge of manufacturing, and 
E. G. Rutherford, treasurer. 

A. B. Modine, founder of the com- 
pany will continue to serve as chair- 
man of the board. 








Charles T. Perkins and Harold F. Smiddy 


Harold F. Smiddy was recently 
elected a vice president of the General 
Electric Company by the board of 
directors, Charles E. Wilson, president 
of General Electric announced. Mr. 
Smiddy continues as general manager 
of both the company’s air conditioning 
and chemical departments. 

Mr. Smiddy joined General Electric 
last March as a member of the presi- 
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dent’s staff. He was appointed general 
manager of the chemical department 
at Pittsfield, Mass., in July and three 
months later was given additional 
duties as general manager, air condi- 
tioning department, Bloomfield, N. J. 


E. M. Ford was recently named dis- 
trict manager of the Los Angeles ter- 
ritory for Penn Electric Switch Co., 
Goshen, Ind., according to an an- 
nouncement by R. H. Luscombe, gen- 
eral sales manager. 

Mr. Ford, formerly assistant adver- 
tising manager, has been with the 
company for 18 years. 


Grinnel Company, Providence, R. I., 
recently announced the opening of a 
branch warehouse and sales office in 
Buffalo. The building, 36,000 sq ft in 
area, will carry a complete stock of 
Grinnell’s line. 

H. J. Meinhold, sales engineer at the 
company’s Cleveland branch since 
1940, and previously at the Warren, 
Ohio, manufacturing plant for 3 years, 
has been appointed branch manager. 

R. H. Smith will continue as man- 
ager of the Fire Protection Division. 





H. J. Meinhold and J. H. Swallow 


The promotion of J. H. Swallow to 
the position of Southern district sales 
manager of the Bryant Heater Com- 
pany, Cleveland, was recently an- 
nounced by J. N. Crawford, vice presi- 
dent in charge of sales. Mr. Swallow 
has served as branch manager of the 
Bryant St. Louis office for the past 
three years. 

Mr. Swallow will make his head- 
quarters at the factory in Tyler, Texas. 


Earl E. Eickmeyer has been elected 
president of The Duro Company, 
Dayton, Ohio, a newly formed corpor- 
ation which has assumed assets of the 
Duro Division, Hydraulic Machinery 
Co., Dearborn, Mich. 

Other officers elected were E. J. 
Graef, executive vice president and 
treasurer; Richard B. Baird, vice 
president and sales manager, and 
Robert F. Young, attorney. C. W. 
Shade is assistant sales manager and 
J. H. Horn is advertising manager. 


H. J. Northup, general manager, 
Rhode Island Fittings Company, re- 
cently announced the removal of its 
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entire plant and office to a new and 
modern building at Dexter and Wav- 
erly Sts., Providence 7, R. I. 

The company was previously located 
at Hillsgrove, R. I. 


The appointment of R. A. Bissell as 
assistant sales promotion manager, 
Bryant Heater Company, Cleveland, 
was announced recently by Frank J. 
Nugent, sales promotion manager. 

Mr. Bissell will move to the Cleve- 
land headquarters of Bryant Heater 
where he will assist in the company’s 
expanded national and local advertis- 
ing program for 1949. 





R. A. Bissell and Robert A. Wilson 


The appointment of Robert A. Wil- 
son as Columbus, Ohio, representa- 
tive of Warren Webster and Company, 
Camden, N. J., was recently an- 
nounced. 

Mr. Wilson, a member of the Amer- 
ican Society of Heating and Ventilat- 
ing Engineers, has had over 20 years 
experience in the heating field. 


Louis E. Pelletier, Newtown, Conn., 
recently announced the establishment 
of a manufacturers’ agency. He will 
cover Connecticut, western Massachu- 
setts, Rhode Island and Vermont. 

Mr. Pelletier is well known in the 
plumbing and heating industry. 


John H. Reock has been appointed 
assistant to general sales manager of 
the L. J. Mueller Furnace Company, 
Milwaukee, it was announced recently. 

In his new capacity he will assist 


. the general sales manager in the su- 


pervision of all advertising and sales 
promotion activities for the company. 





John H. Reock and Robert Von Rotz 


Frank M. Tait, president, The Day- 
ton Pump and Mfg. Company, Dayton, 
Ohio, has announced the appointment 
of Robert Von Rotz, to the position of 
chief engineer of the company. 

; (Please turn to page 173) 
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This is what homeowners want — harmony 
in design and operation — a heating installa- 
tion that will make comfort a reality with 
balanced heat distribution. 


HARMONY IN DESIGN AND OPERATION 


The above picture shows how Vulcan Base- 
board radiation harmonizes with interior fit- 
tings. Notice how neat and unobtrusive the 
installation is — how little space it occupies 
and the attractive appearance of the radiation 
cover. 


Notice too how strategically the continuous- 
line type of radiation can be installed — the 
full length of the outside wall beneath window 
areas — providing radiant heat for floor-level 
comfort — convection heat for even distribu- 
tion of comfortable warmth throughout the 
room area. 


Vulcan Baseboard is as easy 
to install as a length of pipe 
or tubing because it is light 
in weight, requires few con- 
nections and fittings. Comes 
in any desired length. 


Representatives in 
principal cities 





THE VULCAN RADIATOR COMPANY 
26 FRANCIS AVENUE 


HARTFORD 6, CONN. 


RADIATOR MANUFACTURERS FOR OVER TWO DECADES 
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Mueller Climatrol 

Type 20 Gas-Fired 
Boiler. 43 sizes ~ 
A.G.A. input ratings 
from 189.000 to 
3,780,000 Btu per hour. 
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Mueller 

Climatrol Type 10 

Gas-Fired Boiler. 9 sizes— 
A.G.A. input ratings from 54,000 
to 378,000 Btu per hour. 


44% 
/ / 
yf 4 / 
Mueller Climatrol 

Type 11 Gos-Fired 
Boiler. Same as type 
10 except with controls 
exposed, 





Mueller Climatrol 


Fuel-thrifty Gas Boilers 
a 
give you three adw e 
* a 
thos sell your gar-bovler jobs 
Whether you are selling in a competitive market 
or on jobs where price is not an important factor, 
you enjoy the confidence of your buyers when 
you specify Mueller Climatrol boilers. This is 


due to Mueller’s national reputation for quality 
products. 


Consider these advantages in handling Mueller 
Climatrol boilers: 


v¥ Complete line of sizes and models for every residen- 
tial or commercial heating or hot water application. 
Units can be installed for steam, hot water or. vapor 
systems, 

v Attractive, compact units with designed selling fea- 
tures. Mueller boilers are easy to install and service, 
provide highly efficient, economical and dependable 
operation. 

v Types 10 and 11 boilers are A.G. A. approved for 
L-P gases as well as natural, mixed, and manufac- 
tured gases. All conform to A.S.M.E. code for 
low pressure boilers. 


L. J. Mueller Furnace Co., 2006 W. Oklahoma 
Avenue, Milwaukee 7, Wisconsin. 
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Code Tested & Approved Steam Unit 
Heaters to Meet Every Requirement. 







@ Horizontal Discharge Unit Heaters 
@ Vertical Discharge Unit Heaters 
@ Blower Fan Type Unit Heaters 


Airtherm Unit Heaters are available 
in a complete range of sizes and ca- 
pacities with Code Tested ratings. 
Recommended by leading architects 
and contractors. Sold through 
recognized wholesalers. For complete 
details and name of your nearby 
wholesaler, write. 


AIRTHERM sanuracturine co. 


704 SOUTH SPRING AVE. -+- _ ST. LOUIS 10. MO. 


PROPELLER FAN STEAM BLOWER FAN STEAM 
UNIT HEATERS UNIT HEATERS 







For Dependable 
Service, It’s Wise 
to Buy from Your 


Jobber. 








CONVECTOR 


DIRECT FIRED 
RADIATION 87 


HEATERS 











plumbers-steamfitters 


Acicn E-Z 


solve more of NIPPLES 
wis ©Ut of line" problems 


ILLINOIS 


STEAM TRAP 


Simple—has only 
two moving parts 








PAT. PEND. 











Valve Stem Travels Independent of Bucket—no other trap has this 


check these extra advantages P 
eature. 


Full strength. None of the copper is removed. The 

grooves are rolled right into the copper, as illustrated 

below. 

They bend farther. Align E-Z Nipples bend a full 

222°, covering a greater range of aligning jobs. 

Longer life. Threaded, rolled and annealed to the 

most exacting requirements, each nipple is precision- 

tested. Surface Discharge—flushes out all grease and sludge. 

Valve Seat—of special alloy, fully guaranteed. 

Inspection Easy—without disturbing piping. 

Works Equally Well on All Fluids—compressed air lines, air separa- 
tors, air aftercoolers. 


Write for Bulletin 35 


ILLINOIS ENGINEERING COMPANY 


RATED 
RACINE AVENUE AT 21ST STREET » CHICAGO 86 


Instantaneous Valve Action—either wide open or tight shut—will not 
dribble on partial closing of valve under slow condensation rates. 


Wire Drawing Impossible—valve has snap action. 
Simple—moving parts are valve and bucket. 

Cannot Air Bind—vents air continuously without loss of steam. 
Cannot Blow Steam—always water sealed. 














See your jobber—or write for name of stocking jobber nearest you. 


RAR: MFG. CORP. HOLTSVILLE, L. I. 


manufacturers of the 


Finest Brass, Copper and Chrome Plated Nipples 
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The American Society of Mechan- 
ical Engineers recently announced the 
designation of Frank S. G. Williams, 
New York City, eastern manager, 
Taylor Forge and Pipe Works, Chi- 
cago, as chairman of ASA sectional 
committee B-31, which is responsible 
for the American Standard Code for 
Pressure Piping. 





F. S. G. Williams and E. H. Thormahlen 


Kenneth G. Sims, general manager, 
Modern Water Equipment Co., West 
Chicago, Ill., recently announced the 
appointment of Erwin H. Thormahlen 
as sales manager of Modern’s indus- 
trial division. 

Mr. Thormahlen has been associated 
with the water treating field for the 
past 15 years as an engineer and de- 
signer of water filtration and softening 
apparatus. 


Merger of two equipment manufac- 
turers, Combustion Engineering Com- 
pany, Inc. and The Superheater Com- 
pany was made effective on December 
31, under the new name of Combus- 
tion Engineering-Superheater, Inc. 

The original Combustion organiza- 
tion was founded in 1914. Subsequent- 
ly it absorbed other manufacturers of 
fuel burning equipment. 

Domestic manufacturing plants 
owned by the two companies occupy 
some 115 acres and are located at Mo- 
nongahela, Pa.; Chattanooga, Tenn.; 
Chicago; East Chicago, Ind., and St. 
Louis. 

Officers of the new company are: 
Frederic A. Schaff, chairman of the 
board; Samuel G. Allen, chairman of 
the executive committee; Joseph V. 
Santry, president; Martens H. Isen- 
berg, executive vice president; Harold 
H. Berry, vice president in charge of 
finance; George D. Ellis, vice president 
and controller; Otto W. Strauss, vice 
president and treasurer; Wilbur H. 
Armacost, vice president in charge of 
engineering; Donald S. Walker, vice 
president in charge of sales; Albert C. 
Weigel, vice president; Amaziah J. 
Moses, vice president, Chattanooga 
Division; John S. Skelly, vice presi- 
dent, Monongahela Division; Arthur 
Williams, vice president; Irving B. 
Swigart, secretary and assistant treas- 
urer, and Thomas F. Morris, assistant 
to the chairman and asst. secretary. 
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Two new sales representatives have 
been appointed by the Fitzgibbons 
Boiler Company, Inc., New York City. 

In Cleveland, the Thermal Products 
Company will represent Fitzgibbons. 

A. L. Eubank has been selected to 
represent Fitzgibbons in the Louis- 
ville, Ky. area. Mr. Eubank is vice 
chairman of the Kentucky State Engi- 
neers Examining Board and is well 
known throughout the state. 


Wolverine Tube Division, Calumet 
and Hecla Consolidated Copper Com- 
pany of Detroit recently announced 
the appointment of A. M. Younger as 
manager of Southwestern sales for the 
Wolverine Tube Division. He will 
make his headquarters in Houston, 
Texas. Mr. Younger succeeds L. G. 
Fox who has developed Wolverine 
operations in the southwest territory. 
Mr. Fox has returned to the com- 
pany’s Detroit office to assume special 
assignment duties. 

Another member of the Wolverine 
organization, J. L. Young, Jr., will also 
make his headquarters in the Houston 
office and, with A. S. Williams, Dallas, 
Texas, will represent Wolverine 
throughout Texas, Oklahoma, Arkan- 
sas and Louisiana. 





A. M. Younger and L. G. Fox 


Sid Harvey, president, Sid Harvey, 
Inc., Valley Stream, N. Y., and chair- 
man of the board of the associated Sid 
Harvey Companies, recently an- 
nounced the election of M. P. Bernard 
as president of Sid Harvey of Mass., 
Inc., Boston. 

Mr. Bernard succeeds to the post 
formerly held by Winthrop A. Man- 
dell. 


Fedders-Quigan Corporation, Buf- 
falo, recently announced the opening 
of an office for its heating division in 
the Madison Terminal Building, Chi- 
cago. 

The office will be in charge of Ray- 
mond H. Kelley. 


H. Blake Thomas, general sales 
manager, McQuay, Inc., Minneapolis, 
was recently elected chairman of the 
lowside equipment product section of 
the Refrigeration Equipment Manu- 
facturers Assn. at a recent meeting 
held in French Lick Springs, Ind., it 
was announced recently by the asso- 
ciation. 
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At a meeting of the executive com- 
mittee of the board of directors of 
Chase Brass and Copper Co., Incor- 
porated, Waterbury, Conn., held De- 
cember 21, Wallace C. Husted was 
elected executive vice president. 

In 1929, Mr. Husted accepted his 
first position with Chase. In January, 
1931, he was promoted to the position 
of factory manager and later was 
made general manager in charge of 
both production and sales activities. 

In July, 1944, Mr. Husted was elect- 
ed vice president and was placed in 
charge of the company’s Cleveland 
operations. He remained in this ca- 
pacity until October, 1946, when he 
returned to Waterbury to become vice 
president in charge of plant operations 
and organization. 


Earl L. Bedard, sales manager Mt. 
Hawley Mfg. Co., Peoria, Ill., was re- 
cently elected vice president of the 
firm. He will continue to direct Mt. 
Hawley’s national sales and advertis- 
ing program. 

Mr. Bedard is well-known in the oil 
heat industry, having started his ca- 
reer in the field in 1927. He later or- 
ganized the Oil Electric Co. in Minne- 
apolis. Mr. Bedard headed his own 
firm until 1940. He was appointed 
sales manager of Mt. Hawley early in 


1948. 


Hajoca Corporation, Philadelphia, 
recently announced the appointment 
of R. B. Davis as assistant manager of 
its refrigeration division. 

Mr. Davis has had 20 years experi- 
ence in the refrigeration field. 


The election of Sidney A. Whitt as 
vice president of engineering for 
Cordley and Hayes, New York City, 
was announced recently by C. M. 
Cordley, president. Mr. Whitt has 
been director of engineering for the 
company for the past four years. 

In his new responsibilities Mr. 
Whitt will direct al] development, de- 
sign, and application engineering for 
water cooling and other allied fields. 





Sidney A. Whitt and Frank T. Settle 


Fred H. Schaub Engineering Com- 
pany, Inc., Chicago, recently an- 
nounced the appointment of Frank T. 
Settle, as field sales engineer for all 
Schaub products and equipment. 
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SELL WITH CONFIDENCE: 


TRIANGLE 
RATHBUN 


LEADER IN SUMP PUMP 
QUALITY for 
25 YEARS 











For nearly a quarter of a cen- 
tury, the Triangle-Rathbun 
sump pump has been a recog- 
nized leader . . . more than 
100,000 in use prove its 
ability to move a maximum 
quantity of water at low cost 
year in and year out. Further 
evidence of leadership are 


TRIANGLE-RATHBUN 
PIONEERING FIRSTS 


|. First to build in automatic resetting over- 
load protection for motor. 


2. First to provide a copper float sliding on 
a float rod. 


3. First to give one-year guarantee on 
either iron or all-bronze models. 


4. First to use ball-thrust bearing so that 
motor may be removed without dismantling 
pump. 


OTHER IMPORTANT FEATURES 
THAT MEAN DEPENDABILITY 


Ys H.P., 60-cycle, AC General Electric motor 
. simple, dependable switch unaffected by 
moisture or vibration... oilless bronze bearings 
. large clearances between bronze im- 
peller and housing ... protective brass screen. 


SELL THE LEADER... 
PROTECT 
YOUR CUSTOMERS 


Sell proved perform- 
ance under all condi- 
tions ... cut service costs 
with the Triangle- 
Rathbun. 
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ALL-BRONZE OR BRONZE- 
FITTED CONSTRUCTION 


Ask your Jobber for details now, or write direct for literature, 
giving Jobber’s name 


TRIANGLE MFG. CO. 


2983 E. LAFAYETTE, DETROIT 7, MICH. 
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This Line !s 
Made For The 


MASTER PLUMBER 


Sherman Ball Bearing Faucets are “ 
made with the extra weight, the 
triple-plated Chromium finish, and 
the smooth, leak-free, ball bearing 
action that the Master Plumber likes. 
Sherman faucets are likewise distrib- 
uted the way the plumber likes — 
through selected Plumbing Whole- 
salers, to Master Plumbers only. See 
the whole Sherman line. Write for 
catalog today. 


H. B. SHERMAN MFG. CO, 


Battle Creek, Michigan 


| Showman 


WATER-MASTER ... - FAUCETS 


Sold through Plumbing Wholesalers, 
to Master Plumbers only 
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News c Poaten £5 


2,447,744. Pumping Unit. V. E. Duemler, West Spring- 
field, Mass., assignor to Gilbert and Barker Mfg. Co. 

2,447,520. Electrovolumetric Control For Water Treat- 
ing Device. C. T. McGill, and Harry C. Rowe, Jr., assign- 
ors to Elgin Softener Corp., Elgin, Ill. 

2,444,130. Combined Pressure and Temperature Relief 
Valve. M. R. Crowe, Winthrop, Mass. 

2,452,685. Humidity Control Apparatus. Wm. Rudoy 
assignor to Philco Corp., Philadelphia. 





VENTILATING 
DEVICE 





2 
2,444,130 
COMBINED PRESSURE AND 
TEMPERATURE RELIEF VALVE 





2,447,744 
,PUMPING UNIT 


. 











2 





























ELECTEOTOLUMETRIC = 
CONTROL FOR WATER 2,452,685 DAMPER 
TREATING DEVICE HUMIDITY CONTROL APPARATUS CONTROL 


2,453,009. Ventilating Device. K. M. Ganger and J. B. 
Burrowes, Dayton, Ohio, assignors to The Lau Blower Co. 

2,441,803. Damper Control. T. F. Duis and W. H. Moer- 
chen, Streator, Ill. 

2,447,067. Valve Assembly For Pressure Regulators And 
The Like. J. K. Hamilton, Plainfield, N. J., assignor to Air 
Reduction Company, Inc., New York City. 

2,437,452. Forced Air Circuit Refrigerating Apparatus. 
Wm. McKinley Baird, Chicago. 

2,441,411. Centrifugal Fan. H. E. Hagen, Wellesley, 

















Ls 2,437,452 
VE ASSE  CIROUIT 2,449,607 
VALVE ASSEMBLY CIRCUIT 449, 
FOR PRESSURE REFRIGERATING PIPE COUPLING 
REGULATORS APPARATUS 


AND THE LIKE 


Mass., assignor to Westinghouse Electric Corp. 
2,449,607. Pipe Coupling. Anthony La Riccia and Thom- 
as W. Plante, Cleveland. 


(Please turn to page 176) 


ENGINEERING 


CONTRACTORS! 
REDUCE LABOR COSTS/ 


@ . ‘ ff } } f rf ; "T A é hed 4 7 
SAVE ON HITINGS : 
with the 


Waster Cu low 


(PATENT PENDING) 
DESIGNED FOR ONE PIPE FORCED HOT WATER SYSTEMS 


BRONZE 


CAST IRON 


You save on fittings because only one Master-Dual-Flow is 
required for each radiator for both feed and return. You 
save labor costs because threading and sweating time is 
cut almost one-half. You save costly service calls because 
the Master-Dual-Flow fitting cannot be installed incor- 
rectly ... It is foolproof. To date, over 10,000 homes have 
Master-Dual-Flow fittings. Get your supply of Master- 


Ty —_ T Dual-Flow Bronze and Cast Iron 


Fittings from your jobber. If he 
CROSS SECTION OF 


BRONZE 
MASTER-DUAL-FLOW 


cannot supply you... 


WRITE TODAY For Literature 
and Nearest Jobber’s Name 
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gives y° 


shower safety 





When you say “SAFETYMIX” — you get the | 
world’s leading, pressure-actuated, non-scald 
shower valve. Guaranteed‘ to hold constant 
shower temperature against pressure fluctua- 
tions, it maintains 2°F accuracy. 


SAFETYMIX STAYS SAFE 
@ Gives foolproof protection against sudden 
scalds — even with pressure fluctuations up 
to 85%. 


@ Only Safetymix has the patented Flow Con- 
trol Spindle with one moving part to regu- 
late all valve functions. 


SAFETYMIX STAYS CLEAN 
@ Designed for self-cleaning action to prevent 
clogging . . . saves hot water. 


SAFETYMIX STAYS PUT 











@ The simplest, most rugged non-scald shower 
valve on the market. Flow Control Spindle 
has but one moving part. Designed to last a 
lifetime. As easy to fix as a faucet. Costs no 
more than ordinary shower valves. 








HERE ARE A FEW FAMOUS SAFETYMIX USERS 
Pratt & Whitney Netherland Plaza 
General Electric Co. Ritz-Carlton 

du Pont de Nemours Harvard University 
Ford Motor Co. William & Mary College 
Mass. General Hospital University of Chicago 
Statler Hotel U.S. Army & Navy 
Royal Canadian Air Force _ Bell Telephone Co. 


100,000 SAFETYMIX INSTALLATIONS CAN'T BE WRONG! 















Send for bulletin and details now. 


SAFETYMIX IS MADE BY THE MAKERS OF THE 
NEW SYMMONS “TEMPERING- CONTROLLER” 
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News of Patents 
(Continued from page 175) 


2,452,874. Pumping System. Walter Shallenberg, Salem, 
Ohio, assignor to The Deming Company, Salem. 

149,259. Design For A Water Cooler or Similar Article, 
J. J. Corey, Elmhurst, N. Y. 









2,448,816 
CONTINUOUS BLOWOFF VALVE FOR 
STEAM BOILERS 
149.259 
DESIGN FOR A 
WATER COOLER 

OR SIMILAR 


a 
ARTICLE , 
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=| aRy«, 2,443,394 
2,452,874 "$652,612 COUrtaG us 
PUMPING SYSTEM RELIEF VALVE ASSEMBLY FOR HOSES AND PIPES 


VENTILATION SYSTEM 


2,452,612. Relief Valve Assembly For Ventilation Sys- 
tem. W. A. Swenberg, Long Beach, Calif. 

2,448,816. Continuous Blowoff Valve For Steam Boilers. 
H. E. May, Chicago, assignor to Dearborn Chemical Co., 
Chicago. 

2,443,394. Coupling For Hoses And Pipes. C. C. S. Le 
Clair, Acton, London, England. 

2,452,889. Flexible Coupling. J. N. Wolfram, Cleveland, 
assignor to The Parker Appliance Co., Cleveland. 

2,447,920. Flow Proportioning Valve. C. M. Terry, Deca- 
tur, Ill, assignor to A. W. Cash Valve Mfg. Corporation, 
Decatur. 

149,196. Design For A Faucet Unit. J. M. Little and 
Amy L. Thomssen, Toledo, Ohio. : 

2,443,346. Means For Mixing Air With Products Of 
Combustion Of Furnaces. R. C. Fair, Wheeling, W. Va., 
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2,443,346 








2,447,920 Poy by MIXING 
PROPORTIONING OF COMBUSTION OF names 
VALVE ACES | AIR HEA’ 

FURNACES 


assignor to Wheeling Furnace Corp., Martins Ferry, Ohio. 
2,452,941. Ventilator. H. W. Little, Canton, Ohio. 
2,452,950. Window Fan. Hackley Morrison, Houston, 
Texas, assignor to Texfan Co., Houston. 
2,452,556. Radiator Structure For Air Heating Furnaces. 
F. W. Eichholtz, Norvelt, Pa. 








Februar 


talking 
tions . 


heat 
SELL! 


GRANITE 
MIDLAND 





, 1949 § February, 1949 DOMESTIC ENGINEERING 177 


Pa aM Raa | They! get you 
"| Gy 7 SMILES 
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VE FOR 


HAJOCA SERVICE 
and PRODUCTS 


Smiles of satisfaction are assurances of continued sales of 
plumbing and heating supplies. These smiles are the results of 
work done efficiently and promptly with top-quality equipment. 
And Hajoca Service and Products play big, important parts in 
keeping home-owners satisfied. At 31 Branches on the Atlantic 
Seiboord Hajoca stocks the best in plumbing and heating sup- 
plies plus a complete line of valves, pipe and fittings to keep 





FEATURES your jobs well done and on time. 
= 1 Large Furnace Volume 6 Vertical Percolator Tube Typical examples of Hajoca products are Rheem Hot Water 
c 2 Steel Plate F FI 7 Extended Heating Surf ; ‘ 
eel Plate Furnace Floor xtended Heating Surface Heaters. These famous heaters, known across the country for 
3 Observation Port 8 5/16" Steel Head Plates d | bili j ffi ~ ae ly } ‘ : | | » | 
4 Rock Wool Insulation 91/4" Wrapper Sheets ependa 1 ity ande ciency, supply OMe OWNeErs with the hot 
5 Federal Tankless Coil 10 Expanded and Flared water they want when they want it. Be sure to call your nearest 
Boiler Tubes Hajoca Branch for Rheem Hot Water Heaters 


J 18 Gauge Steel Jacket v Safety-Type Jacket and for all your plumbing and heating supplies. 


with Hammertone Finish Door Opening " 
Reserve your copy of Hajoca’s New 


Plumbing and Heating Catalog to be pub- 
lished this spring. Use the coupon below. 
(Distributed only in Hajoca's Territory) 


Every FEDERAL fine-construction feature is a sales- 
talking point! Built to home owners dream specifica- 
tions . . . FEDERAL'S 7 vari-sized boilers provide the 
right amount of heat for every size home. Fired on 
gas or oil for steam heat, hot water heat and radiant 
heat — FEDERAL Boilers are designed to serve and 





P-6 
Please mail me a copy of the 1949 
HAJOCA Plumbing and Heating Cata- 
































i 
' 
' 
i 
SELL! log as soon as it is published. H 
“TURE Use Coupon Below to Company ' 
‘¥ - Write for Free Bulletin Address i 
egg BOILER CO.,, INC. —_— —— j{ 
; ranite & West Sts., Midland Park. N. J, t 
Dhio. Y) Realiaaces . ' aia - a TB asm 0s enema ssennacene ‘ pene 
Please send me Bulletin No, 125. ¢ 
& 
son | ha 8 i | HAJOCA GORPORATION 
MIDLAND PARK WN. J Address 31 Branches Serving the Atlantic Seaboard 
Aces, General Offices: 31st and WALNUT STREET BRIDGE 





Representatives in Principal Cities PHILADELPHIA 4, PA 
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HAvE you been looking for a rugged valve 
that will withstand water hammer and ex- 
cessive pressures? 


We have the answer in the Vent-Rite No. 55 
Unit Heater Valve, designed especially for 
use where ordinary valves will not stand the 
gaff. The No. 55 is ideal for unit heating 
installations, and is designed for operating 
pressure up to 20 pounds, 


There is a good profit for you in this excep- 
tional valve. Write for details on the No. 55 
and other Vent-Rite Valves. 
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THE STORAGE TANK 
WILL LAST LONGER WITH 


Trade Mark 


THE MAGIC WAND 





Now you can tell your customers that 
the storage tank will last twice as long 
as heretofore. That is, if you insert an 
“Elno” —the magic magnesium-alloy 
rod — into the storage tank. 


“Elno” is a great advance in water 
heating. It prevents corrosion of the 
storage tank, and eliminates rusty 
water caused by storage tank corrosion. 


“Elno” Protectors are made to fit all 
makes of Automatic Storage Water 
Heaters, Range Boilers, and Large Vol- 
ume Hot Water Storage Tanks. There is 
an “Elno” Protector made to fit the 
water heater you sell. 





They are easy to install. “Elno” Pro- 
tectors are made with a hot water fit- 
ting to match the fitting on the water 
heater you sell. Remove the hot water 
fitting and replace it with the ‘“Elno” 
rod. Use a sectional “Elno” if the water 
heater is already installed. 


Cash in on this new selling feature: 
“Elno” Protection. Your supply house 
carries “Elno” Protectors in stock or 
send for catalog and prices. 





ee ELNO 33 THE ORIGINAL ANODIC ROD 
Look fer the Trade Mark 


THE CLEVELAND HEATER CO. 
2310 Superior Avenue Cleveland 14, Ohio 


———, 
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News of Products 


(Continued from page 145) 


Home Air Conditioning 


Product: Complete 
winter and summer air 
conditioning system in 
modular units for the 
home. 

Features: Manu- 
facturer has developed 
a plan by which a 
customer may  pur- 
chase a complete air 
conditioning unit—over a period of time, and as his budget 
will permit. Standardization and interchangeability of 
basic parts enables the customer to adopt this plan with- 
out having his supplementary purchases jeopardized by 
obsolete basic equipment, the manufacturer states. Basic 
units are (1) gravity furnace with square casing, (2) gas 
or oil burner (atomizing or vaporizing) behind vestibule, 
(3) forced circulation unit for filtering and humidifying 
warm air, (4) cooling unit with by-pass for controlling 
summer humidity, (5) vestibule for enclosing burner and 
controls. Units may be purchased individually, if desired. 
This method of sales is designed to reduce initial cost of 
home, manufacturer states. 

Manufacturer: L. J. Mueller Furnace Co., 2005 W. Okla- 
homa Ave., Milwaukee 7. 








OF ORDINARY 
SOLENOID VALVES 


GENERAL CONTROLS 


K-10 SERIES 


ELECTRO-MAGWNETIC 
LEVER VALVES 


CONTROLS 


SIX TIMES THE POWER 


FOR COMPLETE SPECIFICATIONS request new Cata 


GENERAL ‘; CONTROLS 


O1 ALLEN AVENUE GLENDALE CALIF 


Maniajacksrers 
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OSTER No. 54 “LEADER” 


geared receding die-stock 


@ This NEW tool has EVERYTHING it takes to resist the 
punishing strains of power drive operation. (For hand operation, 
the tool is used with a ratchet handle as illustrated below.) 
The drive gear has a tensile strength’ of 40,000 to 60,000 pounds 
per square inch. Steel pinion runs in needle bearings and is 
supported by a tubular steel housing. Pinion has machine cut 
teeth and is completely hooded. 

The complete tool is furnished with four individual sets of dies, 
each set having five individual and replaceable segments. The 
four standard die sizes are 2!/,", 3", 3!/."" and 4", 

Write us for complete details about the NEW Oster No. 54 
"LEADER" geared receding die-stock. Be among the FIRST 
to use this top-quality tool! 


THE OSTER MANUFACTURING CO. 


2045 East 61st Street © Cleveland 3, Ohio, U.S.A. 


PIPE THREADING 
HEADQUARTERS 
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BEYOND 
SEWERED 
AREAS 











With the Proved 4 
anvEquiP 


Septic Tank System 


With the trend towards living in the suburbs and 
country, a greater percentage of homes are being built in 
sections without municipal sewer lines. Every one of 
these homes is a prospect for a septic system. And every 
owner will want the most dependable, the safest septic 
tank system available. 


Sell your customer the SAN-EQUIP Septic Tank 
System ... with a record of over 25 years’ reliable, 
trouble-free service. A SAN-EQUIP system provides for 
the conveniences of modern plumbing and sanitary 
sewage disposal with a minimum of attention. These 
are the outstanding advantages that recommend SAN- 
EQUIP—the best known, most advertised name in the 
septic tank field. 


SAN-EQUIP, INC. 





62 East Glen Ave. 
Syracuse 5, N.Y. 
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National Water Systems Month 


(Continued from page 102) 


the present total—which received central station service 
in 1934, according to the Edison Electric Institute’s esti- 
mates, or with the 1,853,000 having central station service 
at the time of the 1940 census. 

The influence of electrification on farm construction is 
almost immediate, and it provides a stimulus much be- 
yond that directly concerned with electrical devices. 

Next to the installation of wiring and the provision of 
lighting facilities, one of the first and most important re- 
sults of electrification is the provision of interior water 
supply and plumbing facilities for farm houses. In this 
respect, enormous progress has been made since 1940, 
According to the Bureau of the Census, the number of 
farm houses with private bath and flush toilet has almost 
doubled, increasing from 810,000 in 1940 to more than 1,- 
500,000 in 1947, the last estimate available. In addition, 
numerous farms added less complete facilities. Over 98,- 
000 provided an interior flush toilet, but not a complete 
bathroom, and about 340,000 brought running water to 
the house, but had not yet provided toilet or bathing 
facilities. 


FARM HOUSING FACILITIES, 1940-47 


Occupied Farm Dwelling Percent 

SESS vik ainis ees oe 1947 1940 Change 
WOUND CHUNOP 65655 0 06.0 6,662,000 6,794,330 —1.9 
Number with private bath 

and private flush toilet. 1,456,000 741,817 96.3 
Number with private flush 

toilet, no private bath. . 98,000 35,391 176.9 
Number with running 

water, no private flush 

ME NGS bane ee «cia ce 805,000 460,564 74.8 
Number having electric 

MUNN 555s.5:9. a0 she oS 4,215,000 2,264,178 86.2 
Number having central 

Ss sale Sables oe 1,146,000 704,046 62.8 


At the present time, about 20 percent of all farms have 
an interior bathroom with flush toilet and tub or shower, 
and about one-third have running water, at least to a 
kitchen sink. This represents a vast improvement from 
the situation 20 to 25 years ago when a bath tub in an 
erdinary farm house was a rarity and a water closet al- 
most unknown. The potential demand for these facilities 
is still tremendous and, with the present and increasing 
availability of the electric current necessary to provide 
suitable water pumping, progress should continue at an 
accelerated pace. 


Central Heating Market 


The number of occupied units with central heating— 
steam, hot water, duct and pipeless hot air—increased 
from about 700,000 to almost 1,150,000 during the period 
in question. This equipment is still present in only about 
a sixth of all farm dwellings, but is found in more than 
a quarter in the north central states, and in more than 
two-fifths in the northeast, though it is much less com- 
mon in the south and the west. It may be noted that this 
particular change is strictly a current improvement in 
housing and living standards, rather than a postponed 
demand made active by electrification, although, n0 
doubt, numerous farms have oil burners, blowers for aif 
circulation and other supplementary equipment requiring 
electric current. 
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. ASME CONSTRUCTION eT al 
1940, Pipe jobs that assure the most lasting con- All-steel. Sides and top heavily y, =< 
er of nections are those on which ATHOL Brass creaetadiate iets 
Imost Ferrules, Unions, and Union Ferrules are OIL OR GAS FIRED — Underwriters or AGA approved burners. 
an 1- ° . ’ Gas units will burn natural, manufactured or LP gas. 
ition installed. With ATHOL there’s no break- 
r 98. age oo e RO lost motion ee « RO lost time! bs sgn pe Nea ee — 4 commercial. 
lets Specify ATHOL . . . place a trial order with acgisaipaaiaNeeaS 
er to your plumbing supply house today. SHIPPED ASSEMBLED — Completely assembled at the factory to 
save you time and money. To install, just remove crate and con- 
thing nect. Write for literature. 
A T H O L Mt. Hawley builds WATER HEATERS 
P a complete line of All Boiler-Burner models 
rent BRASS FERRULES, UNIONS AND UNION FERRULES conversion oil burn- available galvanized as water 
hange ers—0.65t020GPH commercial use. 
— 1,9 <2 
THE LEAVITT MACHINE COMPANY a 
96.3 ORANGE, MASS. MT. HAWLEY MFG. COMPANY 
176.9 2 MT. HAWLEY AIRPORT, PEORIA, ILLINOIS 
74.8 
What is BRU-CEX? 
80.2 tT = 
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ing— Sainte tee tirely different in gas torches. 
»ased dua. Y' dine Now you can reach fittings and 
eriod taps. Positive rapes -_— rather age gua ; 
it’s easy to get under jois 
bout a aaa: Pe into corners. The Ce- SWEATING OPERATIONS 
darberg Circa-Torch clamps . 
than wll 7 4 over the pipe and directs six gas “++ oe 
jets around the entire pipe at once! il 4 
than wide. Use it for sweating copper tubing Hatd- To -Get-At é 
com- @ up to two inches in diameter .. . 
this sweating tees, elbows, swedged Dd LAC t S 
en joints . . . thawing frozen pipes . . 
at in Write today for infor- 4s aa ae a ee & heating soldering irons. It works 
ed mation and prices. much faster and more efficiently 
= we aes 6 POMPING CONIPHEERT than single tip torches. Prove to to any size tank. When ordering, please 


yourself how much it saves in gas specify type of gas used. Ask your job- 
and man hours. 4°x14% ’, attaches ber, or write for circular. 


MANUFACTURING CO., INC. 


840 South Fourth Street + Minneapolis 15, Minn. 


. BRUNER 


‘ring | _ CORPORATION 
Milwaukee 10, Wis.,U.S.A. 

















Model 1A-25. 
434," High. 
312" Dia. Fil- 


In. 34” Pipe 
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REPEAT PROFS —.— 
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Model 2A- 
700 . 61," 
High. 4-5/16” 
Dia. Filter 
Unit Surface 
72 Sq. In. 34" 
Pipe Open- 
ings. 


GENERAL FILTERS 
igo iJel 7.3449) 


Model 2A- 
300. 9-1/16” 
High. 

Dia. 

Size 63 Cu. 
In. 34” Pipe 
Openings. 
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YEARLY 
DIVIDENDS 


After making the original sale of a GEN- 
ERAL FILTER, dealers make a dividend each year 
through the sale of replacement cartridges. The customer, 
of course, returns to the dealer who made the original installation 
-and installation is so simple that it can be made in less than two minutes. 
If you haven’t already done so, investigate the profit possibilities of GENERAL 
FILTERS. See that each one of your customers has one, 


WRITE FOR THE NAME OF YOUR NEAREST JOBBER 


12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 
CANADIAN FACTORY BRANCH: GENERAL FILTERS CANADA, LTD., 173 STRACHAN AVE., TORONTO 3, ONTARIO 





CAST IRON 
CUTS SOIL PIPE 

WATER PIPE 

DURIRON PIPE 


Accurately - Swiftly 
Without Splitting 
SPRING-LOAD saves you time and money. 
You can’t crack or waste pipe with SPRING- 
LOAD. Cuts are clean, without depressions 
or ears. 
SPRING-LOAD cuts 2” through 12” pipe ten 
times faster and easier than conventional 
methods. 
SPRING-LOAD eliminates costly dismanteling. 
Cuts between joists, in narrowest trench and 
hard-to-get-at places. 
SPRING-LOAD pays for itself from salvage 
from your present scrap heap. Cuts within a 
fraction of an inch from end of pipe, crack 
or bell-end. 
SPRING-LOAD is a light, on-the- $44.75 
job tool; precision built from high- 
est quality steel. 
See Your Crane, Grinnell or Local Jobber 
Free Folder 


SPRING-LOAD MFG. CO. 


Sales Division 
507 Westlake No. Seattle 9, Wash. 
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METAL FIX repairs cracked and porous Soil Pipe, 
cracked Boiler & Radiator Sections, all imperfections in 
metals. Applied in a minute, saves hours of labor, 
METAL FIX is highy regarded by the trade because 
it SEALS PERMANENTLY. 


Contractor's cost $4.50 per box. 
Ask your jobber or write BLACK & WHITE direct. 






EASILY APPLIED WITH 
A BLOW TORCH! 
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Air Conditioning Grilles | 

a Product: Decora- | 
tive grille for air | 
conditioning instal- 
lations. 


mT Features: The de- 
Wi wai flecting vanes of the 
grilles are so con- 
WA wn structed that air 
flow can be de- 
flected to right or left, up or down, or in a combination 
of directions. The vanes are installed in duct recesses, 
concealed behind the ornamental grille. Available in a 
wide variety of distinctive design motifs, and in a wide - 
range of overall dimensions, bar sizes and perforations, ventin 
in aluminum, bronze, copper, Monel, steel and stainless g 
steel. The grilles are designed for conference rooms, 
executive offices, suites and lounges in hotels and public 


a air valve 


& Manufacturer: Hendrick Manufacturing Co., Carbon- 
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ion Drum Wrench 


Product: Drum wrench and offset ratchet screwdriver. - 
AL 
Features: Cadmium plated steel wrench has openings Hot Water jobs 


R and lugs to remove or tighten standard steel drum closures 
and lip for removing steel caps over closures. The offset | 
ratchet screwdriver is to be used in confined places. PAYS FOR ITSELF IN HEAT SAVINGS 
Manufacturer: Aero Tool Co., 6930 Avalon Blvd., Los 
Angeles 3. Here's what we've all been waiting for . . . a truly 





ree pte a Ue 4 et re automatic hot water self venting air valve. Install it 


Peerless 


GAViK-ON 


FLEXIBLE CABINET 
SINK SUPPLIES 


ad TRIED, TESTED AND 
APPROVED BY 
THE MASTER PLUMBERS 


Furnished as follows: 


¥%" or 2" Malel.P. fitting, soldered 
one end. ¥%’—'”" I.P. Straight 
Male or Female or %”—'" Fe- 
male Elbow Compression Fittings 
other end; Angle Stops also fur- 
nished. 

Lengths 12”—20”—30"—36” or 
multiples of same. 





in any position but upside down and it works perfectly. 

It's easy to install. Just take it out of the box and 
screw into tapping. No adjusting is necessary. 
Works just as well with convectors and high points 
as it does with radiators and baseboards, 


SS 


RADIATORS BASEBOARDS 
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CONVECTORS HIGH POINTS 





R 
X 





incateenbet wagtends “Better Heating... Better With Taco 

‘Also QWIK-ON flexible basin and 
tank supplies, drainage con- 
vectors and convector air valves. 











MANUFACTURED BY 


Peerless INDUSTRIES. INC. 





TACO HEATERS, Incorporated 


SENERAL OFFICES PLYMOUTH, MICHIGAN 137 South St., Providence 3, R. I. 


8050 N. TERRITORIAL ROAD 
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If you want= 


EASY LAYING get 


BERMIC 


SEWER PIPE 
YOU GET LIGHTNESS. Faster-laying BERMICO Sewer Pipe is 2/3 
lighter than other types. Economical 8-foot lengths are easy to handle 
on the truck and at the job. 





YOU GET SPEED. BERMICO joins tight—for keeps—with a few quick 
hammer blows. No joining compound needed. And you can back-fill 
immediately. 


YOU GET TOUGHNESS. BERMICO is corrosion-resistant, built for a 
lifetime of trouble-free service. Stays tight, leak-proof, root-proof. 
Stands up under temperature shifts and soil settlements. 


FOR HOUSE-TO-SEWER OR SEPTIC TANK specify BERMICO. Made 
in a full range of sizes, connections, bends, reducers, adaptors, etc. 
Nationally advertised. Use BERMICO Perforated Pipe for drainage 
purposes. For further information write Brown Company, Dept. A-42, 
500 Fifth Avenue, New York, N. Y. 


EASY TO INSTALL EASY TO JOIN 





Root-proof, machine tapered 
joints require no packing. 


8-foot lengths reduce number 
of joints to be made. 


EASY To cennenntte 
BERMICO meets with an 


ample margin all require- 
ments of Commercial 
Standards CS 116-44 as 
issued by National 
Bureau of Standards, 
U. S. Department of 
Commerce. 








24rds lighter than other types 
of sewer pipe. 


BERMICO—A PRODUCT OF BROWN COMPANY 




















Patent Pending 


KANTLOSE 


We are proud to present a connected bath 
waste and overflow that enhances the 
appearance of a tub by the addition of the 
KANTLOSE STOPPER and overflow plate 


The KANTLOSE STOPPER and overflow 
plate is so made that the chrome-plated, 
metal covered, solid rubber stopper is 
placed in the receptacle that is an integral 
part of the overflow plate when not in use. 
It is always there when needed. 


The KANTLOSE STOPPER and overflow 
plate is available on both our 138” and 
1%” connected waste and overflows. 


THE ONLY COMPLETE TUBULAR LINE 
MANUFACTURED ON THE PACIFIC COAST 


Sold Through Plumbing Jobbers Exclusively 


ta Tubular Products Cs. 


#31 BOYD ST., LOS ANGELES 13, CALIFORNIA 
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Seat Rim Bathtub 


Product: Bathtub 
with wide seat rim. 

Features: Made 
in both left-hand 
and right-hand 
models, the tub fea- 
tures a wide seat 
rim, according to 
the manufacturer. 
The porcelain-on-steel tub is 5 ft long and 15% in. high, 
and is sold without fittings. Panelled front apron is de- 
signed to blend with any bathroom decoration scheme. 

Literature Offered: Catalog sheet. 

Manufacturer: AllianceWare, Inc., Alliance, Ohio. 

eo e@ @ 


Winter Air Conditioner 
- Product: Winter air con- 


ditioner for either oil or 
gas. 

















Features: Engineered for 
either oil or gas, this fac- 
tory wired and assembled 
air conditioner is available 
in three models. One oil- 
fired model is equipped 
with a vaporizing type 
burner for No. 1 oil. A sec- 
ond oil-fired model employs a spray type burner for No. 
3 oil. The third model has a single-flame gas burner of 











When Customers Ask for the Most 
Serviceable WATER SOFTENER .. Say 


HERE IT IS! 


The ROYAL Way 


TO ECONOMICAL LUXURY! 


No matter how tough the require- 
ments a water softener prospect 
sets up .. . you have the complete | 
answer ina ROYAL WATER SOFT- | 
ENER. Efficient performance at 
minimum operating cost . . . low | 
initial cost . . . dependable service | 
| 





always . . . longer runs between 


regenerations and extra high ca- 
pacity. No matter what your cus- 
tomers ask for, ROYAL has it! 


The ROYAL Way is the secure way 
to earn customer satisfaction and 
goodwill. 


The New ROYAL. Automatic Valve Offers These Big Advantages 


@ Simple finger tip control. 
@ Three Minutes of User’s Time to 
Regenerate. 


@ Nothing to Get Out of Order. 
@ Non-Corrosive Metals. 
@ No Electric Connections. 
@ Handy Position for Servicing. 
Write, wire or phone for complete 
ROYAL Water Softener details. 


ROYAL 





WATER §& 


CONDITIONERS ihc. 
Royal Oak Mich. | 
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| American Royalty is not born, it’s 


| 
| manufactured ... by Mirro-Glo. 


| quality manufacturing. Economy is 
the Royal Family. For Additional 


"the Royal Family Album, Today! 
| THE MIRRO-GLO CABINET CO. 
| 3131 W. 49th PLACE, CHICAGO 32, ILLINOIS 


FIRM NAME 


| ADDRESS_—. 
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meet 
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American 
= Princess 













a lady ol 


The new etched 
mirror design 
follows the 
curves of the 
venetian 
mirror top 


This Princess has the sleek lines, 


extra features and quality material 





that comes only with experience of 


another characteristic that runs in The bar spring 
door stop 
resists jarring, 
protects 
contents and 
mirror. 


information send for a free copy of 





i Mirro-Gio 


CABINET CO. 





Gentiemen: Please send me 
@ free copy of the Royal Family Album 








LINE OF BUSINESS. aE Re ee 





city ZONE STATE 
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AUTOMATIC ELECTRIC 
WATER HEATERS 


Have thom alt/ 


The name KOVEN on automatic electric water heaters 
means dependability: Lots of hot water whenever it’s 
needed...safe, silent performance, and always low-cost 
operation. No point of construction has been overlooked 
by KOVEN engineers in developing the kind of water 
heater that insures efficient service. Models and sizes 
for any requirements. 

Liberal 10-year guarantee on pure copper or extra- 
heavy copper-bearing galvanized steel tanks when 
ordered with cathodic protection. 


BEAU TY ECONOMmy . EFFICIENCY - PERFORMANC, 


ome €oh's 3, a :) tome 
154 OGDEN AVE., JERSEY CITY 7, N. J. 
Plants: 

Jersey City, N. J. 







Dover, N. J. 
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the semi-luminous type. These winter air conditioning 

units require no structural changes in converting from 

gas to oil or visa versa, states the manufacturer. 
Manufacturer: Conco Engineering Works, Mendota, Ill, 


Pipe and Bolt Threader 


Product: Portable 
power tool for thread- 
ing pipes and bolts, 

Features: Threading 
machine is designed 
for use in the field, 
shops and _ industrial 
plants. Operates with 
a 25-60 cycle motor on 
110 or 120, a-c or d-e, 
The eccentric spool pipe-steady absorbs the spring of 
long lengths of revolving pipe, the manufacturer states, 
Other features include quick-opening, adjustable, ring- 
type dieheads, self-centering wheel-and-roller cutoff and 
motor with reversible switch. Takes % to 2 in. pipes. 

Manufacturer: Beaver Pipe Tools, Inc., 1001 Dana 
Avenue, Warren, Ohio. 





Blueprint File Cabinet 
Product: Cabinet for filing blueprints. 
Features: 1000 prints can be filed in cabinet. 
Manufacturer: Empire Development Corp., 52 Broad- 
way, New York City (4). 











hy PIPE JOINT 
COMPOUND 


PIPETITE-Stik . . . @ quick, 
positive seal for — oil, acid, 





FLUX-Stik . . . eliminates 
acids and paste. A_ safe, 








air, gas, gasoline, butane, 
propane, brine, water, steam, 
hydraulic oils. Easy to use; 
assures tight joints; with- 
stands pressures to 2100 Ibs. 








fast, clean method of surface 
preparation. No filing, sand- 
papering or wire brushing. 
Non-running, non-injurious. 
Ideal for all metals except 
aluminum, 





Contains no lead. t 


PIPE MENDING CEMENT 


Plumber KRAK-Stik . . . Stops leaks instantly in split soil pipes, sand 
holes, cracks; gaskets, metal vats, and containers. No surface heating 
required. Quick-acting and easy to apply, a positive seal for any 
leak. Just rub over the leak —even while liquid is running through 
pipe. An excellent caulking compound. 


Send for FREE Literature 





LAKE CHEMICAL CO. 


| 162-E NORTH CLINTON ST. CHICAGO 6, ILLINOIS 
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WALL CABINETS yy, ' Tee G F: COUNTER CABINETS 


for more profits in '49 








The BERGER “FULL KITCHEN” Line... 


... is designed for and sold through the plumbing 








trade. It’s your own line--and your ticket to big 






volume sales of complete kitchens. Berger Cabinets 






are styled to fit with latest appliances . . . packed 





with wanted features that sell them on sight 






—that keep them sold—that mean a steady stream 






of repeat business. 






Berger steel wall, counter and undersink cabinets 


are standardized for fast, profitable assembly and 






installation. Easy-to-follow directions, included in 





every shipping carton, make them as simple to install 






as they are easy to sell. Take advantage of the extra 





profit this full line offers you—stock, display and sell 






Berger Steel Cabinets for Kitchens. Contact your 





wholesaler, or write us for complete information. 







BERGER MANUFACTURING DIVISION 
REPUBLIC STEEL CORPORATION 
CANTON 5, OHIO 







UNDERSINK CABINETS 


UTILITY CABINETS 








SEF 


STEEL 
% CABINETS or KITCHENS 


QUALITY 
TESTED 


“STEEL 
KITCHEN CABINET 
INSTITUTE 


























“For Your 
Protection” 
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Since 1918 Electrol has been making better oil burning 
equipment— making your job as dealer easier. Today, the 
Electro! Ball Flame Oil Burner stands for thousands of satis- 
fied customers, continuous sales and profitable business. 
Why not join those who have made those sales? To your 
customer, it means years of quiet, clean, efficient heating 
service — performance that is high in comfort and low in 
operating costs. That’s good for you too, isn’t it? 

Sell an oil burner that is different! You'll have the full 
assistance of the Electrol factory; of the printed materials — 
literature which helps you sell; display signs; advertising 
and promotion. 

Write today. Find out how you can profit by being one of 
the successful Electrol dealer organization — how sales and 
satisfied customers will bring you more profits and better 
reputation. Get the facts on Electrol! 


ELECTROL BURNER MANUFACTURING Co.. INC. 


22 UNION AVENUE, RUTHERFORD, NEW JERSEY 
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cetCURTINeor 
2uality Construction 
Neiseless Oneration 





(Bottom Supply for Low 
Tank) 
Made from cast bronze, it 
gives maximum volume of 
water without noise on any 
pressure. By-pass regulator 
(A) assures quick refill of 
tank. Rotary control of 
water eliminates noise. The 


| powerful compound lever- 


age, together with the si- 
lent operation of this ball- 
cock recommend it for use 
on all important installa- 
tions. 


| Furnished also in BACK 
| SUPPLY TYPE with integral 


stop. 


For Immediate Delivery 


Order From Your Jobber 
Today. 


A. F. CURTIN 


76 SHIP AVENUE 


Yes! For years Master Plumbers 
have specified CURTIN Tank Fit. 
tings for their unquestionable de- 
pendability . . . their profit making 
contribution. CURTIN Fittings ex- 
hibit the same fine quality of 
workmanship. that was expressed 
by the craft standards of the old 
guilds. 

That is why it pays to specify 
CURTIN in your bids for business, 


CURTIN VICTORY VALVE 


(Refilling) 

All metal parts machined from cast 
bronze. Cylinder and overflow tube 
furnished in electrolytic seamless drawn 
copper. Metal encased leather seat 
washer. Will operate the largest closet 
with a minimum amount of water. 
Automatically refills any closet. Ne 
refill tube from ballicock required. 





VALVE CO. 


MEDFORD, MASS 
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Ball Type Inner Valve 


Product: Single seated 
valve with an interior ball 
valve that is actuated by a 
rubber diaphragm. 

Features: Designed to 
regulate steam, water, air or 
gas at inlet pressures less 

than 250 lbs, reduced pres- 
sures below 150 lbs, and in 
instances where reduced 
pressure must be adjusted 
Biventy. When off the seat, stainless steel ball valve, 
which is forged and heat treated for extreme hardness and 
accurately ground to roundness, is free to turn so that all 
parts are exposed in turn to the scouring action of the 
flow. Even distribution of wear over a period of time 
insures tight seating, according to the manufacturer. 

Literature Offered: Bulletin 140-S. 

Manufacturer: Klipfel Manufacturing Co., Hamilton- 
Thomas Corp., Hamilton, Ohio. 


eee 
Electric Hand Dryer 


Product: Electric hand dryer for public washrooms. 

Features: Dryer is started by a foot switch mounted on 
a steel platform. Blower furnishes heated air to permit 
rapid drying of hands, manufacturer says. Heating ele- 
ment uses 1000 w 115 v, a-c or d-c. 

Manufacturer: Morici Products Corporation, 835 W. 
Madison St., Chicago 7. 








DURABLE & 
FLEXIBLE 


COPPER TUBE HANGERS 


For long lasting quality and durability, NEAT Copper Tube 
Hangers are the choice of.the trade. Master Plumbers use 
NEAT Hangers because they are more dependable, time sav- 
ing and better appearing installations. Made in two styles 

. . either flared, or flat extension for the easiest installa- 
tion. The flexible copper strap bends around tubing or pipe 
and is soldered into extension piece making a lasting, thor- 
oughly secure connection. NEAT Copper Tube Hangers also 
made for concrete inserts. 


gl 


When you install NEAT 
Copper Tube Hangers you 
improve your job appear- 
ance. 
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CARRIED BY 


D. B. FLOWER MFG. CO. ALL LEADING 








WHOLESALERS 
217 SPRING GARDEN ST _ 





Philadelphia 23, Pa 
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CHICAGO 
FAUCETS 
have consistently, | 


SET THE PACE} 


For example, just consider these three fea- 
tures of faucet design that are currently in 
the spotlight: 


EASE OF OPERATION. This comes 
from closing with the pressure, a 
basic operating principle that 
marked the very first Chicago Faucet 
many years ago. 


EASY RENEWABILITY. This has 
always been a distinguishing mark 
of Chicago Faucets. The standard 
operating unit can be renewed—in 
whole or in part — as easily as you 
would change a light bulb. The fau- 
cet proper knows no wear—lasts as 
long as the building. 


NON-SPLASH, AERATING SPOUT. 
Back in 1938 Chicago Faucets pio- 
neered this idea with the Softflo 
Spout — to end all splash, combat 
odors and off-tastes, get more suds 
from soap. 


Such far-sighted design, plus matchless 
excellence of manufacture have made Chi- 
cago Faucets unique among fine plumb- 
ing products. You will find them today, 
as always, truly outstanding in terms of 
dependability and lasting economy. 


THE CHICAGO FAUCET CO., CHICAGO 39 
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OF 


For the Home, Commercial 


: Me Industrial Market! 


DESIGN: Every component 
part of the WIL- 
nl, ' SHIRE Water Heater is pro- 
duced by specialists under ex- 
; clusive methods and designs, 
including tanks, controls, steel 
; parts, burners, drain valves and 100% 
closing thermocouple safety pilot. 





en 


CONSTRUCTION: 


Superb engineering has de- 
veloped a strong, sturdy, 
. long-lasting hot water tank 
; and heater . . . with ex- 
tremely efficient cast iron 
one-piece port-type burner, featuring ex- 
clusive venturi throat design. 


° RANGE OF SIZES: 


j os There’s a WILSHIRE Water 
4 : Heater for every purpose 
. j . . . domestic, commercial 
and industrial. The WIL- 
SHIRE Standard Series, 200 
LP is available in four sizes . . . 20, 30, 40 
and 50 gallon capacities. 


pat alt 











HOT WATER ON TAP: 


Because every part of every 
WILSHIRE Heater is manu- 

factured and controlled in our 

own factory, WILSHIRE’S fast reheating 
capacity assures hot water on tap every 
hour of the day and night for every class 
of user . . . trouble-free service always 
for WILSHIRE users. 


¢ A 


GENEROUS GUARANTEES 
So sure are we of the superior job done 
by our WILSHIRE specialists that WIL- 
SHIRE heaters are backed by 1, 5 and 
10 year (pro-rated) factory guarantees 
. the most generous in the industry. 


juthern 


COMPTON, CALIF. 





We're proud of the WIL- 
SHIRE Heater, 

We know you will be too! 

It’s the specialists’ best, 

it meets every test, 

And in SALES it’s hard to 
beat ‘er! 















133 EAST PALMER AVE. 
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Slitting Shear 
Product: Portable slitting 
A shear with adjustable and 
: ~ interchangeable blades. 
) Features: Supported by a 
heavy frame to provide ri- 
gidity and strength, slitting 
shear cuts mild steel up to 
¥ in. and stainless steel up 
to 10 gage. The toggle 
action of the upper blade 
holder is conducive to ease 
of operation, states the manufacturer. 

Manufacturer: The Beverly Shear Mfg. Co., 3009 West 
110 Place, Chicago. 





eee 
Faucet Insert 


Product: Special short 
faucet insert for use in 
short-stemmed faucets. 


Features: Each insert pro- 
vides a complete new faucet 
mechanism—thread, seat, 
stem and a_ compression 
shut-off. The shut-off hasa 
floating bronze bearing 

. which is forced up by water 
pressure and then is forced 
down as the water is turned off. 
Manufacturer: Superior Valve Mfg. Co., 
flower Road, Cleveland 15. 





3301 May- 








You can do more work 
every day 














Work goes faster when you bend 
on the job — either original in- 
stallation, radiant heat or re- 
poir Fewer joints to leak in the 
future, less friction, more satis- 
faction for your customers and 
a bigger profit for you. Do as 
hundreds everywhere are al- 
ready doing. Write for illus- 
trated data bulletin. Dept. 24, 


Tal Bender, Inc. 






Milwaukee 2. Wisconsin 
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Peerless Pump dealers will be 
backed by this complete, qual- 
ity pump line for "49. You, as a 
Peerless dealer can fill every 

possible water requirement of 
the hundreds of prospective 
running -water users in your ter- 
ritory. Peerless merchandising 
and sales helps are ready to pro- 
duce sound profits for you— 
ready to start you in to a safe, 
sure future in the Water Sys- 
tems business. 


Write today for full 








information on the 
Peerless line for '49. 
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Peerless Jet Pumping System. 
For Shallow or Deep 
Wells to 120 Ft. Capaci- 
ties: 120-7500 Gals. per Hr. 





Peerless Water King. For 
shallow well pumping 
exciusively. Capacities: 
275 to 860 Gals. per Hr. 





Peerless Engine Driven Jet 
Pumping System. Embodies 
all the advantages of the 
Jet system above, but 
utilizes engine drive. 





Peerless Model H Shallow 
Well Pumping Unit. Devel- 
ops 275 to 420 gallons per 
hour with pressure up to 
40 lbs. Fully automatic. 





Peerless Deep Well Recipro- 
cating Pump. Completely 
enclosed, streamlined de- 
sign. 6” stroke. 200 to 450 
g.p.hr.; lifts to 400 ft. 


PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


LOS ANGELES 31, CALIFORNIA ° 


INDIANAPOLIS, INDIANA 


District Offices: New York 5, 37 Wall St.; Chicago 40, 4554 N. Broad- 
way; Atlanta Office: Rutland Bldg., Decatur, Ga.; Omaha, Nebr.: 4330 
Leavenworth St.; Dallas 1, Tex.; Fresno, Calif.; Los Angeles 31, Calif. 























































Buy from a Herman 

Nelson Distributor like 

Tay-Holbrook, Inc., of 
California 


J. Milton Hagler, President, 
Tay-Holbrook, Inc. 
Headquarters at San Francisco 
with Branches at Oakland, Sacramento, 
Fresno, San Jose, Stockton, Berkeley, Santa Rosa 


Tay-Holbrook, Inc., recognized as a leader on the Pacific 
Coast, is another of Herman Nelson's carefully selected Dis- 
tributors. Dealers everywhere appreciate more and more 
that it's profitable for them to install top quality Herman 
Nelson Heating and Ventilating Products and receive 
friendly, intelligent cooperation from Herman Nelson Dis- 
tributors like Tay-Holbrook, Inc. 


The Herman Nelson nameplate means unmatched excel- 
lence of product. Herman Nelson engineers, with 43 years’ 
experience, have developed mastery of workmanship and 
design . . . resulting in products that provide superior re- 
sults in actual service all over America. 


Of primary importance to every dealer is delivery. Herman 
Nelson Distributors maintain stocks of both products and 
materials required for installation, insuring prompt service. 
Carefully prepared Herman Nelson advertising, sales pro- 
motion material and comprehensive engineering data will 
bring added profits to you as & dealer. 


Yes, quality products, prompt service and intelligent co- 
operation have built an enviable reputation for Herman 
Nelson Dealers everywhere. They will do the same for you. 
Get the details from your nearest Herman Nelson Distribu- 
tor today. 









Herman Nelson 
Propeller-Fan Type 
Gnit Heaters 
















Part of Herman Nelson's 


QUALITY LINE 


of Heating and 
Ventilating Equipment 


OF 


. Herman Nelson 
De Luxe 
Unit Heaters 


THE HERMAN NELSON CORPORATION 


Slece 1906 Menvfecturers of Quality Heating and Ventilating Products 
MOLINE, ILLINOES 
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how to make friends and 


guarantee 


IS YOUR FRIEND...1 


JUST 
HOW MUCH EXTRA 
WILL IT COST ME 
IF YOU USE 
THAT MACHINE? fs 


FLEXIBLE SEWER- 


“seg Aa 


THIS “FLEXI-CLEANER” 
TLL TAKE 
LONGER AND COST A LOT 
MORE IF | HAVE TO Zr 


ROD EQUIPMENT CO. 


Plumbing Division 


9059 VENICE BOULEVARD 


FRANK DONOVAN COMPANY. 9 S. CLINTON STREET 


LOS ANGELES 34, CALIFORNIA 
CHICAGO 6, ILLINOIS 


401 BROADWAY, NEW YORK, NW. Y 











MR. DEALER: 


one 50d 
vanaan CM 


LOOK FOR 








a 


APPROVED BY 


QUALITY 
TESTED 


STEEL 
KITCHEN CABINET 
INSTITUTE 


COPYRIGHTED 1940 




















Cabinets bearing this seal have passed 21 tests... 
have been built up to a standard, not down to a 
price. These tests are open to all- manufacturers. 


.. for additional information — WRITE 


= STEEL KITCHEN CABINET INSTITUTE 


140 PUBLIC SQu 


ARE « CLEVELAND 14, OHIO 


February, 1949 


hal 
ea 
The LINE 
that 

SELLS Faster 
because it 


SERVES 
Longer 





IDEAL Duo-Strainer 


@ Free and Easy Finger Tip Regula- 
tion. 

@ Live Rubber Gasket. 

@ Non-Corrosive Brass Base. 

@ Clean, Accurate Threading. 

@ Sturdy, One-Piece Construction. 


@ Cage Quickly Accessible... 
Unfailing Watertight Seal. 


CENTER OUTLET 
Continuous Sink and Tray Waste 






TUBULAR 
Standardize on the efficient, serviceable, TRAP 
fast-selling IDEAL Line now! IDEAL makes | 

what it sells . . . you can depend on IDEAL 
products to stand up. Order from your 
jobber or write direct for complete catalog. 


Ideal TUBULAR CORPORATION 


1972 ee STREET BROOKLYN, NEW YORK 

















AUTOMATIC 


\WWISADA 


Why not find out now about the 10 main features of the Quijada 
3-A not found in any other portable pipe machine on today’s market. 





The New QUIJADA 3-A 


THESE TIME TABLES REVEAL MORE THAN A 
THOUSAND WORDS CAN TELL: 


Pipe Size Threading Time Reaming Time Cut Off Time 
a 10 See. @ See. 
A” ec. You ream as you we. 
hg 15 Sec, H 7 Sec. 
114" 16 Sec. — 8 Sec. 
1%” 17 Sec. d 9 Sec. 
2 19 Sec. 10 Sec 


REMEMBER: Chucking up takes but the time to “flip” the switch 
to forward position. 


SPEED AND ACCURACY GUARANTEED 
Ask Your Jobber or Write for Catalog 
QUIJADA TOOL COMPANY, INC. 


5474 Alhambra Ave., Los Angeles 32, Calif. 








Export and Cable address: “C.1.8S.C.0.” 
319 Ea. 4th St., Los Angeles 13, Calif. eum 
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Flush Valve 


Reseater 


Product: Tool for reseat- 
ing flush valves. 

Features: Flush valve 
| seat is ground smooth by 
rotating the hardened 
grinding ball to remove 
any rough spots. Cutting 
edge of reseating tool is 
sharply ridged like a file. 
Any size flush valve can be 
reseated in line with the 
guide, manufacturer states. The adjustable pin.fits any 
guide, whether mounted high or low. 

Manufacturer: Bernard Stuvel, 409 N. Dearborn St., 
Indianapolis 1. 

: e e ® 


Truck Pipe Rack 





Product: Pipe 
and utility rack 
to be mounted on 
trucks. Rack 
arms fold down. 

Features: Rack 
consists of two 
hinged arms, 
which swing out 
on either side into carrying position. The overall width 
with both racks in carrying pesition is under the legal 
requirement, the manufacturer states. 

Manufacturer: Stevens Mfg. Co., Mt. Pleasant, Mich. 








For Shower Gath Coutrol 





LEONARD™ 


THERMOSTATIC WATER MIXING VALVES 


Select a valve “designed for the installation” 
from the complete line of high quality Leonard 
Valves now available. There’s a wide range of 
sizes, capacities and prices described in Catalog 
SG. Write for a copy today. 

*% Reg. U. S. Pat. Off. 


LEONARD VALVE COMPANY 


Cranston 7. fies 


1360 Elmwood Avenue -e 
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USPENDED 
OR 
FLOOR TYPE 


MODERN HEATING 


We make more For offices and stores 
For industrial plants 


For public buildings 


More are in use 


World-wide sales 


WRITE, TODAY, FOR CATALOG U-45 





REZNOR MANUFACTURING CO. 


5 UNION ST. MERCER, PENNA. 
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Nicholson Traps Feature 
Larger Valve Orifice, Faster Action 


Tests on installations of these new Nicholson radiator traps 
show that their larger valve orifice, special bellows, and 
patented vapor-pressure principle speed action, 
time and fuel consumption. Maintenance men report they effect 
constant radiator action with less attention. Size, 2” and 34”; 
Competitively priced. 


cut-heat-up 


vapor and vacuum; pressures to 15 Ibs. 
Put some on test. 


Bulletin 744 


W. H. NICHOLSON & CO. 


* Traps 


190 OREGON ST. 
WILKES-BARRE, PA. 


Valves * Steam Specialties 





J 
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JUST ONCE, in a New York City building that recently 
changed over to oil, the maintenance assistant cleaned the 
vents the old-fashioned way. 

Once was enough. “No more old-fashioned chimney sweep- 
ing for me!” was his verdict. “Not only was I completely 
covered with grime and soot myself, but the hand brushing 
showered the soot down into the ash pit and all over the 
oil burner mechanism.” 

“No more of that,” all hands agreed. 

Now General Electric’s Furnace Cleaner Model 175 has the 
job of keeping this building’s oil-fired boilers—and their 
maintenance men—clean and happy. 

EVERY WEEK the black soot that gathers on flues, vents, 


and doors is suctioned off quickly, thoroughly, easily, into 
the container of the G-E Model 175. Saves time, saves 


tempers, saves fuel. 


DEALERS WANTED! 
Learn about the opportunities in selling furnace cleaners 
bearing the famous G-E monogram. Do you find that servic- 
ing residential heating plants is 
profitable business? For either 
or both, you'll find important 
advantages if the cleaning 
equipment bears the 
General Electric name. 


SEND TODAY! 


Send today for 
specification 
sheets. Get de- 
tails of the 
General Electric 
Furnace Cleaner 
and dealer 
proposition. 


GENERAL @@ ELECTRIC 


FURNACE CLEANERS, Dept. 22-2011 
GENERAL ELECTRIC CO., Bridgeport 2, Conn. 
Without obligation, send specifications of your furnace 
cleaning equipment [. I am interested in your dealer 
proposition [1]. 


I 
I 
1 
I 
{ 
1 Name 
I 
{ 
1 
{ 
ve 





Model 175 


Furnace Cleaner 





Pen... 
ADDRESS.. 
Gry... STATE 
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Water Softeners 


Product: Combination soft- 
ener and iron remover of the 
brine storage type. 

Features: One model, fur- 
nished with a resinous zeolite, 
is capable of softening very 
hard water and filtering out 
iron as well as sediment and 
suspended matter, according to 
the manufacturer. The other 
model is furnished with syn- 
thetic white zeolite, with some- 
what less softening capacity. 
Regeneration is controlled by a dial type valve, with sig- 
nalling timer. Units are available with grey or white 
baked-on crinkle enamel finish. 

Manufacturer: Modern Water Equipment Co., West 
Chicago, Ill. 








| Insulation Sealer 

Product: Sealing compounds for application for high 

temperature insulation. 

Features: Two new thermal barrier materials are rated 
| to withstand temperatures as high as 2800 deg and are 
| designed for application as an insulating material for 

electrical junction boxes, heat exchanger couplings and 
similar points. Available in various consistencies for ap- 
plication by trowel, brush or extrusion gun. 

Manufacturer: American Latex Products Corporation, 

921 Venice Blvd., Los Angeles 15. 





order for quick delivery 


MYERS 
| parts 
| 


| 

1 A complete stock of Myers Parts, 
| prominently displayed, will please 
| Myers users and improve customer 
| service. All parts are now immedi- 
J ately available for quick shipment. 
| Get your parts order in promptly, 
| and order too, a five-by-five Parts 
Counter for best display. 

| 

| 

| 

| 

| 

l 








| ie ; 
| GENUINE MYERS PARTS 8. 


i Ee 5 : 
ig ee 
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| 





The F. E. MYERS & BRO. CO. 
Dept. P-50 Ashland, Ohio 
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COMPLETE, 
AMAZING 
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STORY... 
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Roofs Are Always Dry 


AROUND 


OATEY'S 
ALUMINUM 


Roof Flashings 



















fete enna ennneel” 


OATEY 
SENIOR 


The OATEY SENIOR (All Cast 
Lead). Base of 4” Flashings 12” 
x 14”. All other sizes in propor- 
tion. 


The addition of a leakproof Alumi- 
num roof flashing to the OATEY 
line makes OATEY adaptable to 
your every roof flashing need. The 
lightweight, easy-to-handle OATEY 
Aluminum is drawn from a single 
sheet of 2S0 Aluminum without 
. . 21 Ga. aluminum fabri- 


L.R.OATEY CO. 
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MOTHER-O-PEARL 
TOILET SEATS 


PERMANITE 






10 Beautiful Colors 


* Fashioned from the best 
5/4 kiln-dried Birch or 
Maple. 

* Finest workmanship by 

experienced craftsmen. 


* Seats available in col- 


* Colors made to harmo- 
nize with bathroom fix- 
tures. 

* Strong, good-looking 
chrome-on-brass hinge. 

* Finish: beautiful, tus- 
trous Mother-of-Pearl 


ors . . . white, black, E 
ivory, maize, green, “Pyralin”’. 

blue, orchid, rose, * Available, immediate 
peach and burgundy. shipment. 


MANUFACTURING 
COMPANY 


1123-31 HAMILTON ST. PHILADELPHIA 23, PA 














UTICA RADIATOR CORPORATION 


2270 DWYER AVE. UTICA, N.Y. 

















x 










10230 Berea Road cated with a hey cst mith the ‘ [ MAKERS OF FINE qa 
Sein hanced ie i | mes “Tower seats. 7] — 
A 
e IN ESTIMATING 

e e IN BUYING 
Midg et ¢ IN SELLING 
e IN BILLING 

RADIATORS e IN CHECKING 

INVOICES 


Let Bradfo 


bo Your Guide! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll 
find price data showing prevailing material costs . . . list, net and 
suggested selling prices. Contents: 450 pages divided into 24 
sections. You'll find the BRADFORD PRICE BOOK a most valuable 
item of equipment in maintaining a successful and profitable 
business. 

Subscribers use this valuable book to 

make sure that they are being allowed 

the latest market discounts and prices. 

WRITE FOR COMPLETE INFORMATION TODAY 


ADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 


The 
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Commercial Boilers 


Product: Commercial 
use boilers firing with 
either oil, gas or stoker. 

Features: Steam ratings 
for these 3 new boilers are 
1500, 1800 and 2200 sq ft. 
The construction features 
consist of 34 in. tube sheets 
and intermediate tube 
sheets, 5/16 in. wrapper 
sheets and fire box. Tubes 
are 3 in. expanded and ball-flared. Bases vary as to type 
of firing. Steel fabricated cleanout and fire doors are 
insulated for heat retention and to reduce possibility of 
damage to doors in shipment. These models are espe- 
cially designed and recommended for junior commercial 
use. 

Manufacturer: Federal Boiler Co., Inc., Granite and 
West Sts., Midland Park, N. J. 

eo e ® 


Flue Heat Reclaimer 

Product: Device for reclaiming 
heated air from hot flue gases. 

Features: Heat reclaimer is in- 
stalled in place of 20 in. flue pipe 
section (5 to 10 in. flue pipe) with 
small duct to carry warm air to 
garage, playroom or other area 
which can utilize occasional heat. 
In the unit, 12 internal heat trans- 
fer fins capture the heat and 
h transfer it to clean air, which is 

_— then moved by a small blower to 

or the area requiring heat. 

Manufacturer: C. L. Rayfield Co., 2010 South Halsted 
St., Chicago 8. 








s @ * 
Packless Valve 
Product: Bellows-sealed 
valve of corrosion resistant 
alloys. 
Features: The _ bellows 
consists of corrosion re- 


sistant formed-metal dia- 
phragms, welded alternately 





. at their inner and outer 
ch circumferences. The _bel- 
Ef lows for vacuum services 


can be manufactured with 
leak rates less than one micron per cu ft per hour. Bellows 
units are made of nickel and monel. Valve sizes range 
from 1% to 12 in. 

Manufacturer; Cook Electric Co., 2700 Southport Ave., 
Chicago 14. 
ee e ® 


Optical Measuring Device 
Product: Magnifying device with ruler attached. 
Features: An 8-power lens is fitted with a plastic scale 
and wedge for measuring hole diameters, metal thickness, 
etc. Accurate to 1 mil, according to the manufacturer. 
Manufacturer: Vinco Products, Asbury Park, N. J. 
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PLUMBERS SPUN 


QAKUM 


“Royal” Brand Plumbers Oakum is made of good 
Jute stock carefully manufactured to assure the 
user of both uniformity and dependability. It is 
made and 
general caulking purposes and is packed in 50 |b. 
bales. Carry the full line of “AMERICAN 
BRAND” Oakum and Packing. Write for liter- 


ature and information. 


in spun unspun forms, suitable for 


“American” Packing and Oakum for Every Need 





“RAPID” Twisted Jute Packing 
“EAGLE” Twisted Jute Packing 
“ROYAL’’ Plumbers Oakum 


“AMERICAN BRAND” Marine Oakum 











AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
MAKERS OF ROPE * TWINE * OAKUM * PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 

Sales Offices: BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHI! ADELPHIA 
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ONE TUTHILL 
FUELSTAT 
CAN SERVE 
THESE FOUR 
ae REQUIREMENTS 


= 


% \ 


Clockwise ro- 
tation and right- 
hand nozzle port 


(as shown) 


Counter- 
clockwise rotation 
and right-hand 


Clockwise nozzle port 


rotation and left- 
hand nozzle 


port 
Counter- 


clockwise rotation 
and left-hand 
nozzle port 





Exclusive Tuthill features make it possible to fit the 
same Model 30EN Fuelstat to any one of these 
requirements in the field—quickly and easily. 


Write for full details. 





TUTHILL PUMP COMPANY 


939 E. 95th Street, Chicago 19, Ill., Phone REgent 4-7420 
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Product: Portable win- 
dow ventilator with ad- 
_ justable, 3-speed fan. 


Panel Type Window Fan 


Features: Available with 
either a 16 or a 20 in. fan. 
According to the manufac- 
¥ turer, the 16 in. fan deliv- 
ers 1550 cfm and the 20 in. 
fan delivers 2100 cfm. Both 
fans are equipped with a 
1/15 hp electric motor and 
are enclosed in a baked enamel case. For home and 
commercial use, fan fits windows from 25 to 36 in. wide. 

Literature Offered: Illustrated catalog No. 863 and 849, 

Manufacturer: Chelsea Fan and Blower Co., Inc. Irving- 
ton 11, N. J. 








eee 
Convertible Hack Saw 


~- =p ari Gee Product: Hack saw 
\ a E* a) Hb \ to fit blades from 3 in. 
fh, « a eal AS to 1 ft. 
A) wy 
Pam Features: The steel 
frame and handle are 
. integral for rigidity. 
Tension bar is loosened and moved when blade size is 
changed. Short blades can be used when working in 
cramped quarters. 
Manufacturer: K-D Manufacturering Co., Lancaster, 
Pa. 

























CARTY-MOORE 
Speed Brackets! 


This is true. Moreover they hang with 
perfect ease! CARTY-MOORE Radiator 
Brackets adjust horizontally and ver- 
tically. Hangs all types of radiation 
quickly. Comes completely assembled. 
Made of sturdy pressed steel. Guaran- 
teed to hold 1000 Ibs. Cuts labor costs. 
For jobber stock, six packed in at- 
tractively labeled carton. For specific 
jobs, 40 to a bag. 1% 


CARTY & MOORE 
ENGINEERING CO. 


511 W. Larned St Detroit 26, Mich 


ORDER FROM YOUR 
R 


JOBBE 
Makers of C & M Concrete 
Inserts 


SWEAT 
FITTINGS. 














YY EAGLE COPPER PRODUCTS CO.,INC 


28-32 LOCUST ST BROOKLYN 6,4.‘ 














February, 
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: Gauge Glass Headquarters 
iC= | 
iV= 
in, 
»th 
a A complete stock of all types — over 35,000 
nd dozens — available for immediate delivery includ- 
re ing Corning Standard Low Pressure, Pyrex Red 
49, Line, Pyrex Heavy Wall, and Pyrex High Pressure 
1g= in all standard diameters. With our own cutting, 
fusing and grinding equipment, prompt shipments 
can be made on special lengths. Our stock includes 
MacBeth Flat glasses, Pyrex Oil Cup glasses and 
ye, Pyrex Standard Sight glasses. Whatever 
your requirements, for Swift Service, write, 
eel wire or telephone. @ Water Gauges 
are @ Gauge Cocks 
“i e — & Flat Gauge 
Glasses 
: 5 ll | F | LUBRICATOR COMPANY, INC. [a 
er, 20 Home Street, Elmira, N. Y. @ Lubricators 


@ Grease and Oil Cups 








RADIANT [°° HEATING sé Bend it RIGHT the First Time! 


— with a HOLSCLAW 
FILTERED CIRCULATING WARM-AIR Handy TUBE BENDER 

















The INTERNATIONAL i 


WARM-AIR AUTOMATIC sizes to bend 


ipe or tubin a 
OIL or GAS FURNACE of i in. OD —&/ 


to 1% in. O.D. 





5 
* 
"So naane 


No Kinks! —No “Flats! 


é Thousands of HOLSCLAW Handy Pipe and Tube 
net FF st Benders in use for many years. Light weight, easy 











\ ° . 

a a to carry, handy to use on the job. Save time! Make 
St sncaee siting Sy ealinetinetinn on smooth bends in iron and steel pipe, conduit, or 
gineering — that really overcomes the basic copper, brass, and aluminum tubing. A “must” in 
problems of home heating. Under-floor ducts ‘ 
pin een toot ge a chilly — T _— every tool kit. 
regist anishes air cascading down " ee 
pisdows... Wiakination of air stratification Shown above, Model B4-10 for *% in. O. D. tube, 
assures uniform temperatures at all levels. $11.25 F.O.B., Evansville, Ind. See complete line 
Low cost installation — economical operation. pepe + eee é hecadl ly h 

Send fer therature giving details Handy Tube Benders at your local supply house, 

and typical layouts. or write 

INTERNATIONAL HOLSCLAW BROS,., INC. 











OikL BURNER CO, | 424 Willow Road Evansville 11, Indiana 


Park & Spring Aves. $t. Lovis 10, Mo. 
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FITTINGS EXPOSED 


Ue 


Arrant 


Auto-Rad Base Board Convectors are ideal for homes and offices. Heating element is constructed of 114” 
pipe size tubing with 2/2” x 41%” steel fins. Enclosures are 234” deep by 8” high. Grill and front can 
be easily removed for cleaning. End enclosures are stamped with knockouts for exposed fitting installa- 
tions. Made in random lengths to 12 feet. Write for Bulletin A-48. 


Two PIPE STEAM HEATING SYSTEM 








in 





00000 ‘asians? 



































BASEBOARD 


ONVECTORo 








\ 
































KF esceun ad ea b ae al 




















ABOVE DRAWING INDICATES SUGGESTED METHOD OF INSTALLATION. 
FITTINGS NOT FURNISHED WITH AUTO-RAD CONVECTORS. 





ie 
x 
hai? 














END ENCLOSURE 
SHOWING KNOCKOUT PLUG 





y NU rod ¥-\0)7-wle) a) 167 \he Mee} 


ESTABLISHED 1920 





3535 FILLMORE STREET 


od a iley \cle de. mm) G8], fe) i 





WITH TRULY TESTED DESIGNS FOR - 
PERFORMANCE 236 


DEPENDABLE 


x 4S 





: When you install MURCO 
Grease Traps you do so 
with the knowledge that 
you offer your customers the utmost in perform- 
ance. Because of its design and _ construction, 
MURCO Grease Trap has proven its efficiency and all 
claims made for it during the years of actual use 
in all types of commercial, public and institution in- 
stallations. MURCO is the original grease trap with 
high efficiency rating—rated on the basis of rigid 
tests made by independent laboratories—not our fac- 
tory tests. In MURCO Grease Traps are certain ex- 
clusive features fully protected 
by patents, and that contribute 
to their high efficiency and de- 
pendable performance. Easy to 
install—MURCO Grease Traps re- 
quire no cold water connections. 
Once installed they will render 
efficient service indefinitely. 


Write for complete catalog. 















ip 


Sewer Cleaning Machine 


ELECTRO-ROD 





Double strength Spartan cable is especially re- 
enforced with inner core to withstand added torque 
of motor driven machines and is actually strongest 
when the going is toughest. 
enables operator to pass cutting blades through 


sharp bends or elbows in sewer lines. (See photo 
at right) 
New Improved 1949 Model 


Amazing flexibility 


Removes Roots Without 
Digging Up Sewer Lines 


The Spartan Model 800 Electric Sewer 
Cleaning Machine is first choice with 
plumbers and intenance men for remov- 
ing roots and other obstructions from 3” 
to 8” lateral sewer lines. One man op- 
erated—fits easily into trunk of car. Foot 
switch control leaves both hands free to 
handle cable. Does the job quickly and 
easily—pays for itself in a few weeks. 








Sink Line Cleaning Machine 


sink and drain lines. 
directly at cleanout. 
be fed more easily into cleanout. 
ideal as slow-speed drill for masonry drilling when used 
with carbide tips. 


Spartan TOOL CO. 


The Spartan ELECTRO-ROD is equipped with various cut- 
ting blades to handle all types of stoppages in 1” to 4” 
Push-button device tilts container 
Container swivels allowing cable to 


Complete in- 
formation 
gladly sent on 
request. 
Detachable motor is 








6013 NORTH LINCOLN AVE. 


CHICAGO 45, ILLINOIS 











February 















ee 5 
| AIRTE 
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Send 
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Add 
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We've grown rapidly 
wh Nirtemp! 


says Peoria, Illinois dealer... 


MR. J. A. PAGE, President of Conditionaire Inc. 








@ You know what it means to sell a dealer on a 
product! Talking may interest him, advertising 








ie may influence him, but only a record of sales and 
satisfaction will convince him that a product is 
good and—profitable. 
» Mr. J. A. Page, President of Conditionaire Inc., 
proudly reports after “‘two short years’’ of selling 
ut the complete Chrysler Airtemp line of heating, air- 
es conditioning and refrigeration, that he’s definitely 
sold on this product. 
ewer 
= ‘The Chrysler Airtemp line supported by Chrysler 
m 3” Airtemp’s national advertising program, Chrysler 
|_op- Airtemp’s excellent engineering skill and its basi- 
bi , cally sound dealer organization has enabled us to 
and ae grow very rapidly in the two short years we have 
The attractively-lighted, invitingly-arranged showroom hae, meaner , 
of Conditionaire Inc., 3206 N. Adams, Peoria 3, Illinois. There are still a few choice Chrysler Airtemp 
dealerships available. Write us for more details 
Mad fol, fe Litetle./ about rs profitable Chrysler Airtemp line of 
ip a “ Air-Conditioning and Home Heating products. 
mmo ee: 1 
AIRTEMP DIVISION OF CHRYSLER CORPORATION 
RYSLER CORPORATION | DAYTON 1, OHIO 


AIRTEMP DIVISION OF CH 


DAYTON 1, OHIO 9 
“Packaged” air-conditio 





l In Canada: Therm-O-Rite Products, Ltd., Toronto 
ning information to: 





Send 


AA Re aemrnarar ai ei 
(Seemann T) 


Ca 


Chrysler 
oor | = 
TE Airtemp 


AIR CONDITIONING » HEATING +» COMMERCIAL REFRIGERATION 








. 
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FOR QUICK, EASY BORING 
OF PIPE-SIZE HOLES 
IN WOOD 





... the new GREENLEE PIPE BIT SET 


Designed especially for plumbers, steamfitters and electricians 
to provide fast, easy boring of accurate holes in wood for ¥2” 
to 2” pipe and conduit. Makes swift, easy work of an other- 
wise tedious, hard job! The set is furnished in a sturdy, 
attractive metal box with convenient carrying handle. Bits’ 
have 4%” shanks for use in portable electric or pneumatic 
drills and in stationary boring machines. An adapter is 
provided for standard auger-bit braces. Adapters are also 
furnished for using standard %” pipe as an extension 
for deeper boring and longer reach. Get facts today 
on these timesaving GREENLEE tools. Write Greenlee 
Tool Co., Division of Greenlee Bros. & Co., 
2362 Twelfth Street, Rockford, Illinois. 





GREENLEE 





DOMESTIC ENGINEERING 





February, 1949 


Small Tube Fitting 





Product: Tube fittings for use with copper, aluminum, 
monel and annealed steel tubing. 

Features: Tube fittings can be reused many times, it 
is claimed, without weakening the seal or damaging flare. 
Fitting is self-flaring and thrust collar shears off to form 
sealed joint, according to the manufacturer. 

Manufacturer: Scovill Manufacturing Co., Waterbury 
91, Conn. 

ee @e ® 


Specialty Products 

Product: Pipe-joint cement; cutting oil; aluminum 
coatings. 

Features: Cutting oil contains high proportion of ef- 
fective sulphur, manufacturer claims. Aluminum coating, 
designed for metal, wood or other surfaces to reflect heat 
or light, is claimed to stand 90 deg heat. Pipe-joint ce- 
ment is designed for all lines, including chemical piping, 
according to the manufacturer. 

Literature Offered: Illustrated folder in 3 colors. (Cata- 
log No. 16). 

Manufacturer: 
Ohio. 


J. C. Whitlam Mfg. Co., Wadsworth, 








BARBER BURNER 


Assemblies with Built-in Safety Pilot 
and 100% Shut-off 





Barber Burner No. C-270-MS 






All individual Barber Burner units are now available com- 
plete with valve type safety pilot and 100% shut-off—all 
built, priced and shipped in one assembly. Some state regu- 
lations now require the absolute shut-off device (even the 
pilot flame) for all installations using LP Gas. Barber offers 
these assemblies, in one package, on our entire line of single 
unit appliance burners for every use, and for all types of 
gas fuel. They are easier to order, easier to install, with all 
controls properly coordinated. Prices on request. 

Barber makes all sizes of conversion burners for round or square furnaces 


and boilers. Also burner units for gas-burning appliances for every pur 
pose. Write for Catalog. 


THE BARBER GAS BURNER CO. 
3704 Superior Avenue Cleveland 14, Ohio 


BARBER 44765 BURNERS 

















ADDI 


CITY. 
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_ GASOLINE and 
on SEPARATORS 
Protect ct Drainage Lines es Against 


FIRE and EXPLOSION 






FASTER 











num, 2 | ; a 
FASTER ot A - 
2s, it ¥ 
* co | » \/ ps 
form 
* FASTER\ | 
| Boosey No. 1612 Gasoline and Oil Separators meet 
saci safety requirements and are recommended for dry-clean- 


ing plants, garage wash-racks and commercial estab- 


| ments where volatile liquids are allowed to enter drainage 
> alk NOW.::: DRILL MASONRY — 1 iqui are aliow r crai 
ting, F iti tecti inst fi d losi - 
—- UP TO 4 TIMES FASTER! | ___ subing trom static electricity, specify drain and separctor 


tops in brass or Illinois Nickel Alloy (exclusive Boosey 
acid resisting, spark-proof solid metal) 


draw e Two styles (fluted or round shank) for deep or | 


ping, shallow holes 


e Wide range of sizes 





ai e Carboloy Cemented Carbide tips drill any masonry | 
orth, e Drills stay sharp up to 50 times longer 

e Fit any standard press, drill, or hand brace | 
ae e Drill clean, accurate holes .. . quietly | 
Se | 


e Available singly or in 3 et kits of six assorted 


R = each | 










No wonder these rotary drills 
work so fast, stand up so long. 
The tips are made of Carboloy 
Cemented Carbide—the hard- 
est metal made by man! 


Send the coupon for morein- | 
formation about these time- and | 
money-saving drills, and about 
the three handy assortments, 





A Typical Installation of Boosey No. 1612 Gasoline and Oil Separator 








No valves, floats or other moving 









































5 ae parts! Absolutely fool-proof oper- 
—T4-2) ation. Maintenance consists solely 
aan . of periodically removing gasoline 
ae a ee Oe oe { A and oil from storage tank. No ac- 
bees cumulation of volatile liquids re- 
—— M A S 0 N # Yy D R | L L ‘ mains in the separator to create 
~— hazard of fire or explosion 
n the 
offers ee SS ee For detailed information consult 
single | ! your jobber and write for descrip- 
es of | CARBOL " “" . ile Ave., tive literature on various models 
OLOY CO., INC., 11187 E. 8 Mile A { ive li del 
th all | Detroit 32, Michigan | and intallation diagrams. We are 
| Gentl , | specialists and can be of real help 
romani | When separator is in operation, to you. 
ages: | Please send me free Folder SA 236, containing prices and | a re Meg 
7 | specifications on Carboloy Masonry Drills. | occurs, gasoline and oil are For information on other Boosey 
| | discharged yr > —— Drainage Specialties, send for 
; NAME Seeger ee Te aorege teak. a Latest Boosey Catalog. 
, | ADDRESS | 
oF et im NORMAN BOOSEY MFG. CO. 
RS | city. | Division American Skein & Foundry Company 
fe ee ee ee ee 420 NORTH LA SALLE ST. CHICAGO 10, ILLINOIS 
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6 Reasons why youll like 
this ASBESTOS CEMENT Flue Pipe: 


1. Can‘t rust—it’s made of TRANSITE* 


- Tough and strong 


3. Light in weight—easy fo install 
4. Low heat conductivity—better draft 
5. 


2 
Available in both round and oval shapes 
6. A complete line of Transite fittings 


bd ; *Reg. U. S. Pat. Off. 


Johns-Manville 
TRANSITE FLUE PIPE 


for venting domestic gas-burning appliances 











‘ Accurate 


\. 
WHEN , TEMPERATURE CONTROL 
OF WATER IS NEEDED  itieost 


‘< ecify oud Install 
She DORAN 


THERMOSTATIC WATER MIXING VALVE | “aime chante | 




















MOT waTer 
Homes . . . schools meueT 
. group showers 
» « » Continuous 
flow baths . . . , j 
hospitals . . . col- ¢ ~ a 1O shower 
onic irrigators. . . nae 
film development 







tanks. 
A 

ABLE 

To a 
THERMOSTAT ELEMENT vaaeni NO NEVER — will a MUELLER shower head 
neh eins sputter, dribble or clog. Every time the stream 
2¥4 to 12¢ is adjusted, from a stinging needle shower to a 
minute. cou wares gentle rain spray, 28 stainless steel pins move 


back and forth through the face of the head 
punching all holes clean and free. Further in- 
formation upon request. 


MAIN OFFICE AND FACTORY 
RIES: tos Ang ha . 


DECATUR, ILLINOIS 


“THE MOST ACCURATE THERMOSTATIC VALVE MADE” 


Available in concealed as well as exposed models. 
Concealed types have octagonal or round escutcheons 
. chrome plated. 


WRITE FOR NEW CATALOG TODAY! 


Cunningham 


wmarcinatwar Manufacturing Company wasHInGtTon 








SEATTLE 6. 


4200 


OTHER FACTO 
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News of Sales Flids 


Deep Well Turbine 





Pump 


Literature: Illustrated book- 
let in full color, 8% by 11 in., | 










7-pages. (Bulletin B-200) 

Contents: Booklet describes 
a deep well turbine pump for 
small diameter wells which is 
capable of developing water 
capacities up to 5000 gph from 
depths as great as 200 ft. The 
pump is adapted to a vertical 
tank pneumatic pressure sys- 
tem, rated as being capable of 
developing pressures up to 90 
lbs or more. For application to commercial, light indus- 
trial and agricultural uses. 

Issued by: Peerless Pump Division, Food Machinery 
and Chemical Corporation, 301 West Avenue 26, Los 
Angeles 31. 

ee e@ ® 
Soldering Stick 

Literature: Illustrated folder in color, 34% by 6% in. 

Contents: For use on all metals except aluminum, the | 
flux described is made in stick form. 

Issued by: American Solder and Flux Co., Dept. N, 
2152 E. Norris St., Philadelphia 25. 


2 ONE 
IAMOND =F ae ON 


and PURIFIER 


(we ODORS 


DISCOLORATION 
TASTE 
a weenie nner! a linea. | 


vides clear, sparkling palatable fresh 
WRITE FOR CATALOG. 


























water. 












ma ——— 


OSHKOSH FILTER & SOFTENER CO. osuxosn, wisconsin 








KAINE 


HEATING SPECIALTIES 





The Standard of 


QUALITY 


for over 30 years 
There’s always less selling effort 
needed when you sell KAINER... 
the name that for over 30 years 
has signified the best in heating 
specialties. 

New folder on Governors 

' sent upon request. 


LEXINGTON STREET 
ILLINOTS 


761 
Ce ECA GO 7 


KAINER & CO: 
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ARE YOU 
ASHAMED 


of the Quality 

Brass Goods 

You OFFER 
YOUR CUSTOMERS? 


Jhon 
SWITCH TO 


CENTRAL 
Now! 


Progressive plumbing merchandisers 
know the customer today demands good 
goods at a fair price. 


The any goods at any price era ended 
several months ago. 


Take inventory of the quality of the 
Brass Goods you now have in stock— 
compare quality with CENTRAL. 


THE CENTRAL BRASS MFG. CO. 
2950 E. 55 St. Cleveland 4, Ohio 


(777) Oe 
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BATHROOM CABINETS 
always smile back at you 


It is always good business to recommend this 
beautifully styled, modern, new fluorescent- 
lighted LAWSON bathroom cabinet. We call — 
it No. 2388-70. Your customers will call it 
“wonderful.” 

Many points of superiority sell this cabinet 
...a one-piece drawn steel body, select quality, 
beveled edge plate glass mirror; rounded in- / 
side corners, easy to clean. Stainless steel shelf 
supports; stainless steel piano type hinge; high 
lustre, baked enamel body finish. 

Fluorescent lights especially designed for 
this cabinet... give steady, shadowless light. 
You'll find Lawson’s new No. 2388-70 a cabinet 
that smiles back at you in customer satisfaction. 


? 
Lawson 


BATHROOM 


Also many other styles. Write 
for Catalog of Bathroom Cabi- 
nets and chrome accessories. 


WORLD'S LARGEST 
BUILDER OF 
BATHROOM CABINETS 


THE F. H. LAWSON CO. 


804 Evans Street 
Cincinnati 4, Ohio 
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| Combustion Safeguard 
Literature: Illustrated 12- 
| FLAME-OTROL pege bulletin in color, 84% by 
11 in. (Bulletin FI-1) 

Contents: Contains a dia- 
grammatic description of parts 
plus a detailed explanation of 
the operating principle used by 
manufacturer’s combustion 
safeguard. Safety device is de- 
signed to prevent entry of fuel 
(either gas or oil) until com- 
bustion can take place safely, 
and to maintain a_ constant 
check on combustion and cut off fuel instantly upon flame 
failure. Photo cell safeguard can be used on oil and gas- 
fired furnaces, ovens, boilers, kilns and other heating 
equipment, manufacturer states. 

Issued by: Wheelco Instrument Company, 847 W. Harri- 
son St., Chicago 7. 





Electric Motors 

Literature: Six-page illustrated folder and price list. 

Contents: The bulletin gives prices, illustrations, specifi- 
cations, and dimensions for manufacturer’s electric motors 
including non-ventilated and air-cooled models. 

Issued by: The Brown-Brockmeyer Company, Dayton 
1, Ohio. 

e e ® 


Precision Switches 

Literature: Illustrated cata- 
log in color, 20 pages, 84% by 11 
in. (Catalog 48-8) 

Contents: Information about 
the snap-acting switches var- 
iously termed precision, sensi- 
tive, and millibreak is concisely 
stated and logically arranged. 
Force and movement specifica- 
tions of various types of 
switches are given. Switches 
are designed for use with con- 
trol and indicating circuits of 
heating and industrial installations. 

Issued by: Unimax Switch Division of W. L. Maxson 
Corporation, 460 W. 34th St., New York 1. 


Residential Shell 
Tankless Heaters 
(Can be used with steam 
or hot water heat) 
C.H.M. In-Boiler 
Tankless Heaters 
(For Residences, Apt. 
Houses, Industrial Build- 
ings.) Can also be fur- 
nished as in-boiler heat- 


PRECISION 
IWITCHES 








ers. 
Write to Dept. D-2 


WATER HEATERS, INC. 


225 ST + NEW YORK 63 





66 WEST 
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IN EVERY FIELD CHE STANDS OUT... 
IN PLUMBING AND HEATING IT'S 









Only. “THE SUPERIOR TANK” 
has ALL these features .. . 
1. Both Heads dished out 


2. The Head Contour so designed that every 
Tank will stand on end. 

3. Tri-purpose Legs which also serve as both 
Ceiling and Wall Brackets. (Tested for 
Triple the Weight Safety Factor.) Hanging 
Time as fast as 10 minutes! 


4. Every Tank Air-Pressure Tested! 


uw 


. Quick Delivery — Any Quantity 


"IO x Zin 


RH Wood Screws 

















COMING TO 


CLEVELAND 


NEW 
Visit the‘Hollenden—Completely Redecorated! 


3 1000 ROOMS WITH BATH 9% CENTRAL DOWN- 
3k RADIO IN EVERY ROOM TOWN LOCATION 
Xk SIX FINE RESTAURANTS * GARAGE ATTACHED 


HOLLENDEN 


ROBERT P. JOYCE, GENERAL MANAGER 





Acid and Alkali Resisting 


LAUNDRY TRAYS 


ee oe a) ee ae -  OO O. ) 


ONE PIECE REINFORCED CONSTRUCTION 
Color Goes Clear Through 


Moulded from Amerform plastic—hydraulic aggregate. 
High tensile strength—thermal-shock tested. MUCH 
LIGHTER in weight—easier to handle. Rated SANITARY by 
Health Bureaus. Takes standard fittings. Steel stands 
available. Fully proven—thousands in use. IMMEDIATE 
DELIVERY. Write for Catalog. 


AMERFORM CORP. 


Gen'l Offices: Real Estate Trust Bidg., Phila. 7, Pa. 


AMERFORM PRODUCTS for the Plumbing, Heating, Con- 
tracting, Home Building and Pre-Fabricating Industries. 
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ANNOUNCING ... 


Now the Tiletone Company offers a complete 
line of chrome plated brass Bathroom Acces- 
sories. This is a new line in addition to the 
Shower Cabinet line. 

For the best in Bathroom Accessory Equip- 


ment and Shower Cabinets, call or write the 
Tiletone Company. 


TILETONE COMPANY 
2323 Wayne Avenue Chicago 14, Ill. 
Telephone DI-8-3388 











Their economy and efficiency are 

being utilized to excellent advan- 

tage today in industrial plants, 

a schools, hospitals, hotels, airports, 

ised systems tor @ service stations, public buildings, etc. 
buildings of ol) THE IMPERIAL BRASS MFG. CO. 
1231 W. Harrison St., Chicago, Illinois 











KETCH-ALL 


Urinal Screens 
SELL AND RESELL 
THEMSELVES 
@ Sell One KETCH-ALL 
@ More People See 

KETCH-ALL 
@ You Sell More KETCH- 
ALLS 





Complete line for 
all 5 types 


For catalog and prices write 


Umstead Mfg. Co. 


17304 Orleans, Det. 3, Mich. 
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FOR CLEANING SOLDER FITTINGS AND COPPER TUBING 


FASTER! 


You can clean four fit- 
tings in the time ordina- 
rily required to clean one, 
when you use the “Clean 
Fit” TOOL. Quickly and 
easily mounted anywhere, 
this compact lightweight 
tool saves time and labor, 
and does the job more 


efficiently. 


“Clean Fit” TUBE 
CLEANER 


1985 E. 59th Street 


CLEANING BRUSHES AND TOOLS 





BETTER! 


“Clean Fit’ Brushes do a better cleaning job 
because they are specially designed and made 
to the exact measurements required for perfect 
cleaning. The “Clean Fit’ TUBE CLEANER for 
example, is made of high carbon, hard drawn wire 
with ground cutting edges for long life and fast 
action. 


THE MILL-ROSE COMPANY 


Dept. D 


THE “Clean Fit” TOOL 


Cleveland 3, Ohio 


EASIER! 
Take a “Clean Fit” KIT on the 
job with you. It contains the 
“Clean Fit” TOOL, the Alumi- 
num Handy Handle and two 
brushes, 2” and 34” sizes. 
Let “Clean Fit’ make the job 
easier for you! 


» 





| "Clean Fit” 




















‘5 
2. 
3; 


OUR CUSTOMERS 
Witt INSIST ON USING... 


GRODAN FOREVER- 
WARE ROOF 
FLASHINGS! / 


IMMEDIATE 





{ 


DELIVERY 


Note these Exclusive Features: 


Made of heavy gauge aluminum or copper. 


The lead collar is attached to the base by Grodan’s new inter- 
locking process. It CANNOT come loose. 


Fits standard or extra heavy soil pipe: designed to fit flat or 


pitched roofs. 


A superior item at a competitive price. 


The FOREVER-WARE Flashing is pliable and easily formed to fit 


any contour of the roof. 


Nails are furnished. No more climbing up and down the ladder 


looking for nails. 


SOLD EXCLUSIVELY THROUGH PLUMBING JOBBERS 
FOREVER-WARE PRODUCTS — MANUFACTURED BY 


GRODAN MFG. & SALES CO. 


DETROIT 27, MICHIGAN 


14549 MEYERS ROAD e 









































NEW HAVEN 3, 











THE DEXTONE COMPANY 


(PLUMBING DIVISION) 


FITS INTO ANY 
BUILDING PLAN 


Architects and manufacturers are 
making it possible for people 
living in homes, clubs, hotels and 
apartment buildings to enjoy the 
refinements and refreshing stim- 
ulation of shower bathing. Are 
you? 


There’s business in it for you! 


The NEPTUNE Shower Cabinet 
embodies the grace and utility - 
of modern living. Designed with 
aluminum panels with white 
baked-on enamel finish. Chrome 
plated concealed brass fittings 
are of exceptional quality. 
Chrome plated shower head and 
arm. Drilled for right or left 
installation. Complete with white 
plastic shower curtain with 
chrome plated pins. Write for 
prices today. 


A GOOD STEADY 
SELLING ITEM 
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Calendar-Poster 


Sales Aid: Calendar poster displaying 
manufacturers products. (60th edition) 

Contents: Shown in an artist’s sketch 
are the manufacturer’s four plants, 
which total approximately 16 acres of 
floor space. Recent additions include a 
4-story factory and a 5-story annex to 
the main plant. According to the manu- 
facturer, improved assembly line pro- 
duction methods, including a new con- 
veyor system, have recently increased 
production and afforded better working 
facilities. New lighting and ventilation 
equipment, along with well-appointed 
washrooms and first aid facilities, make 
this plant rate high for comfort, safety 
and efficiency. Among the products 
shown on the calendar are water sys- 
tems and pumps of various characteristics, hand pumps, 
sprayers, and other farm machinry. Calendar pad is of 
the tear-off type. 

Issued by: The F. E. Myers and Bro. Co., Ashland, Ohio. 






iy 9 aay 
Myers 




















Bathroom Cabinets 


Sales Aid: Display stand for bathroom cabinets. 

Features: Display stand, designed to hold samples of 
manufacturer’s seamless drawn steel bathroom cabinets, 
is constructed of 18-gage furniture tubing, with dark steel 
panels for background. Stand is 72 in. high, and 30 in. 
square at the base. According to the manufacturer, 25 
models of steel cabinets, with or without fluorescent 
lights, are available, any four of- which can be on display 
at one time to take advantage of the sales appeal of at- 
tractive merchandise presentation. 

Issued by: Packard Formsteel Corporation, 3354 No. 
Crawford Ave., Chicago 41. 


Oil Furnace 


Literature: Illustrated fold- 
ers, 81% by 11 in. 

Contents: Specification, prin- 
ciples and styling features are 
described for four new oil- 
fired furnaces. Furnace has 
double radiation heat exchang- 
ers. Heated gases first circulate 
through the upper radiator, 
and then overflow into the 
lower chamber. This counter- 
flow double radiator uses a 
high percentage of the flame 
heat, according to the manufacturer. The smailer unit, 
rated at 80,000 Btu/hr, is designed for small homes, 
using either vaporizing or gun type burners. Larger 
units, up to 180,000 Btu/hr are available, using pressure 
type burners. Furnace includes blower and humidifica- 
tion device, mounted in steel jacket. 

Issued by: Radiation Furnace Corporation, 
Harbor, Mich. 
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Selling Features in 
ALLCRAFT HEATERS 


With Copper Tanks 
MEAN SALES 


3 4 FOR YOU 


— 
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ay PRIZES FOR YOU! 
fj » 
( We are participating in the “Court of Flame” Mit uli 
, program which makes you eligible for big prizes. BA!!! 
ee Write to us for complete information. aon 


MANUFACTURING COMPANY, INC. 


27 Hayward St., Cambridge, Mass. 





Alleraft 


GENUINE BARNES 
PIPECUTTERS 


THREE NATIONALLY 
KNOWN WORDS 


IN THE 


Plumbing Field 

















ACK of these three 

well-known words is a 
reputation for a well made , 
line of pipe cutters . . . 3 
thin, tough and hard-tem- 
pered cutting wheels. Sup- 
ported by a strong and cor- 
rectly designed tool, it's 
these 3 little sharp wheels 
that do the work . . . that 
cut the pipe of the nation 
on all important pipe instal- 
lation jobs. And what job 
isn't important? It takes a 
GENUINE BARNES to mas- 
ter all your pipe cutting 
jobs . . . big and small. 
You can always depend on 
GENUINE BARNES! 


ORDER GENUINE 
BARNES TODAY! 


The BARNES TOOL CO., inc. 


NEW HAVEN, CONN 
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O.: specialized knowledge of 
metals, manufacturing and packaging makes all the 
= difference in the quality products you get with 
\ the JAMAICA brand. Proof of this quality is shown 
RL by the growing numbers of satisfied customers 
who specify JAMAICA products . . . 
principally because we combine top 
AN workmanship with fair prices. 


More specifically, the things that make 
the JAMAICA line outstanding are: 


@ Beauty mirrored in the highly polished 


finish, 
@ Top workmanship eliminates all chance 
of imperfection... every item is perfect 


to the last detail. 

@ Our products stand up longer because 
they're better made. 

@ Our packaging not only makes identifi- 
cation simple with the fine lithographed 
labels but the careful wrapping pre- 
serves the finish just as it comes off the 
assembly line. 


Everything that’s the best is found in 
JAMAICA'S brass products...so if it’s 
the best you want, and at a fair price, 
you should always buy JAMAICA, 


eee 


JAMAICA BRASS MFG. CO. 


150-20 SOUTH ST. 


JAMAICA 4, N. Y. 











CAST IRON 
SOIL PIPE 
and FITTINGS 


for 
Outstanding 


STRENGTH 
LONG LIFE & 
DURABILITY 


“STRINGER” 
Waste and 
Revent Fittings 




















ALABAMA PIPE COMPANY 


ANNISTON ALABAMA 


General Othies 


Michigan Ave (Chicago 
{th 
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Commercial Boilers 


Literature: Illustrated 10- 
page bulletin in color, 81% by 11 
in. (Bulletin No. B-3250A) 

Contents: Industrial boilers 
catalog consists of complete 
specification tables, perform- 
ance rating charts and typical 
installation photographs. In- 
cluded also are engineering 
" drawings of standard models 

roe manning Wie Somat and of specially designed boil- 
ee ee ers. A boiler setting diagram 
on a double-page insert is large 
enough to be used by engineers for inserting specifica- 
tions. 

Issued by: Titusville Iron Works, Division of Struthers 
Wells, Titusville, Pa. 


eee 
Pipe Threading Machines 


Literature: Cartoon-illustrated 32-page booklet, 514 by 
11 in. 

Title: The Muscle Misers. 

Contents: Booklet in short story form shows interesting 
experiences of people who believe that nothing should be 
done by hand that can be done faster, better and at less 
cost by power. Includes photographs and descriptions 
of a power vise stand and 3 portable threading machines. 

Issued by: The Oster Manufacturing Company, Cleve- 
land 3. 


Jiresviusa 


Jreorwany 





Safety Control 

Sales Aid: Three-color die- 
cut display stand. 

Contents: Illustrates device 
to automatically close furnace 
damper when high temper- 
atures threaten safety. Pic- 
torial message tells how the 
new stand-by control can save 
a home from burning should 
someone forget to check the 
furnace. Available to dealers 
through jobbers. 

o Issued by: Field Control 
Div., H. D. Conkey and Co., Mendota, IIl. 
PLUMBERS' 


HINDLEY 'S SPECIALTIES % 


are handy in tight places! 


HINDLEY’S Plumbers’ Spe- 
cialties help finish a job the 
right way. There is a certain 
type of bolt or nut or screw 
that helps in just the place 
that needs a more secure fit- 
ting. That’s where HINDLEY’S 
Specialties come in handy. 


Contact your local jobber TODAY 
and ASK FOR HINDLEY’s. 











Tank Ell Screw 





Ball Cock Screw 





Sink Bolt 


HINDLEY MFG. CO. 


Closet Bolt and Nut 


VALLEY FALLS, R. I. J 
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| addition to our regular line 
of high quality, profit making 


Superlume 
Showers 


The Superlume 
de Luxe Shower 
CABINET with 
GLASS DOOR 


@ Available in white baked 
enamel or natural alumi- 
num finish. 

© Choice of cast stone or 
extra. deep aluminum 
receptors. 

@ Heavy misted glass door 
with one-piece polished 
aluminum frame. 


IMMEDIATE 
DELIVERY 
Stocked by leading whole- 


salers. Write today for 
circular D. 


eceentl 1 Sig aiids 


on om ST alane and 30” x 
”" x 76”. 16 aluminum 

walls, C.P. Arm, Head and Valves. SHOWER co. 
Door: 24” x 64”, leakproof piano.- 47-05 Fifth St. 








SEAT DIVISION 








hinge, rubber drip apron. Long Island City 1N.Y. 











5 GOOD 
REASONS 
FOR 


unc LARRY 





A Scientific Chemical Comp 4 





TO CLEAR 
ROOT BLOCKED 
SEWERS 


1. Requires no digging. 

2. No investment in mechanical equipment. 
3. Kills bacteria and leaves premises clean. 
4. Modern and economical to use. 

5. Effective in clearing septic tanks. 


Send today for the little booklet with the BIG 
MESSAGE—more profits to you! 


THE ROOTO CORPORATION 
1333 Dime Bldg., Detroit 26, Michigan 














Temple Lumber Co., Pineland, Texas, U.S.A. 








"GUARANTEED 
for the CLE ot the 


BUILDING IN WHICH INSTALLED 
CALCO gives you Guaranteed Customer Satis- 
faction, Moderate Prices and Big Profits. Look 

for the CALCO Gold Tag Guarantee. 


Sold excusively through Plumbing 
Heating and Industrial Wholesalers 


VALVES 
FAUCETS 
FIXTURES 


CALIFORNIA BRASS MFG. CO. 

















1447 NAUD STREET @ LOS ANGELES 12, CALIF 
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SELL 









PROFIT 
100,000 highly satisfacto 


demand mean more wy 
for you. 
QUALITY 
Highest commerc; 
ard underwriters And 
F.H.A. specificatjons. All 
parts meet ctf Al 
and exacting factory tests. 







ECONOMY 
Burns catalyctic/oils 
completely. 
RANGE OF INS 


on this outstanding, profitab 
oil burner. as 


NOTE: Severo! territories available 


RADIANT UTILITIES CORP. 


Brooklyn 14, N. Y. 





PERCORLASH 4 
rusttesoo ROLLER 


PERCOLATES for FASTEST HEATING 


The unique percolating principle of the PERCO- 
FLASH Boller is the reason for the amazingly 
fast and efficient water heating . . . water is 
raised to steam heads by geyser tubes and is 
flashed into steam in ali heads eliminating the 
necessity of raising all the water in the boiler to 

steaming temperature. The PERCOFLASH Boiler 
is a fuel saver whether used with coal, gas or oll. , 


DISTRIBUTORS — DEALERS ... 
Write for Franchise Plan! 











PERCOFLASH Westcott-Alexander, Inc. 
120 § LaSalle, Chicago MADISON, NEW JERSEY 


DUNKIRK 


lente 


) 
RADIAVORS 


New ... smart... harmon- 
ious. complementary to 
decor, ... Dunkirk Slender 
Radiators conserve space 
yet provide full capacity 
radiation. Made of cast 
iron...the lifetime metal. 




















Manufacturers of Cast Iron 
Boilers and Radiators 


DUNKIRI CoMponat NON 


OUNKIRK,N.Y. on 








Reviewing New Books 


Coal and Ash Handling 

Book: Mechanical Coal and Ash Handling, 16-page 
booklet. (A.LA. 30-G.) Price: 40¢. 

Contents: Methods of cutting small boiler plant costs 
by mechanical handling of coal and ashes are described, 
with suggested layouts for various types of equipment 
and for various sizes of boiler rooms. Manufacturers 
making the necessary machinery are listed. 

Issued by: Bituminous Coal Research, Inc., 912 Oliver 
Building, Pittsburgh 22. 


Enameled Cast-Iron Plumbing Fixtures 

Bulletin: Commercial Standard CS77-47 (Second Edi- 
tion). Price: 10 cents. 

Contents: This standard establishes minimum standard 
specifications for enameled cast iron plumbing fixtures, 
definitions, and inspection rules. Standard types and sizes 
for staple enameled cast iron plumbing fixtures are also 
established. Methods of testing for both acid-resisting 
and regular enameled cast iron plumbing fixtures are 
described for the information and guidance of manufac- 
turers, distributors, and users of these products. Among 
the styles and types of enameled cast iron plumbing fix- 
tures covered by the new commercial standard are baths, 
lavatories, sinks, laundry trays and drinking fountains. 
In addition to white, four basic colors are recognized as 





YAGERS — 


MAKES FASTER, 
EASIER SOLDERING JOBS 










YAGER’S have been depended upon by 
plumbers for years. They know YAGER’S 
insures better fusion of parts with no 
fumes, no acids and no ccrrosion. 
Available in 2, 1, 5 and 50 Ib. con- 
tainers. 












Order from your Jobber Now! 
ALEX R. BENSON CO., INC. 


HUDSON NEW YORK 
Contains the same ingredients 


as YAGER’ . Soiterses — t ef distributors im McRaes Blue Book 
— ips eee Sales Agency fer Canada 
S06 er re CANADIAN CENERAL ELECTRIC 


YAGER’S SOLDERING 
PASTE... 


COMPANY, TORONTO MONTREAL 













f A : SOLIDLY 
ini ita ANCHORS 
Will anchor in concrete cme i 6 
ee ern te @ Small machinery 
tile—slate and other sol- 


id materials — easily in- e = 
ixtures 

stalled — rigid holding 

power — order now for e Plumbing 
equipment 

immediate delivery. a 

Send for the complete @ Shelving 

Pri ° 
catalog on Paine fasten 2955 Carroll Ave 


ing and hanging devices. THE PAINE co. Chicago 12, iM 
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standard; namely, green, blue, ivory, and peach-brown. | 
Issued by: National Bureau of Standards, Department 

of Commerce, through the Superintendent of Documents, 
U. S. Government Printing Office, Washington 25, D. C. | 


ee e@ | 


Refrigeration, Air Conditioning | 
Book: Illustrated 256-page textbook. 
Title: Basic Refrigeration and Air Conditioning. 
Author: Robert H. Emerick. 


Contents: Written to give an insight to refrigeration and 
air conditioning as a life work, the book first takes up the 
fundamentals of the various types of cooling systems. The 
action of refrigerants and compressors, as well as the ab- 
sorption and steam jet systems are explained and evalu- 
ated. Chapters deal with the practical applications of 
refrigeration in cold storage and air conditioning, and the 
necessary auxiliary equipment is considered. Basic ele- 
ments of the heat pump are given. The concluding chap- | 

| 





ter, Making A Living, is a frank discussion of the job 
possibilities in the refrigeration and air conditioning field. 
The material was originally assembled to instruct refrig- 
eration workmen at the Pearl Harbor Navy Yard during | 
WW II, and is presented in non-technical form. Mathe- 
matical calculations are confined to simple arithmetic. Mr. | 
Emerick is a frequent contributor of technical articles to | 
Domestic ENGINEERING. 

Price: $5.00. (Available through Domestic ENGINEER- 
ING.) 

Publisher: Prentice-Hall, In¢., 70 Fifth Ave., New York | 
City (i). | 


YOUR CUSTOMER NEEDS 


HEAT-TIMER 


Thermostatic 


RADIATOR AIR VALVE 
SAVES FUEL! 


Automatically Controls Heat of 
Any Room Individually at Most 


















Advertised ‘ 
Comfortable Temperature Nationally 
Replaces ordinary air valve. Radiator heats $ 95 f} | 
only when tempercature drops below valve List Price | | 


setting and shuts off vent when setting is | 
again reached. Can be used in any one-pipe WRITE FOR | 
steam system. DISCOUNTS TODAY | 


HEAT-TIMER CORP., (Dept. DE) 160 Fifth Ave., N. Y. 10, N. Y. 





| | eis 
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You can again specify the line that 
has stood for top quality for almost 
a century. 


Pa KUPFERLE fig) 


STREET WASHERS | 








WALL HYDRANTS 
SPECIFICATION DRAINS 
PLUMBING SPECIALTIES HARDWARE SPECIALTIES 


FIRE HYDRANTS 








JOHN C. KUPFERLE FOUNDRY CO. e ST. LOUIS | 
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AIR VOLUME 
CONTROL 





TANK 





Standard equipment on 
leading makes of ejector 
turbine, rotary and cen- 
trifugal water systems. 


PUMP 











1,500,000 controls in service for several years. 
Many now need replacement or repairs. 





REPLACEMENT CONTROLS AND REPAIR KITS AVAILABLE \ 
FROM YOUR PUMP SUPPLY HOUSE OR JOBBER 


Model No. Diam. for Identification Max. Tank Size 
Vo a a EE ETE 3” diameter (4-bolt).........0.++- 42 gal. 
AV-3O0-SAcccccccccccess 3° diameter (5-bolt)...ccccccceses 42 gal. 
BVASSA so ssiasevsecre 3 21/16" GiaMeter ss ccccesscccere 70 gal. 
Pee ise vesiesteseaas ST /E GRINAGE. cnc cccccccccees 120 gal. 
APL ZO-SA ci evcccscice 5: 1/2" GAMO. vcvcccscessvas 220 gal. 








WRITE FOR LATEST BULLETIN 


18TH AT EBRIGHT 
MUNCIE, INDIANA 


F. E. Brady Products, Inc. 











THE 


Inland Door Closer 
for Gas and Oil 
CONVERSION 
INSTALLATIONS 


Replace the regular boiler or furnace door 
hinge pin with the INLAND DOOR CLOSER, 
file down the door catch and you have. an 
extra ‘‘Safety Valve” on the job. Gentle 
spring tension allows door to swing open on 
sicw or faulty ignition of burner and then 
close. Wedge holds door open when 
—"s. OVER 75,000 IN USE. 

1/4 - 3/16 - pin Be Price 90 cents. 
5/16 - 3/8” - $1. iy 


INLAND MEG. Co. 1120 N. aati GER 51, ILLINOIS 


"X” BOILER LIQUID 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. “X” is a col- 
loid, contains no harmful sol- 
ids. Its repair is lasting and 
certain because it is made from 
the outside in, through the 
metal line of the boiler and will 
not break down due to expan- 
sion or contraction. 



























LABORATORIES 


25 WEST 45th ST., NEW YORK 


























SCULLERY SINKS 


Scientifically Designed to Meet All 
Sanitary Regulations 


Regardless of what your Scullery Sink requirements may be, 
we can supply you with a “JUST-LINE” Sink that will meet 
every sanitary test. 

JUST-LINE Sinks are built of either 12 gauge steel, hot dipped 
Galvanized AFTER fabrication or 14 gauge Stainless Steel. 
Electrically welded throughout to give added strength for year- 
in-and-year-out service. Supplied in one, two and three com- 
partment styles in any size and shape to meet individual needs, 
also in standard sizes. Furnished with or without back splashers 
and with or without integral or detachable drainboards. 

Write today for illustrated Literature 
D-2 or send us your specifications. 


__ ae 


4610-20 W. 21st Street, Chicago 50, Illinois 


DEPENDABLE 


Cast Iron 











Soil Pipe - 
Soil Fittings 
Plumbing Specialties 
Grey Iron Castings 





—~ — — ew 


xxKK * , you require 
. + + please get in touch with us. 


SANITARY COMPANY OF AMERICA 
Linfield, Pa, 
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Easier Sweat Fittings 


IDEAL “Thermo-Grip” 


INSTANT-HEAT SOLDERING TOOLS 












The simplest, safest and by far the fastest 
way to make sweat fittings or do any other kind of sol- 
dering or brazing job. Better, too—permits full adhesion 
of solder. Works on electrical resistance-heating principle. 
Concentrates heat under instant control. Heats 1” copper 
tubing to soldering temperature in less than 1 minute! 
Easier—because pliers grip the work as they heat it, 
| leaving other hand free to handle solder. No fire hazard, 


no danger. Current is reduced to harmless low voltage. a oa 
| Complete ‘“‘Thermo-Grip” includes Power Unit, Leads, cil” 


Switch and one or more attachments. 


IDEAL INDUSTRIES, 


SYCAMORE, ILLINOIS 


Canadian Distributor: Irving Smith, Ltd., 





Now... 
The Two-—Position 
SOLO VALVE 














Keep ahead in the water condi- 
tioning equipment field by featur- 
ing the new Zerosoft DE LUXE 
water softener. No backwashing 
required. Installation quickly done 
with a minimum amount of pip- 
ing. And a new high in simplicity 
of operation with a two-position 
solo valve for regeneration. 









ZERO WATER 


SOFTENER MFG. C0. 


w AVE 
4985 €L L$TO 
CHICAGO 30, Itt. 








also available, 


For Free Demonstration See Your Local 
ideal Distributor — or Write Us 


Montrea 


February, 1949 
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(Continued from page 129) 
| management was encouraged to use mechanically-refrig- 


' erated air conditioning throughout the building. 


The new system consists of the two compressor units, 
installed in tandem on a two-stage basis, which provides 
refrigeration for six 7 ft by 29 in. coils, housed in an 18 
by 12 ft galvanized metal mixing chamber in the sub- 
basement of the hotel. 

Cooled air is circulated by a 50,000 cfm squirrel-cage 
blower to 165 of the 330 rooms. The thermostats which 
control the condensing units are set at different temper- 
atures, one at 52 deg and the other at 55 deg, so that un- 
der normal heat loads one condensing unit will carry the 
load, the second one cutting in through a by-pass arrange- 
ment. 

To aid in cooling the condensing units themselves, an 
8 in. circular duct, pulling chilled air directly from the 
coils, is directed into the condenser installation, helping 
to do away with the heat generated, and to keep the base- 
ment room comfortably cool and ventilated. 

An unusual economy feature is the conversion of a 
similar mixing chamber, likewise equipped with a 50,000 
cfm blower into a separate air conditioning system for 
public rooms. 

Six water coils of the original 12 used in the evapora- 
tive system have been re-installed in this chamber. They 
are cooled by water from a 25 ft evaporative cooling 
tower on the roof of the building. 

Water comes down 5 in. risers from the cooling tower 
on the roof at approximately 67 deg, passes through the 

(Please turn to page 216) 


National Distributing Co. 
110-B West 17th St., New York 11, N. Y. 








USE NATIONAL 


CATALOG FOR QUALITY 
PLUMBING & HEATING SPECIALTIES 





National Distributing Co. 
110-B West 17th St., New York 11, N. Y. 


—Flare Tube~ 
Fittings 


FOR RADIANT PANEL «fle 


Caos wees with Ree Gas and for 












frigerati purposes, 
The No. 51, TPS. TEE. (2 Tube Ends) shown 
2 TUBE to the left is available in 11 tube sizes, 
ENDS Ve x Ve to ¥ x Ya. Accurate, clean threading 


makes perfect union with piping. Can be fur- 
nished in any other combination. 





The No. 49, I.P.S. MALE ELBOW is avail- 
able in 14 tube sizes, Ve x Vg to 3% x VW. 
American fittings help your customers get 
the most out of radiant heating piping. 


American Manufacturing Co. 








No. 49 
MALE ELBOW 


ORDER FROM 
YOUR JOBBER 





ow. GC OR PF O RST te 
Hartford,Conn 


7 Jewel Court price list. 
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The “WW Line 
for 
BETTER 


WRITE 

PHONE or 
WIRE for 
INFORMATION 


BRASS 
4 
esrb 


MANUFACTURERS INC. 
Plans, Texas 





Lest You Forget! 


If Your Boiler has been Well- 
Designed and Expertly Installed 





Regular and Thorough 
Cleaning Means 
@ FUEL SAVING 
@ LONG SERVICE 
@ MAXIMUM COMFORT 


USE 


The best boiler compound you can get— 
to save money for you and your customer. 


+ Thoroughly cleans any type of boiler, 
new or old. 

+ Stops priming and foaming. 

+ Removes rust, scale, oil. 

* Insures Dry Steam. 

4K Requires no shut-down. 

* Is 100% active powdered chemicals. 

*« Is harmless to metals and gaskets. 

TESTING POWDER with every can insures 

efficient application. 

Used over a decade by Railroads, Utilities, 

Industrial and Marine Engineers. Try KEK 

yourself and be convinced. Send TODAY 

for free Boiler Booklet. 

KEK is sold through recognized jobbers, WITH- 


OUT PREMIUMS and TIE-INS. You get FULL 
VALUE. 5 
- Insist on KEK 


INC. 


New York 7, N. Y. 


‘CREK TREATED S! 








BOILER 
CLEANER 
AND STEAM 

CONDITIONER 


“FER Comprrioms a 


A 


KENnIT 





Accept no Substitute 


LABORATORY, 


83 Murray St., 





















BETTER PIPE TOOLS 
CUT FASTER, STAY SHARP 





Machined from special 
alloy tool steel, oil 
tempered and hardened, 
ARMSTRONG BROS. 
Knife Blade Cutter 
Wheels penetrate pipe 
easily, cut smoothly 
and rapidly, and hold 
their keen edge. They 
come in sizes and types 
for all makes of pipe 
cutters, and are stocked 
by leading tool depart- 
ments everywhere. 





Wrize for New S-48 catalog just released. 


ARMSTRONG BROS. TOOL CO. 


5223 W. Armstrong Avenue 
Chicago 30, U.S.A. 
New York and San Francisco 








SHERWOOD No. 86A 


Your Customers Will Like It! 


Here’s why! No more provocative flushing failures! No more nerve 
racking whines and whistles! No more expensive water wasting leakage! 
No more disease-carrying back syphonage. And too, the SHERWOOD 
No. 86A is a dependably long lasting flushing unit. Specify the 86A 
for its business building qualities. 


SHERWOOD BRASS WORKS 6331 E. Jefferson, Detroit 7 








MINIMITE Co. 
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New Cooling System 


(Continued from page 215) 


six coils, and from there circulates to the cooling jackets 
on the cylinders of the condensers, and around to a cen- 
trifugal pump of 360 gpm capacity, which lifts it back to 
the cooling tower on the roof. 

“We gain approximately 40 tons of relatively cost-free 
air conditioning in this way,” Cullen said, “inasmuch as 
the milder temperature in the public areas takes a lot of 
the load from the refrigeration system, in addition to 
keeping the public rooms comfortable.” 

Thus, circulating the water necessary for cooling the 
condensing unit through the old evaporative cooling coils 
has been an important stride in keeping the Albany in- 
terior comfortable. The temperature is maintained at 80 
deg or less during the summer months, with an average 
of 48 percent or lower relative humidity. 

Incidentally, a constant drip-off of water from the re- 
frigerated coils proves definitely that Colorado relative 
humidity is much higher than expected, according to 
Cullen. 

The fresh air intake for the hotel opens directly into 
the coil blower chamber, with dampers which make it 
possible to completely recirculate interior air, to utilize 
100 percent outside air, or any percentage or combination 


of both. 
Mitchell-Trautman 


(Continued from page 129) 


ten plumbers busy during the off season from a refriger- 
ation standpoint. The firm competes on an equal basis 





You sell QUALITY 
when you SELL 
HAWS! 


HAWS Sanitary Drinking Fountains, 
Faucets and Electric Water Coolers 
are dependable in operation, simple 
to maintain and offer long trouble- 
free drinking water service. Yes, 
you sell quality when you sell and 
install HAWS! Write, today, for 
catalog. 





HAWS Drinking Fountain No. 


5G2. 
industrial, 


Especially adaptable for 
commercial, school 
and service station installation. 








Vd Wi: Ss DRINKING FAUCET CO. 


1431 FOURTH ST. (Since 1909) BERKELEY 10, CALIFORNIA 
Agents & Sales Representatives in All Principal Cities 


It's nice to have 
around the house/ 





4518 W. LEXINGTON ST., 


CHICAGO 24. ILLINOIS 
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February, 1949 DOMESTIC 
with established plumbing and heating organizations in 
the Colorado capital. : 

The same precise installation care and customer-satis- 
faction is observed in plumbing installations as in refrig- 
eration or air-conditioning—and thus, there is no depart- 
ment in Mitchell-Trautman which tends to drag down the 
réputation of the whole. The company has experimented 
with and developed ceiling installation of copper tube 
radiant panel heating, installing the first system in 1946, 
and adding several more since. 

The conflicting personnel problem represented by 
plumbers, steam-fitters, gas-fitters, and air-conditioning 
installers, on the same payroll, plus the necessity to dis- 
play various types of equipment, necessitated a new show- 
room about a year ago. The result was a new $50,000 
building which incorporates all four divisions of the firm 
in a single showroom, measuring 50 by 30 ft. 

The building is built of tile brick. On the eight huge 
display windows are listed the many items carried by the 
firm, The interior is cf polished walnut against which 
white refrigerators, commercial equipment and package 
air-conditioning units stand out sharply. Incidentally, the 
building is located at 1441 Ogden Street, well out of the 
downtown Denver refrigeration district where parking is 
usually at a premium. 

“We like to make it easy for the customer to look over 
our equipment, and to be free of the usual crowded, 
greasy surroundings,” Mr. Mitchell grinned. “For that 
reason, we deliberately chose a residential location.” 

Undoubtedly, the most surprising fact in connection 
with the handsome new building is that not one inch of it 


(Please turn to page 220) 
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BOILER COMPOUNDS 
EAGLE BOILER SEAL 


Repairs Leaks Permanently in New 
& Used Systems 


—Also Use— 
RUSTROUTER & EAGLE BOILER 
KLEEN 


To Rustproof & Clean Boilers 
Ask Your Jobber 
Write for Prices & Literature 


EAGLE CHEMICAL PRODUCTS CO. 


8442 Tinicum Ave., Philadelphia 42, Pa. 
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Thora a 
10 YEAR WARRANTY ! 


NOW! 





Superior construction is the basis for ; 
TETCO’s generous 10 year warranty. This 

backing puts TETCO dealers in an en- 4 
viable sales position . . . puts their water 

h-ater business on a solid foundation since ; 
every TETCO heater they sell carries this f 
factory guarantee. ; 





Each TETCO Water Heater is now electroni- 
cally protected against rust and corrosion by a 
genuine Dow Chemical Co. magnesium rod 
Trouble-free and efficient performance is as- 
sured by such features as a 3” thick bianket 
of Fibre Glass insulaticn . . . tank of hervy 
copper bearing steel. . . high efficiency h>at 
ing elements. Safety features are approved by 
Underwriters’ Laboratories. 











TETCO—The Name to Know 
The Quality to Buy 
BUYITNOVPW! 


PErCO MaTAL PI 


13901 South Indiana Avenue 





RODUYCTS 
CHICAGO 27, ILLINOIS 
“DANDEE” 


Plumbing e Heating e Oil Burning Specialties 























Tubular Traps Gas Space Heaters Pipe Fittings 

Cast Traps Hose Nozzles Pipe Nipples 
Balicocks Hose Couplings Compression Fittings 
Boiler Stands Lawn Sprinklers Mixing Valves 

Pipe Joint Compound Sweat Fittings Low Water Cuftoffs 
Ridgid Tools Copper Tubin Circulators 

Soap Dishes Water Gauge Sets Toilet Seats 





Stop G Wastes 
Gate Valves 
Portable Showers 
Shower Heads 


Grease Traps 

C. I. Specialties 
China Handles 
Washers of all types 


Steam Gauges 
Basin Faucets 
Sink Faucets 
Relief Valves 
Regulating Valves 
—— = Minneapolis-Honeywell Controls 
y Other Kindred Products 
WRITE. FOR CATALOG AND PRICE LIST 
Insist on “DANDEE” 


PLUMBING PRODUCTS Co. 


145 N. Washington St Boston 14, Mass 





















KAM Tankless Heaters 


239-219 ALABAMA AVENUI 


KAM WATER HEATER 





Superior Designed 
for Home and Industry 


ie on principles of simplicity and efficiency, KAM WATER 
HEATERS dependably supply a constant abundance of clean, hot water. 
For installation on outside of all types of automatically fired steam, 
vapor or hot water boilers in any season. 


Since 1906, manufacturers of Indirect, Tankless, 
Instantaneous and Oi! heaters—Copper boilers. 


MFG. €O.. ING. 


HROOK EES 7. Neo 
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SITUATIONS OPEN 





SALES CORRESPONDENT 


Ohio Manufacturer of plumbing fixtures requires 
the services of experienced sales office corre- 
spondent with potential capacity for promotion. 
State age, education, experience in detail and 
salary required. Address Key 576-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Ill. 





ESTABLISHED SALES AGENCY 

representing a group of well-known, 
popular heating lines has opening for 
several experienced salesmen, with cars, 
to call on heating supply jobbers. Ex- 
clusive territories open in the states of 
Virginia, Maryland, Washington, D. C., 
Delaware, Pennsylvania, New York, and 


Ohio. Commission with drawing ac- 
count. Write stating age, experience, 
lines presently carried, and length of 
present employment. All information 
held in strictest confidence. Address 
Key 587-E, “DOMESTIC ENGINEER- 


ING,” 1801 Prairie Ave., Chicago 16, Ill. 


PLUMBING AND HEATING 
SUPPLY WHOLESALER 
NORTHERN NEW JERSEY 


Wants experienced counter-man, stock-clerk. 
Handle trade. Some knowledge of buying. 
Current experience at least five years. Excel- 
lent salary. Will provide living quarters. 
Correspondence strictly confidential. Write 
particulars. Address Key 578-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chicago 16, 
Til. 





THE | “MIDDL E-WEST’S MOST PRO- 

gressive wholesale ‘headin and 
heating supply house has openings for 
live-wire salesmen to represent line in 
the following states: Iowa, Colorado, 
Arkansas, Wyoming, North and South 
Dakota, Montana, Utah, Arizona and 
Louisiana. Have many established ac- 
counts in states listed. Would consider 
manufacturer's representative with 
non-competing lines. Reply giving full 
details of experience, age, past earnings 
now or recently. Forward photograph 
if available. Address Key 584-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Ill. 


SALESMEN: EXCELLENT OPPOR- 
tunity with 25 years’ established 
wholesaler of plumbing and heating 
supplies, calling on plumbing and heat- 
ing contractors, car essential, eastern 
territories open, include qualifications 
and background. Address Key 523-E 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, III. 


PLUMBING AND HEATING 
WHOLESALER NORTHERN 
NEW JERSEY 


Here is an opportunity for a real live-wire who 
knows this business. At least five years ex- 
perience. Complete knowledge of stock. Pre- 
pare estimates. Handle trade. Aspire to key 
position. Can provide living quarters. Corre- 
spondence strictly confidential. Write particu- 
lars. Address Key 582-E “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 16, Ill. 


SALESMAN WANTED. WELL ESTAB- 

lished manufacturers’ representative 
is opening a branch office in Boston. 
We require a salesman to call on the 
wholesale plumbing and heating supply 
jobbers in the New England States. 
Salary plus commission. Give detailed 
information as to qualifications, experi- 
ence, etc. Replies will be confidential 
if requested. Address Key 590-E, ‘DO- 











MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, II, 














SITUATIONS OPEN 


REPRESENTATIVES WANTED 








SALESMAN 


Now calling on jobbers of plumbing, 
heating supplies wanted to represent 
twenty-year-old manufacturer of qual- 
ity pipe fittings. Many choice terri- 
tories still available. Write, giving com- 
plete information as to _ territory 
covered, lines carried, etc. Address 
Key 554-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 16, 
il. 


CITY SALESMAN; WANTED BY OKLA- 

homa jobber, established twenty 
years, affiliated with three other houses; 
must be experienced in selling plumb- 
ing, heating and air ee | ma- 
terials. Address Key 605-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Ill. 





MIDWEST MANUFACTURER .OF 

enameled iron plumbing fixtures re- 
quires services of Sales Office Manager. 
Give experience in detail as well as age, 
education and initial salary desired. 
Address Key 601-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Ill. 





SALESMAN WANTED TO SELL 

plumbing supplies to hardware stores 
and plumbing shops. Territory open in 
all states. Applicant must be used to 
earning over $125.00 per week. Must 
own car. Our firm is nationally known 





and we do national advertising. All 
replies held in_ strictest confidence. 
Please state age, selling experience, 


volume of sales in previous years. Ad- 
dress Key 604- E, “DOMESTIC EN- 
GINEERING 1801 Prairie Ave., Chi- 
cago 16, ni 





SITUATIONS WANTED 





AVAILABLE TOP MAN (AGE FORTY- 

two) for contractor or jobber. 
Twenty-five years plumbing and heat- 
ing experience ahd college education. 
All types of housing and industrial 
construction supervision experience. 
Purchasing, planning and engineering 
background for jobbers. Possess the 
know-how necessary to operate a busi- 
ness successfully. Prefer central states 
location. Address Key 579-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Ill. 


SITUATION WANTED 


For many years we have called on wholesale 
jobbers of plumbing and heating supplies in the 
states of Texas and Oklahoma and desire to 
represent a tu of ber’s cast 
brass goods or cubeier “ferns ‘goods or both 
on a commission basis. Please advise all details. 
Address Key 591-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, III. 











REPRESENTATIVES WANTED 





A WELL KNOWN MANUFACTURERS’ 

representative of plumbing and heat- 
ing supplies with an established clien- 
tele is seeking the services of an addi- 
tional representative to help him cover 
the states of lowa, Nebraska and part 
of Illinois. Please furnish age, refer- 
ences and what lines carried in your 
first reply. Address Key 588-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Il. 











FACTORY REPRESENTATIVES 

wanted by leading manufacturer of 
electric water heaters. No objection to 
handling limited number of related 
non-competitive lines. Submit full de- 
tails and references. Address Key 
589-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Ill. 





REPRESENTATIVES! 
MANUFACTURERS' AGENTS! 
JOBBERS! 


Send for details and proposition of the 
sensational modern “Blue Ring’ Con- 
version Gas Burner (AGA—certified) 
Sales representation and some exclusive 
territories still available. Old estab- 
lished manufacturers of forty years. 
Be ready for fast developing opportu- 
nity. A high quality line with excep- 
tional appeal. Write NIAGARA 
MOTORS CORP., Heating Division, 
Dunkirk, New York. 


OLD ESTABLISHED CONCERN HAS A 

few territories open for wide-awake, 
aggressive representatives that are 
well established with plumbing jobbers 
to sell a complete competitive line of 
plumbers’ brass goods. HARVEY MA 
CHINE CoO., INC., 19200 S. Western Ave., 
Torrance, Cal. 








‘SALES acon tiempo eet 


Wanted by fact a1 competi- 
tive line of tubular rowdy Pree crn products. 
A few exclusive territories open in East, Mid- 
West, and South. State territory covered, 
— lines h d, and details first 

reply. Address Key 572-E, “DOMESTIC 
ENGINEERING, ” 1801 Prairie Avenue, Chi- 
cago 16, Ill. 











WANTED: SALES REPRESENTATIVE 

for metropolitan area, thoroughly 
familiar with, and capable of, servicing 
gas water heaters. Reply giving full 
details of education and experience, 
with salary requirements. Address Key 
585-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Ill. 


WANTED: SALES REPRESENTATIVE 
calling on plumbing and heating con- 





tractors, hardware accounts and build- 
ing contractors. Fast selling line, top 


quality brass items, plumbing special- 
ties and supplies. Commission basis. 
Address Key 577-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Ill. 





OHIO MANUFACTURER OF PLUMB- 

ing fixtures is seeking the services of 
Sales Representative to cover part of 
Ohio, Indiana, Kentucky and Missouri. 
In replying give experience in detail 





and references. Address Key 602-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Ill. 

STATE DISTRIBUTORS FOR HOT 


water heating control specialty. At- 
tractive proposition with exclusive pro- 
tected territories calling on plumbers, 
appliance dealers and building supply 
outlets. Give details about yourself, ex- 
perience, etc. Address Key 580-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Ill, 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 





SALES REPRESENTATIVES 
WANTED 


Territories available west of Mississippi with 
following meu? gon and hardware jobbers 
steel compass saw 

State territory 
Address Key 574-E, 
1801 Prairie 


blades, 
covered in first letter. 
“DOMESTIC ENGINEERING,” 
Avenue, Chicago 16, Ill. 


LINES TO HANDLE 


DISTRIBUTORS WANTED: CAMDEN, 
New Jersey oil burner manufacturer 
desires first class distributors for me- 
dium priced oil burner. Address Key 
592-E, “DOMESTIC ENGINEERI ING” 
1801 Prairie Ave., Chicago 16, Ill. 


LINES WANTED 
CALIFORNIA AREA 


An aggressive sales. organization now being 
formed to call on jobbers. Warehouse facilities 
available. Would like to represent reputable 
manufacturers of plumbing lines: malleable and 
copper fittings, nipples, brass goods, valves, 
toilet seats, copper pipe and tubing and soil 














pipe fittings. Commission basis. Address Key 
586-E, “DOMESTIC ENGINEERING, ” 1801 
Prairie Ave., Chicago 16, Ill. 
MANUFACTURER OF BRASS PLUMB- 

ing supplies wants additional allied 
lines to represent on west coast. Ag- 
gressive continuous coverage to whole- 
sale trade. Has storage, manufacturing 
and assembly facilities. Address- Key 
575-E, “DOMESTIC ENGINEERING,’ 
1801 Prairie Ave., Chicago 16, 1, 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 
Manufacturer’s Agency Selling 
Important Mid-Northwest Jobbers 


ATTENTION MANUFACTURERS 


Three man sales organization calling on 
wholesalers in Ohio, Indiana and Ken- 
tucky desires additional lines. Plumb- 
ing and Heating Sales Company, 214 














Hippodrome Building, Cleveland 14, 
io. 

ST. LOUIS,, CENTRAL SOUTHERN 
Illinois, Missouri and Kansas thor- 


oughly covered by me with the jobbing 
trade. Lines desired. Address Key 
556-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Ill. 


MANUFACTURERS ATTENTION 


Progressive sales organization wishes to repre- 
sent manufacturer for complete sales distribu- 
tion on commission basis. Nation-wide cover- 
age by our twenty-two salesmen now selling 
the wholesale , ee heating and hardware 
jobbers. Address Key 564-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie ‘Avenue, Chicago 


BOSTON MANUFACTURERS 
REPRESENTATIVE 


Will give constant representation in New Eng- 

d area for one or two lines of reputable 
manufacturer. Formerly represented national- 
ly-known manufacturer in this territory for 
seventeen years. Would prefer wholesale distri- 
bution. Address Key 600-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie ‘Avenue, Chicago 


, Til, 

















PETER DLOOGATCH 
2310 Arthur Avenue 


Chicago 45, Ill. 


—_—_—_ ———$—————— — = 2 
CAN GIVE CONCENTRATED SELL- 
. ing effort to one or two reputable 
plumbing or heating lines. 15 years 


experience with wide following in Chi- 
cago and Milwaukee area. Travel two 
salesmen. Address Key 528-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Avenue, Chicago 16, Ill. 





NORMAN LEWIS & COMPANY 
Manufacturers’ Representative 
88 Broad Street, Boston 10, Mass. 
Selling the New England wholesaler 


for over 22 years 


MANU FAC TU R ERS’ REPRESENTA- 

tive desires a line of stop and waste, 
boiler drains, etc. Covers eastern, cen- 
tral and nortnern New York, state of 
Vermont. Calling on — trade 
for past twenty-five yea Address 
Key 5 », “DOMESTIC E NGINE ER- 
ING,” 1801 Prairie Avenue, Chicago, III. 


LINES WANTED 


Financially responsible, well established manu- 
facturers’ representative, 18 years experience 
selling plumbing supply jobbers, has facilities 
for handling one or two additional lines of merit 
in Texas, Louisiana, Mississippi and Mobile, 
Alabama. Complete jobber and factory reference 
furnished upon request. Address Key 418-E, 
“DOMESTIC ENGINEERING,” 1801 Prairie 


Avenue, Chicago 16, Illinois. 


ESTABLISHED 

who has covered 
for the past ten years 
assume representation for two lines of 
quality in the plumbing and heating 
field. Address Key 561-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
( *hicago 16, Tl. 





REP >~RESENTATIV E 
upstate New York 
would like to 


Pacific Northwest t Territory 
WILLIAM B. LAMBERT 
1718 East 107th Street 
Seattle 55, Washington 


Manufacturers’ Representative 


MANUFACTURERS ONLY 


Your line effectively sold and established by 
personal contact to the plumbing contractor 
either direct or orders taken through supply 
house. This method of selling assures your line 
the opportunity you desire. Minnesota area. 
Address Key 555-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 16, Ill. 


MANUFACTURERS REPRESENTA- 
tive established in the state of 
Florida calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote, Located St. Peters- 
burg, Florida. Address Key 558-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Ill, 


ee 








CALIFORNIA AREA 


Factory representative with own cen- 
trally located warehouse and complete 
sales organization now has room for 
one more top quality line of products 
for sale through wholesalers. Address 
Key 519-E, “DOMESTIC ENGINEER- 
i 1801 Prairie Avenue, Chicago 
16, Ill. 


OUR ALARM CLOCK GOES OFF DAI- 

ly—it’s time for wide-awake selling. 
If your sales are lagging, you need an 
alert manufacturers’ representative, 
like us, with 25 years experience selling 
the New York and New Jersey jobbers. 
Warehouse fac ilities railable. Address 
Key 581-E, “DOMESTIC ENGINEER- 
ING,” 1900 Prairie Avenue, Chicago 16, 
Illinois, 





ATTENTION MANUFACTURERS 


Are you getting the business in New England 
you are entitled to? Boston manufacturers’ 
agent, selling plumbing and heating supply job- 
bers, with experience and know-how, can give 
effective personal representation to additional 
high quality line. What have you to offer? 
Address Key 565-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 16, IIl. 





FOR SALE 





GAS FIRED FORCED WARM AIR 
furnaces, two sizes—70,000 and 50,- 
000 B.T.U Combustion kits. Tees. 


Other kinds of fittings. 
The Edson Corporation, 49 D 
South Boston 27, Mass. 


PLUMBING—HEATING 
AIR-CONDITIONING 


Located in central Indiana, in town of 15,000, 
doing over one-half of plumbing in town, all 
air-conditioning, big part of heating, including 
radiant heat. Business netting from $75,000 to 
$100,000 a year. Employs 12 people, three mod- 
ern up-to-date trucks, sheet metal shop, 10,000 


Bargain prices. 
Street, 


square feet floor space jammed with merchan- 
dise and displays. Over $30,000 inventory stock, 
$10,000 inventory equipment, plus buildings and 
good name of old business. Will lease or sell 
buildings, or would consider a good partner to 


help out. Owner not in good health. This is a 
wonderful opportunity for someone. Will help 
finance. Address Key 583-E, “DOMESTIC 


ENGINEERING,” 1801 Prairie Ave., 
16, Ill. 


Chicago 


TWO (2) SLIGHTLY USED PORTABLE 
fire box boilers, front draft low pres- 


sure, SBI rating of 12500 EDR. Boilers 
located in Logansport, Indiana. If in- 
terested contact Gordon Muelhausen, 


Barnes Company, 210 Barnes Building, 
Logansport, Indiana. 
PLUMBING AND HEATING SUPPLY 
business in western suburb adjoining 
Chicago, wholesale and retail, with 
franchise for Kelvinators, Fairbanks- 
Morse stokers, Martin outboard motors, 
Youngstown kitchens, and many others. 
Doing a yearly business of $120,000 and 


net profit of $22,000. Price $45,000 cash 
with $17,000 inventory. Address Key 
532-E, “DOMESTIC ENGINEERING,” 


1801 Prairie Avenue, Chicago 16, Il, 
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Clean Sewers, Drains 


EASIER 
FASTER 
O'BRIEN TOOLS 


Exclusively designed for 





V 





EASY ONE MAN OPERATION 


NW] MORE EXTRA FEATURES 


Plumbers acclaim the exclusive design and plus fea- 
tures of O'Brien Tools for increased speed and effi- 
ciency in cleaning drains, sewers. The easy one man 
operation means extra profits for you! Write today 
for FREE illustrated booklet. 






| ROD- 
| MASTER 


@ Only tool of 
its type ap- 
proved by 
Underwriter’s 
Laboratory. 


@ OB Revers- 
ible Motor. 


e@ AC-DC 
Motor. 


@ Jacobs Key- 
less Chuck. 


CLEANS DRAINS 1" TO 4", 100 Ft. Long 


Swiftly removes pipe-scale, grease, rags from blocked 
drains. Combination Hook-Cutter Head saves time, 
doubles efficiency. Reversible Motor speeds operation, 
saves cable by preventing jams and is detachable for use 
as a drill. Get the finest; buy O’Brien Tools. 


ROOT- 





MASTER 


@ 4 Cutting 
Knives 


@ %, Vs, or 2 
GE Motor. 


@ 110 ft. of 
34” cable. 


@ Toe-Touch 
Foot Control 





CLEANS SEWERS 3" TO 10" 


Cleans blocked sewers efficiently from floor drain— 
no digging up pipe or breaking floors. OB Cable-Saver 
assures safe operation—prevents excessive cable kingage 
and breakage. Folds compactly for easy storage. 


O'BRIEN 





MANUFACTURING CO. 


5016 N. Austin Ave., Chicago 30, Ill. 
141 Broadway, New York, N.Y. 
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| Mitchell-Trautman 


(Continued from page 217) 


is devoted to shop work. “A lot of people, particularly 
customers, are astounded when we tell them that we do 
absolutely no service work, refabrication, or overhaul 
whatsoever,” the Denver contractor indicated. 

“We have no power tools, no machinery of any kind, 
Instead, we believe in shipping everything to the factory 
on an exchange basis, because this is more profitable for 
us and saves money for the customer.” 

Instead of a repair shop, such as is usually found in 
similar commercial refrigeration dealerships, Mitchell- 
Trautman maintains a huge exchange parts stockroom, 
Kept here are motors to fit every type of refrigeration 
equipment sold, up to 100 hp air-conditioning condensers, 
bodies for every type of case or refrigerated fixture, 
valves, pipes, controls, replacement duct work, and other 
items. oe 

Taking a cue from the automobile industry, Mr. Mit- 
chell has a smoothly-operating system whereby every- 
thing used in any type of installation may be exchanged. 
“This is cheaper for the customer because he knows that 
the re-built or newly installed part is perfect,’ Mr. Mit- 
chell pointed out, “and because we replace nothing ex- 
cept the part which is needed. For example, we never 
install new expansion valves on any job unless they are 
required. 





Exchange Worn Parts 


“Because we always have an exchange part ready to go 
into service, the equipment resumes operation almost im- 
mediately, while the new part is on its way from the 
factory. We exchange gaskets, seals, condensers, com- 
plete bodies, coils, grills, motors, heat exchanges, and in 
fact. everything. Our profit on such service work is taken 
in markup on the sale of the new item, rather than the 
amount of labor expended. To exchange a refrigerator 
| cabinet, for example, may show a $45 profit on a $100 
| charge, instead of a $15 profit on four hours of far-less 
| satisfactory work.” 

Most large-scale refrigeration users in Denver are thor- 
oughly familiar with this policy, and endorse it heartily. 
While maintaining a complete parts and motor inventory 
| is expensive and requires a lot of space, the overall cost 
is far less than that of equipping a large shop, and main- 
taining a crew of repair mechanics, both Mr. Mitchell and 
| Fred Trautman, veteran air-conditioning engineer who 
joined the firm in 1940, agree. 

A look at some of the installations which Mitchell- 
Trautman have made gives an excellent idea of what 
complete versatility can accomplish. Included:in the hun- 
dreds of installations made are everything from complete 
1,500-locker plants, precisely-controlled fur storage 
vaults, a carbon dioxide freezing plant for a Denver ice 
and fuel company, scores of super-market meat, fish, and 
poultry coolers, a 175-ton chill room system for a brand 
new packing plant, comfort air-conditioning for theaters, 
hotels, and business buildings, plus many industrial re- 
frigeration and air-conditioning jobs. 


“There is practically nothing which we are not equipped 
to tackle,” Mr. Mitchell summed up, “and while some of 
our departments may, at first glance, seem to be strange 
bedfellows, they have provided us with some unusual 
merchandising opportunities.” 
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facto : , 
ble tea SERIES ARBEST Flexible Tank Supplies 
are made of 3” OD copper 


412 water tubing. A solid flange is 












































und in brazed on one end so that 
tchell- % a coupling of ballcock fits under 
kroom, same in order to make water- 
>ration 412-¢ tite connection. ARBEST Tub- 
ensers, ing may be bent to any shape. 
ixture, All metal contacts . . . ground 
| other jeint fittings. Lustrous chrome 
adil bel plating guaranteed not to crack 
. Mit- or peel at point of bend. Avail- 
every- able in 6”, 12”, or 20” lengths, 
female compression fittings or 
anged. regular coupling nut and com- 
” that pression elbow, available 34” 
- Mit- and 1/2” I.P. size. 
ig ex- 
never ARBEST Tank Supplies No. 
412-AS with angle stop, 
>y are nipple and flange and 12” 
tubing boxed as unit. 
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on to fit any space 
2un- 
lete When you order an Alberene sink, you don’t have to 
age alter your laboratory to fit a stock size. Alberene 
> ice sinks are made to your order . . . in any dimensions 
and ... to fit any space. Just send us complete dimensions 
“and (ask us for our easy-to-use order forms) and we'll 
bevel ship you the sinks. There are nine types you may Tempered Steel 
oils choose from. If you have any trouble in design, call BOILER TUBE CLEANERS - FLUE BRUSHES - 
up our trained specialists, or write to — WIRE HEATER BRUSHES - HANDY CLEANER 
BRUSHES - FIRE BROOMS - TRACK BROOMS 
“a ALBERENE STONE CORP. | sins stellate 
nge 
ie 419 — 4th Ave., New York 16, N. Y. | Worcester Brush & Scraper Co. 
| 10 Austin St., Worcester, Mass. 
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oe ee a rr eer 
Streamline Pipe and Fittings Div., ; 
i te hE ae ee 82 
Superior Shower Company.............. 211 
Surface Combustion Corp................. 127 
Swift Lubricator Co., Inc..............+. 199 
Symmons Engineering Ooty day sc tSeuv ces 176 
RD EONTE, FIM ciidosicaichiccdeeswcevans 183 
ye OS eer ee ree 190 
Zeunor Progucs COM. ...cccessccpeseves 47 
EEE TAIT OOD 65 oss ccc ccckedeseves 211 
Tetco Metal “a kb hs whe be Heder eeeee 217 
NTE Es EES. Mess sao 40 ste bckcewaseed 132 
i err ee Pier ore rey 4 


Tokheim Oil Tank & Pump Co............ 
Toledo Pipe Threading Machine Co., The. a8 
Trane Co., The 68 


Triangle Mfg. OP NP et ere 174 
Tie SUD COMPADS. ...6 60s sccsscecse 198 
Tuttle fs, ae ee ere 14 
Lincs iekakesbhasele 207 
Universal-Rundle Corp. ........ re 






U. S. Machine Corp.. 


Utica Radiator Corp..... . 196 
Utility Appliance Corp. Re eee 151 
sa ee SPT ee te eee 3 
ulcan Radiator My RENE cedadawcevaa's 171 
WOT BIND so 5 v:0.0,0:2 4.61.0 5 dclnso cess 65 


Waterfilm Boilers, Inc., Div., L. O. Koven . 


Waterville Division, 
Scovill Manufacturing Company....... 


fe 2 Serra or 33 
WORMIET POCO CO. ois ci cisvccciescces 70 
Wescott-Alexander, Inc. ..............-. 212 
Westinghouse Electric Corp., 

Bitchen Willities Dept.......0scsccweseces 11 
WIMTIN THD COe i. csc cccccccccvcvesse 69 
Wheeling Machine Products Co........... 168 
White Products Corp......:.ccccccccccsee 45 
Williams Oil-O-Matic Div., 

Eureka Williams Corp.........scsscsse- 12 
Worcester Brush & Scraper Co...........221 
pe ie CTT ee ere 213 
Youngstown Sheet & Tube Co., The...... 123 
Yula Water Heaters, Inc...............++- 206 


Zero Water Softener Mfg. Co... ,+++serey eral 
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BUILT-IN at FACTORY 


For all your under- 
ground and exposed piping 
jobs you'll like DURANT 
Pre-Sealed Insulated Pipe. 
It is waterproof... re- 
duces installation costs to 
a minimum .. . eliminates 
electrolysis and corrosion 
+ «+ requires very little 
trenching and field work... 
avoids extra cost of waste 


4 Simple Steps 


1. Field joint ready for inspection. 2. Joint 
covered with standard pipe insulation. 3. Durant 
joint casing in place ready for asphalt. 4. Asphalt 
poured in slot making a perfect seal. 













and breakage . . . comes to 
you ready to install. In | 
short, D.I.P. is the perfect feady to 
pipe for this type of job. Install 
Investgate D.I.P.! Write 
for details today. 
SEE OUR EXHIBIT AT 

NEW YORK POWER SHOW 


Durant 


INSULATED PIPE CO. 


1015 Runaymede St. 
Pate Alto, Calif. 


















FOR STEAM 
HOT WATER 
REFRIGERATION 
rade Mars 


The ORIGINAL Pre-sealed Insulated Pipe 

















WARNOCK Wrench, improved 
type, for frequent usage. 












HANDLE : 





SMOOTH PIPE AND TUBING 
GREATEST ot EASE 





GREATEST ot GARE! 









WARNOCK Simplex Wrench, 
simplest of strap wrenches, 
for occasional use. 





,—_ grief on jobs involving chrome, brass and 
nickel plated pipe and tubing! WARNOCK Strap 
Wrenches are designed to handle these jobs with 
the greatest care and ease. They prevent wasted 
pipe, save time and labor. A practical tool for the 
practical man. Order a supply from your whole- 
saler today ... one for every man on your force. 


LOWELL WRENCH CO. 


WORCESTER MASSACHUSETTS 














224 DOMESTIC ENGINEERING February, 1949 


American 


















Modern installations require su- 
perior skill and dependable products. 
That’s why you have an advantage—a definite 
advantage—when you standardize on the complete American Sanitary line of 
quality plumber’s brass goods. 

The American “Hygrade” P.O. Plug #408 (114” x 5”) is designed for 
quick, easy installation. It is precision-made of high-quality brass with wrot 
follower. Non-clogging design with extra-large overflow. Finished in gleam- 
ing chromium and furnished with a beadchain and rubber stopper. Tailpiece 
regularly furnished 5” from end to face of flange. Other lengths to order. See 
latest price list. Prompt delivery assured. 

Look to American Sanitary for a complete line of “Hygrade” quality tubular 
and cast goods . . . if you have it in mind, we have it in stock. It costs no 
more to sell the best—specify American Sanitary. 






< American SANITARY MFG. CO. 


= ven THIRTY YEARS’ LEADERSHIP 1W THe pimping INDUSTRY 








